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Busy shipyards—like so many “full speed” defense indus- 
tries—demand the reliability of Columbian Pure Manila 
Rope. Years of “active service” on countless ships . . . in 
hundreds of factories . .. and on thousands of farms, have 
proved this sturdy rope stands up to the toughest jobs! 
Specially waterproofed and lubricated by an exclusive 
Columbian process, the name “Columbian” assures you a 
dependable rope that wears longer, 
handles easier, and keeps its live 
flexibility in all kinds of weather. 


Your customers can rely on this 
rope for their toughest jobs. Sell 
Columbian—and sell depend- 
ability! 


COLUMBIAN 
ROPE COMPANY 


AUBURN 
“The Cordage City” 


NEW YORK 
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Wick Burners 


Burners 


% Boss means More Value 
for the customer — better 
business for the merchant. 
Write now for catalog and 
details on ‘‘The Boss Profit 
Proposition for 1941."’ 


THE HUENEFELD 





N A-57G with 5 ‘Top-Speed’’ Long Chimney 


N B.57G with 5 'Blu-Hot'’ Adjustable Wickless 





With Glass in Oven Door fo 

A-55DV with 5 Top-Speed Long Chimney 
Wick Burners 

B-56DV with 5 “Blu-Hot'’ Adjustable Wickless 
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DON’T DIG FOR LOCKS... DISPLAY THEM! 


Did you ever stop to figure out how much time you spend — 
and how many customers you lose — by not being able to 
locate instantly the locks that are wanted? That is where a 
board can save you a lot of trouble. 


é fe 





DISPLAY BOARD FREE 
YOU PAY ONLY FOR THE LOCKS 


Locks can move fast, if you don’t bury them in stock. Give them 
a head start by displaying them on this durable, solid, and attrac- 
tive display board, the Ya/e G161. You will be surprised at the 
number of uses for auxiliary locks your customers will find when 
they can see them strikingly displayed on a handsome board. 

The Yale G161 Merchandiser holds one each of these fast- 
selling numbers: 047, 42, 040, 36, 80A and 21, retailing from 
$1.15 to $2.25 each. The board is equipped with specially 
designed metal clips to hold keys and to show retail price and 
list number. The size is 2534x 8 inches. Supplied with top and 
bottom brackets so that it will conveniently revolve. It is sturdy, 
simple, in three striking colors, and it’s absolutely FREE. Ask your 
wholesaler for one, or write us. And why not do it now! Order 
‘by number — Gi61. Address 200 Henry St., Stamford, Conn. 





OTHER ATTRACTIVE MERCHANDISERS! 
G171 AUXILIARY LOCKS H431 “SILVER SIX’ PADLOCKS 
H531 “SILVER SIX” PADLOCKS F41 CABINET AND TRUNK LOCKS 











THE NAME YALE HELPS MAKE THE SALE 


THE YALE & TOWNE stamroro conn, u.s. a 
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There's a new Story in it 


... youre in it 


... and it's sending customers in for 
Modern PERFECTION Oil Ranges! 


ON’T MISS OUT on the business that’s coming your 
way! For you are in Perfection’s big, four-way cam- 
paign that’s ringing the bell in newspapers—magazines— 


radio and posters! 


Every ad—on every front—is telling the new story on mod- 
ern Perfection Oil Ranges. Every ad also features the 
Perfection Dealer . . . sends customers in to him. 


Proof is already in. Surveys by Perfection salesmen across 
the country showed the big potential demand for modern 
Perfection Oil Ranges. Dealers are tying in with local 
advertising—demonstrations and displays. And—aggres- 


PERFECTION STOVE COMPANY - 


A \ The Mark of Quality 








sive Dealers who are taking Perfections out on their trucks 
to demonstrate to customers, are coming back in with 
empty trucks! For Perfections are modern throughout . . . 
High Power Burners .. . clean, fast heat . .. modern beauty 


. . » modern conveniences! 


And remember, Perfection offers you greater bankable 
profit. The more you sell, the more money you make— 
money that doesn’t dribble away in service complaints. 


Get the facts—and get ready now to cash in on one of the 
most promising business years to date! Write The Perfec- 
tion Stove Company for information, catalogs and prices. 


7298-A Platt Ave., Cleveland, Ohio 


¢ OIL STOVES AND RANGES + OIL BURNING WATER HEATERS + OIL BURNING REFRIGERATORS 
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Coleman Dealers 








New sales volume on a fast-growing line—Cole- 
man Summer Cook Stoves—now ready for dealers! 

Women, beyond gas mains, want cool convenient 
summer cooking. Women’s magazines have pro- 
moted the idea for years. 

Now Coleman ties in with this demand—nation- 
ally advertises the Coleman Summer Stove line. 


Four Beautiful Models! Each 





Model 370B— Retails $7.95 
Two Band-A-Blu Burners Two Band-A-Blu Burners 
Removable Fuel Tank Large Cooking Surface 
Baked Black and Ivory Enamel! Removable 4-Pint Fuel Tank 

Finish Black and Ivory Finish 
Instant Lighting Instant-Lighting 


Speed - Master Table Stove 


Thousands in use! Amazing 
sales volume due to low price, 
speedy operation, many uses, 
Instant -lighting, regulates 
instantly from lowest simmer 
to “blowtorch” intensity. 
Wind-proof burner. Can’t be 
filled while lighted. Fuel can’t 
spill. Speedy—boils a pint of 
water in 2% minutes! Self- 
cleaning generator. Brass fuel 

fount, capacity 2 
pints. Model No, $5.95 
500 retails..... (in U.S.A) 
CSD-15 


Model 391—Retails $9.90 





They’re beauties!—regulate like city gas!—give fast, 
convenient cooking service anywhere! 

These stoves are new, right up-to-the-minute, 
have all the latest features—safety, convenience, 
speed, reliability, instant heat regulation. 

Stock these models... Display them! Consult 
your jobber or write us! Address Dept. HA-15. 


Regulates Like A Gas Range! 





Model 392 — Retails $13.95 
Two Band-A-Blu Burners 
23x13 Inch Cooking Surface 
Removable5-Pt.Solodur Fuel Tank 
Ivory Porcelain Hinged Top 
Ivory Baked Enamel Body 


Model 395—Retails $16.50 
One Giant and Two Standard 
Band-A-Blu Burners 
23%4x17 Inch Cooking Surface 
Hinged Black Enamel Top, Ivory 
Enamel Body 


Coleman 


SUMMER STOVES 
Speed-Master Table Stove 





THE COLEMAN LAMP AND STOVE COMPANY 


Wichita,Kans. Chicago,I. Philadelphia,Pa. Los Angeles, Calif. 
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carry Master padlocks ... because Master’s 






line provides you with proved produc- 
P y produc a 













ers only ... year ’round staple sellers. 
And you're never “stuck with style 
changes”. Nor is shelf room a problem, 
because all Master locks are counter- 
cartoned, each individual padlock 
colorfully packaged . . . the entire line 
self-selling through Master’s successful 
No. 407 Sales Display. 







LAMINATED + WROUGHT STEEL DOUBLE CASE 


There’s money in Masters the year ‘round . 






MASTER GIVES YOU and here’s why: 


MORE THAN YOU SEE 


BRASS CYLINDER 
AND LOCKING LEVER 


Master “Secret Service” 
locking mechanisms are 
accurately machined from 
extruded brass for preci- 
sion and long life. 


ASK YOUR JOBBER 


1. They’re the world’s fastest-selling padlocks. 






2. You get more padlock for less money. 







3. Master policies protect home-owned stores. 







4. One-day service, originated by Master, brings 
you quick delivery of rush orders. 


MASTER LOCK COMPANY, Milwaukee, Wisconsin 
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Garage doors equipped 


with this hardware 


allow increased floor 
space for your car! 


rn 





HE idea of providing full usage of 

ee ee ee a your garage floor area through the 
principle of raising the doors up out of the way is everywhere 
meeting with hearty endorsement. Motor-cars now being built with 
more room and with longer wheelbases require more space for safe 
parking. Here is a fulfillment of the popular demand: 


National No. 900 °9°° 


Your trade will be quick to appreciate the many exclusive features. 
Special cam closing device assures a snug, weather-tight fit of the 
doors and rabbeted joints are most effective in keeping out moisture. 


Better get full information on these modern garage door 
sets. There is a profitable market awaiting you now! 


NATIONAL MANUFACTURING CO. [rrRiING 
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R-O-LIERS 


Key to the best in Fluorescent! 
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* CERTIFIED! 


WHY IT PAYS TO LOOK 
FOR THIS LABEL 


Electrical Testing Laboratories certify that 
FLEUR-O-LIERS have met with 5 specifications 
for Lighting Effectiveness—6 for Electrical Safety 
—18 for Mechanical Soundness—14 for Electrical 
Excellence—7 for Auxiliary Performance... as 
set up by MAZDA Lamp Manufacturers. All Cer- 
tifiedx FLEUR-O-LIERS must be equipped with 
auxiliaries (ballasts and starters) certified by 
E. T. L. When you buy, check with your lighting 
company on how to install FLEUR-O-LIERS to 
broperly meet your needs. 


Before you buy Fluorescent lighting 


GET THE FACTS about these new CERTIFIED fixtures 


Displaying thousands of items in this combination accessory 
and hardware store calls for the higher levels of illumina- 
tion that fluorescent lighting offers. It’s your most aggres- 
sive merchandiser! 


This store owner knows how to make the most of these amaz- 
ing new fluorescent lamps—by using them in Certified* 
FLEUR-O-LIER fixtures—thoroughly dependable, efficient, 
fluorescent lighting equipment. 


What makes them your best buy? They’re Certified 


Every Fleur-O-Lier fixture is certified by Electrical Testing 
Laboratories as meeting 50 rigid specifications set up by 
MAZDA lamp manufacturers for electrical, mechanical and 
lighting excellence. All auxiliary control equipment (bal- 


FLEUR-O-LIER 
Manufaclurews 


Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open 
to any manufacturer who complies with FLEUR-O-LIER requirements 
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lasts and starters) is also Certified to assure balanced, 
coordinated operation. 

Ask your electrical distributor today about Certified* 
FLEUR-O-LIERS and use the coupon to get FREE 
new booklet giving complete information and list of 
manufacturers. ‘ 

Over 40 leading fixture manufacturers participate in the Fleur-O-Lier program. 










Get these new 
Booklets FREE! 


Complete information 
plus list of FLEUR-O- 
LIER manufacturers. 





TEAR OUT AND MAIL | 
Fleur-O-Lier Manufacturers» 2143-AB Keith Bidg., Cleveland, Ohio | 
Please send me FREE the new booklets together with | 
list of manufacturers. | 

| 
| 
| 


Name 
Address 
City State 
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GOOD NEWS GETS AROUND 4+. 


You know how it is with most people. They run across 
something extra special . . . a new kind of razor...a 
cold remedy ... and right away they want to tell their 
friends and neighbors all about it. 

It’s this way with bethanized fence. 

Once a man tries it . . . sees how well the coating 
stands up to the weather, wet, dry, hot, cold . . . he’s 
a booster. He likes to have others know about his find, 
and his casual tip is an effective advertisement that 
helps build sales for the bethanized fence dealer. 

Here’s why bethanized fence gives the kind of service 
that earns you customers’ respect: The coating is 


applied by electricity. The current locks pure zinc 
to the steel wire, particle by particle, building up a 
coating that is automatically uniform in thickness 
over every inch of the fence. Rust is blocked away 
from the steel equally effectively at every point. 
Furthermore, this uniform zinc armor sticks to the wire 
harder than a feather to fly paper. Twisting, bending, 
wrapping won’t peel or flake it. 

Get in a stock of rust-fighting, long-lasting betha- 
nized fence. It’s a ready seller, and a mighty valuable 
builder of customer good will. Woven of copper-bearing 
steel wire. Same price as other wire farm fence. 


Bethanized Fence 


BETHLEHEM STEEL COMPANY 
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THIS YEAR—HOW BIG 





Dealers all over the country, who have standardized on the 
Goodyear line of garden hose, find they have cut themselves a 
bigger slice of profits than ever before. 


Of course they get a tremendous start with the unquestioned 
renown of the Goodyear name, for wherever rubber is used, this 


name is a synonym for high quality. 


But quality, high as it is in Goodyear hose, is not enough, for 
reasonable prices and wide-range adaptability must accompany 
it, so that a sale need not be lost from either of these factors. 


The five hoses in the Goodyear line cover every garden hose 
need, from the finest hose at any price, down to the low-price field. 


Into every length of hose goes Goodyear “know-how.” Every 


length /ooks like the champion it is—and performs like it. 


All these hoses are sturdily reenforced, with a tough, lively cover 
that stands up under twisting and scuffing. All of them are easy 


to handle and hard to wear out. 

And each one represents standout value at its price! 

Add to all this the fact that with five numbers you have mass 
coverage of the entire field, under the winged foot trade-mark 
of “The Greatest Name in Rubber.”’ Add to it the simplicity of 


stockkeeping, of bookkeeping and of display. 


You'll probably agree that you can cut yourself a bigger slice of 
profits than ever before. 


And you'll want to know the complete story about the Goodyear 


line—“‘the line that’s going to town.” 


So you'll write Goodyear, Akron, Ohio, or Los Angeles, Cali- 


fornia. 


And you'll be glad you did! 
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Goodyear Emerald Cord hose is the 
deluxe quality of all lawn hose. It is 
designed for the most severe type of 
service. Two braids of double cotton 
cord reinforcement make a suitable 
foundation for the beautiful but toughest 
possible green ribbed cover. Furnished 
in 54”, 34” and 1” sizes complete with 
couplings. 


The reinforcement consists of one dou- 
ble braid of genuine Supertwist Cord. 
The cover is light brown and styled with 
a unique arrangement of longitudinal 
ribs. Very high quality rubber stocks 
are used, producing a light weight, easy 
to handle hose, having great strength 
and long wearing qualities. Women and 
children appreciate the lightness of 
Supertwist. Furnished in bales of ap- 
proximately 500’ of hose without coup- 
lings; or in 25 or 50 foot sections com- 
plete with couplings, size 54’’. 


The reinforcement consists of two heavy, 
double-braid cotton cords. Light in 
weight, easy to handle, yet strong and 
durable. The cover is black and styled 
with an unique arrangement of longi- 
tudinal ribs. Furnished in bales of ap- 
proximately 500’ on 5%" size; 475’ on 
34"’ size without couplings; or in 25 foot 
or 50 foot sections complete with coup- 
lings, sizes 54” and 3%”. 


The reinforcement consists of one heavy, 
double-braid cotton cord and is a high 
quality attractive hose at moderate price. 
The cover embodies a sine curve design 
—producing an attractive product. Fur- 
nished in bales approximately 500’ of 
hose without couplings; or in 25 foot 
or 50 foot sections complete with coup- 
lings, size 54”’. 


The reinforcement consists of one heavy 
cotton braid. High quality brown cover 
styled with a corrugated design that is 
distinctive, attractive and has long wear- 
ing qualities. Furnished in bales ap- 
proximately 500’ of hose without coup- 
lings; or in 25 foot or 50 foot sections 
complete with couplings, size 5”. 
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THE OLD WAY—(Rope slips down 
through hole in the floor) Dealer says 
“Wait "til J run down cellar and fish 
that blankety blank rope back up 
through that hole. You stand there and 
grab hold of it ’til I get back.” 


@ Remember the clumsy old method of selling 
rope practiced by our grandfathers— pulling it 
up through holes in the floor, dragging it along 
the dirty floor to measure with a yard stick, 
then finding a hatchet to cut it off, then coiling 
up the rope—all while the customer waits! 

25% Increase of Rope Sales is the minimum 
now guaranteed by Plymouth—with this modern, 
effective selling device, the Plymouth Rope 
“SALES-MAKER”! 

Dealers report increases as high as 150% in 
their rope sales and profits due to the quick, 
efficient sales which this “Sales-Maker” pro- 
duces. 

You can’t laugh off facts like these ! 

The Plymouth Rope Sales-Maker is an attrac- 


PLYMOUTH 


THE Kope YOU CAN TRUST 
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(Time of selling 2 to 4 minutes.) 


tive display fixture that transfers your Rope 
Department from cellar to your sales floor. It is 
a constant reminder to your customers of their 
rope needs, has an accurate automatic measur- 
ing meter attached to the back, and a sharp 
cutting blade on one side. It accommodates 
twelve sizes of rope from %" to 1” diameter, 
stands 62’ high and occupies only 34” x 16” of 
floor space. 

Ask your jobber for further information or 
send coupon below. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts and Welland, Ontario 
Division Offices: New York, Chicago, San Francisco 
Warehouse Stocks: New York, Boston, Baltimore, 
Philadelphia, Cleveland, Chicago, Houston, San Francisco 





Plymouth “Sales-Maker.” 
NAME, 


STREET_ 


THE MODERN WAY—With automatic measuring meter on back, 
with sharp steel knife attached to frame the Plymouth “Sales- 
Maker” delivers clean rope, accurately measured, quickly serviced. 


Please send full information about the 








tom 
ready to deliver 
PLYMOUTH Rope 
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Pavatats! 


PLYMOUTH 


The Rope You Can Trust 
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The automatic rope meter 
on back of Plymouth Sales- 
Maker, which measures all 
sizes of rope automati- 
cally, accurately, quickly. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts 








13 





THE LABEL IS SMALL— 























poua.t STRENGTH 
BA Quality 
=» 


To millions of users, all over the nation, this label means 
“Quality Glass’’—it means a Clearer, Bnghter, and Flatter glass. 
These desirable features are the result of the exclusive L-O-F 

















Flat Drawing Process that produces the most satisfactory window 
glass that the industry has ever offered. 

For you this label means more profitable selling. More profit- 
able because the glass that bears the L-O-F label of Quality is 
annealed in lehrs four or tive times longer than are used in any 
other process, making it less brittle, easier to cut—with a mini- 
mum of breakage. 

Standardize on L-O-F Quality Glass and cash in on the 
Profits from satisfied customers. 


LIBBEY - OWENS - FORD case 
GLASS COMPANY — 


| FLOR 
TOLEDO, OHIO General 

Offices a 

York; 5 

St., Dall 





TEN TIMES AS MUCH 
to 4éEll today! 


In sheer beauty alone, this de luxe Florence Oil Range 
towers over ranges of only a few years ago. That point 

* will strike home to your customer when she looks at this 
range .. . and thinks of the out-of-date one she’s using! 
USE that beauty . . . and all the other outstanding fea- 
tures of modern Florence Oil Ranges . . . in your selling. 
Put them against old-fashioned ranges, and they'll win 


better sales for you every time! 
Write today for full information on this line that gives 
you ten times as much to sell . . . 17 models, one for every 


need and budget. 





ba 


Here’s a trim, efficient cook- 
ing top with generous por- 
celained work space; ample 
room for big utensils. Por- 
celain top cover folds down 
when burners are not in use. 








Plenty of room here for big 

= fall pele — TDC5—The modern streamlined design of this de luxe oil range 
ni tao 8 andl i makes an instant appeal to customers! Finished in brilliant white 

EESRENS COO DS Sag NeNS ee porcelain; all working parts concealed. Has famous Florence 


uniform baking. Fully insu- Wickless Kerosene Burners. 
lated, fully porcelained. 


FLORENCE ALSO OFFERS: GAS RANGES * BOTTLED 


GAS RANGES ¢ ELECTRIC RANGES * DUAL-OVEN 

COMBINATION OlL-and-GAS RANGES 

FLORENCE STOVE COMPANY 

General Offices and Plant: Gardner, Mass.; Western 

Offices and Plant: Kankakee, Ill.; Sales Offices: 1458- * 
59 Merchandise Mart, Chicago; 45 E. 17th St., New 

York; 53 Alabama St., S.W., Aclanta; 301 N. Market 

St., Dallas; 2730 16th St., San Francisco. 





CONTROL ORDERS! ( 





KEEP WITHIN YOUR GRASP 
THE POWER TO REGULATE THEM 





HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPT. 


Is designed to help you do this—lt will address and mail your Catalogs, 
Booklets, Circulars, Letters, Broadsides, Post Cards, etc., with maximum 
effectiveness, due to all names and addresses being verified and corrected 
right up to the minute of addressing and mailing, to all or part of the 
following lists:— 


483 Shelf Hardware Jobbers in the United States. 


150 Heavy Hardware Jobbers in the United States. 
These are in addition to 373 Shelf Hardware Jobbers who q 
andle heavy hardware.) is 


10172 Major Hardware Retailers whose sales exceed $30,000.00 
annually and who in the aggregate account for the greater 
part of the retail business.of the hardware trade. 


5536 Intermediate Hardware Retailers whose sales are between 
$20,000.00 and $30,000.00 annually. 


17972 Minor Hardware Retailers whose sales are less than $20,000.00 
annually. 


10355 Builders’ Supplies Dealers. 
1027 Department Stores handling Hardware and Housefurnishings. 


Write for Prices and other Details. 


HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPT. 
100 East 42nd Street - - New York, N. Y. 
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AVERTS 
CAT-ASTROPHES ! 








It’s EASY to mend broken vases when there's 
a tube of Duco Cement handy! This little 
helper is the original Handy Andy when it 
comes to mending dishes, furniture, luggage, 
toys, picture frames, etc. (Holds ’em prac- 
tically permanently, too!) 


It’s a profitable item to sell, for it is needed 
in thousands of homes! Made by Du Pont, 
it enjoys the Du Pont reputation for quality 





>E 
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and value that has made Du Pont products 
(from “Cellophane” to house paint) the fa- 
vorite of thousands. Set up a Duco Cement 
display and watch it make eatra sales... with 
only the slightest effort on your part. 


Here’s all you have to do: Ask your jobber, 
or write us today for prices and particulars. 
du Pont de Nemours & Co. (Ince.), 


E. I. 


Wilmington, Delaware. 





REG. U.S. PAT. OFF. 


HOUSEHOLD 


CEMENT 
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Here's One of Your 
Biggest Merchandising 
Opportunities for 1941 


Millions and millions of men will listen 
to Gillette's Kentucky Derby Broad- 
cast on May 3rd. And these millions 
will get the big selling story on the 
new Gillette One-Piece Tech Razor 
(Ranger model) priced at only 98c. 
Here's a remarkable new shaving in- 
strument that men want. What's more 
-.. you get 10% in free goods until 
June 30, 1941 just for tying in. 
Not only this . . . the DeLuxe Milord 
One-Piece Tech will also get the call 
in Derby commercials and demand 
will soar. 
So stock up. Display these one-piece 
Tech Razors and make welcome extra 
profits. 
Gillette Safety Razor Company 
Boston, Mass. 


You're Sure to Win 


— «GILLETTE 


TO BE FEATURED ON 















NEW 
Gillette 
ONE-PIECE es 
TECH RAZOR \ Gilet 


$7.36 Gillette 


Your Cost 

{carton of 10 Sets) 

Your Selling Price 9.80 ONE-Piece 
PLUS 1 FREE 98 RECH 

AZOR 
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GILLETTE 





ONE-PIECE TECH RAZOR 






Sales-Winning Display Material to Work! 


 fisrem ro Gillettes KENTUCKY DERBY BROADCAST 
-a7\nry~ 


. ‘ x7 rs | 
1 Gillette: oe 





Interest in the Kentucky Derby 
is at white heat days and days 
before the race. Attract extra 
attention and make money by 
installing this eye-arresting dis- 
play in full color. Display 
consists of center piece, two 
side cards and counter card. 


Attractive window streamer 
pictured above is another 
way to grip the attention of 
men and make your store 
headquarters for the Kentucky 
Derby Broadcast. 
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NEW 
Gillette 


ONE-PIECE 
TECH RAZOR 


(Gold-Plated Milord Model) 


Your Cost $11.40 


{carton of 12 Sets) 


Your Selling Price 16.68 
PLUS 1 FREE 1.39 





YouR PROFIT SS 3 


with these New Faster-Si having 


m1 EGH HAZDH SETS! 


WITH 
SGILLETTE 
BLUE BLADES 


= WS <2} a 

$6.6 Le | 
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© 5 BIG FEATURES Make The © 
New One-Piece Tech the 
Most Convenient and Fastest 
Shaving Razor Ever Produced 
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THINK OF IT 26,660,920 
Radio Homes in Listening Areas Cov- 
ered by 96 CBS Radio Stations 
Broadcasting the Kentucky Derby, 
May 3rd. 


Clem McCarthy, fore- 
most turf authority, will 
describe the race from 
the starting cry ‘they're 
S. to the = stirrin 











Super Quality Bug-a-boo 


Brings You Bigger Profits! 





G-A-BOO SALES REACH NEW HIGH! 

















Bug-a-boo’s Extra Power Brings You More 
Customers and More Repeat Business! 


EOPLE LIKE Bug-a-boo. Its super 
power makes it highly effective. It TWO MORE MONEY-MAKERS 
does a thorough job quickly...has pleas- BUG-A-BOO MOTH CRYSTALS 
ant fragrance - +. wont spot or stain. ie] Gtapcuntel cqetia. padded & 
Bios fit gg =) rae ri 


destructive moth worms. 
Arrange for a supply of profit-paying 
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BUG-A-BOO GARDEN SPRAY kills or controls 









‘uavanleed by Bug-a-boo from your wholesaler, or ad- siaiticatas hicaie adie Miahind, ott ciation 
Cae REEP I! PING dress nearest office of Socony- Vacuum 4 ounces make 12 to 18 gallons. Used as directed, it 
: is harmless to humans or pets. Will not clog sprayer. 











a Aheilised thecun Oil Co., Inc., or affiliated companies. 
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THE INSECT SPRAY THAT PAYS A PROFIT 
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Sell Them 
RED 
BRAND 


RED BRAND ra 
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893 
211 

4,556 147 

$3,141 $17 162 ¢ 605 


4 the effect of good woven 
mighty good customers © 
+ your own community 


ER & sons, Frankfort, Ind. 


ps to puilding 


en re ee 
, experience of these high 


J 





What! 
When? MAY 1 TO MAY 10 


National Hardware Spring Open House is 
timed just right to catch people in a buying 
mood. Winter is over. Spring is here! And your 
customers are just itching to start to work out 
of doors. 

Are you prepared to sell them all they need? 
Remember this year more people will spend more 


SPRING OPEN HOUSE 


money for more things, because more people have 
more money! Today they have money to carry 
out many home beautifying plans that for years 
have been neglected. Many of these plans will 
call for hardware cloth. And the merchant who 
values his reputation will carry a brand that 
won't come back—to customers who will. 

Cortland Hardware Cloth is that kind. A 
sixty-seven-year-old reputation for manufactur- 
ing only the highest grade of wire products 
stands behind it. 


NATIONAL HARDWARE 












*EVENLY 
WOVEN 


* HEAVILY 
GALVANIZED 










*BRIGHT, ATTRACTIVE FINISH 


*COPPER-BEARING STEEL 
-..WHICH RESISTS RUST 















CORTLAND HARDWARE CLOTH IS FURNISHED IN EIGHT 
STANDARD MESH SIZES...12’’ to 48” widths—in even 
inch sizes; also in special grades in plain steel, tinned or 
galvanized wire in a wide variety of meshes and gauges. 
100 ft. rolls (also 50 foot)—-Standard and Heavy. 











WIRE CLOTH © WIRE NETTING * WIRE NAILS * WIRE 


WICKWIRE BROTHERS, INC. 


CORTLAND 
NEW YORK 
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The new UNIVERSAL Cool- 
Grip “GLIDER” is sure to 
make your cash register 
ring. For only the UNIVER- 
SAL “GLIDER” offers 
your customers the 8- 
note that makes ironing 
easier. 


BACKED BY NATIONAL PROMOTION 


UNIVERSAL’S plugging this Backed by national promotion 
Spring Profit Symphony to a na- like this, the UNIVERSAL’S Cool- 
tional magazine audience of ll,- Grip “GLIDER” will iron out your 
000,000 and through Jean Abby's profit ~worries—join in UNIVER- 
impelling voice over 16 prominent SAL’S Spring Cash-Register Sym- 
radio stations to more than 16,- phony NOW! Order your supply 
000,000 radio families. of “GLIDERS” today. 


JERR — per iny We 
eg 05 Pe ee ots Sr ye Ae ae 


* 





These 8 Notes will make your 
Cash Register Sing! 


Exclusive air ports protect Round heel prevents 
your hand from rising heat. o wrinkling of fabric on 





F ti ro backstroke. 

i ves 

nae ey ai ba “e- New, solid heel rest forms 
for every fabric. : excellent foundation. 


‘ F Beveled point lets you 
ee ee ne in = o iron smoothly under but- 
arm from fatigue. tone. 

Cool, smooth Bakelite grip 
fits your hand naturally. 


P Heats in 30 seconds for 








ERY HOME 
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PREPARE 
for CALLS 


This extremely popular combination .22 
rifle and .410 shotgun will be advertised 
even more extensively in 1941 than in 
1940. It appeals to an unusually broad 
market ... men, women, boys and girls 
. experienced sportsmen, as well as 
novices everywhere. 
Now, more of them will know about its 
attractive features than ever before. All 
this adds up to quicker turnover and in- 
creased business for the dealer who has 
it in stock when customers call. 









































ERE’S a Sump Pump 
with many features that 
make selling easy and profit- 
able. Attractive, completely 
automatic and easily install- 
ed, this dependable unit 
solves the drainage problem 
in cellars, elevator pits, sub- 
basements, boiler rooms and 
various other places. It offers 
pump dealers an opportunity 
for quick and profitable sales 
during seasonable periods 
when rains or melting snows 
focus attention on protective 
measures against flood and 



























STEVENS 


No. 22-410 
OVER-and-UNDER 


22 RIFLE and 
410 SHOTGUN 


to retail at +16” 


seepage water. And with resi- 
dential building at the high- 
est level in history the new 
homes market offers addi- 
tional opportunities for the 
sale of this pump because of 
the dependable low cost pro- 
tection it provides for mod- 
ern basement furnishings and 
equipment. 

Neat in design, compact ; 
and attractive, it’s an excel- ee 
lent store traffic item. Don’t “<2 
be caught this season without 
a stock. Get in touch with 
MYERS now for catalog and 
prices—with samples of free 
promotional material. 


Gy uve _5| 


Early advertising on this gun will make 
it an excellent item to show and sell 
this spring. 

To take full advantage of its power to 
attract customers, list it now among the 
items to be ordered from your jobber on 
his next call 





COMPANION 
OVER-and-UNDER 
.410 BORE SHOTGUN 
STEVENS No. 240 


to retail at +1675 





Also to be advertised to a large market in 
41. Better include it on your “want” list. 





J. Stevens Arms Company 
Division of Savage Arms Corporation 


Dept. L-53, Chicopee Falls, Mass. 








THE F,E.MYERS & BRO.Co: 


Abhlania, Ohio 


“ 2S - HAY T OOR HANGERS 
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Sells Steadily 
the Year ‘Round 


3-IN-ONE Oil has been on the market since 
1894—has gained and maintained a reputa- 
tion for quality and value with consumers 
—has consistently given dealers a healthy 
profit. This year, 46 well-known Magazines 
and 43 CBS Radio stations coast-to-coast 
are barraging your customers with 
3-IN-ONE Oil ads! Stock it... display 
it... watch it sell! 


For Further Information Write 


THE A. S. BOYLE COMPANY 


Distributors — Jersey City, N. J. 


mr] Bie}, |-ae) | 5 
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Everything You Need to Know 
About BUILDERS’ 





NOW? 


For the First Time 
in Permanent 
BOOK FORM 


i | 


awa 


This is your only source of 
complete, authentic, easy-to- 
read information on all phases 
of BUILDERS’ HARDWARE 
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4 If you are one of the many hardware men who have always 


wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benetits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs of your community from the average home to schools, hotels, 
office buildings, churches, apartments, etc. 


You'll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about this 
profitable, basic hardware line. 


The experienced Builders’ Hardware Engineer will want this book 
for its use as a handy reference work. e beginner will want it 
as a text book to use as the only complete home study course in this 
subject ever published. 


Your clerks, too, should have this new book. They will become 


more valuable to you and more valuable to themselves by reading 
and studying it. 


maAtTL 
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100 East 42nd St., New York, N. Y. 


THIS 


Please send me 


Brownell. 
IS a .g, Secs Ue ae cee nae FIRM 
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Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8'/2 x 11'/2 inches— 

cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and "follow-up" items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25 x !1'/2 inches, 
Glossary of more than 300 Technical Build- 
ers' Hardware Terms, Cross Reference In- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 











coOurpPon 


ORDER YOUR COPY NOW 


Prepare yourself for the opportunities a 
thorough knowledge of Builders’ Hardware 
offers you to increase your earning power. 


GOOD BUILDERS' HARDWARE MEN ARE SCARCE. 


TODAY 


So 
w 


copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 
I will pay the postman $3 each, plus a few eents postage. (Canada and Foreign Countries $3.50.) 


STATE 


() Check here if you enclose payment, in which onse we pay postage. 
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@ YOU'LL WIN NEW CUSTOMERS and 
please old friends with a modern Pittco 
Store Front like the one on this hard- 
ware store in Lancaster, Wis. Compare 
the new Zenz store with its appearance 
before remodeling. 





All dressed up...and going places! 


PROFITS MOUNT... when your Hardware 
Store wears a new Pitteo Front 





AYBE you think your comfort- 
able old store front is good 
enough for you. But how about your 
customers? There’s no doubt about 
it—they prefer a hardware store with 
a shining Pittco Front that promises 
pleasant shopping conditions and a 
full dollar of value for every dollar 
spent. The minute fewer new people 
visit your store—take warning! It is 
time to dress up your hardware store 
with a Pittco Front. 
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ITTCO STORE FRONTS 


PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH stond fot Lully Class and (Pein 


A handsome Pittco Store Front at- 
tracts a greater volume of regular 
trade from ever-widening areas, and 
exerts a strong influence on shoppers 
from out of town. Merchants all over 
the country have written us that busi- 
ness increases following Pittco mod- 
ernizations have far exceeded expec- 
tations. Read their experiences in 
our new Store Front Book. You can 
get it by mailing the coupon. 

Because of our complete line of 


Pittco Store Front Products, and the 
fact that they are available to you 
anywhere in the country through one 
of the hundreds of Pittsburgh Plate 
Glass»Company branches and job- 
bers, you will find it a simple matter 
to order a new Pittco Front. And 
when you remodel, consult an archi- 
tect to make sure of an economical, 
well-planned job. Our experts will 
cooperate with him gladly in plan- 
ning a Pittco Front to suit your needs. 
You can pay for your Pittco Front 
with the Pittsburgh Time Payment 
Plan if you wish—just 20% down, 
and the balance in monthly payments. 














Pittsburgh Plate Glass Company 
2234-1 Grant Bldg., Pittsburgh, Pa. 


Please send me, without obligation, your new illustrated booklet, 
“Pittco Store Fronts —and their influence on Retail Sales.” 


Name 


Street 
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Says a deep-thinking hardware man, “It’s the 
number of slow-moving items of merchandise 
we sell that makes turnover in the hardware 
business a problem. I used to think there wasn't 
much we could do about it. But there is! .. . 
And that is to put more sales effort behind our 
‘bread-and-butter’ lines—the items that natu- 
rally move fast and have a wide, general market. 


“T put files at the head of this list. Like bread 
and butter, they're something nearly everybody 
needs, and needs often. 

“What's more, files are easy to handle and easy 
to display. Whether I figure by the pound or by 
the number of sales, files are one of my leading 
small-tool items for turnover and profit.” 


Sounds logical, doesn’t it? So why not push 
files more vigorously? The world’s leading files 
—Nicholson and Black Diamond—are backed 
by strong, consistent consumer advertising. 
That’s another reason for their rapid turnover. 
Give them prominent display....And you'll 
make more money with files than you ever 
thought possible! Either brand available 
through your jobber! 


NICHOLSON FILE CO., Providence, R. I., U. S. A. 
(Also Canadian Plant, Port Hope, Ont.) 





SAW FILES —. 
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You'll make more “Jack” 
with ACCO-PAK!. ./,,, 


Let us help you apply package mer- 
chandising to the promotion of Ameri- 
can Chain Tested Welded Coil Chain. 
In a strong plywood ACCO-PAK, chain 
is easy to stock, display and sell. 


Place two or three ACCO-PAKS on 
floor, counter or display table. Your 
customers will stop, inspect and buy. 
Four popular sizes standard, full size 
chain: 3-16, %, 5-16, and % inch. 





Display American Choin \te 
Ng National Hardware 





Bright, self-colored 
or galvanized finish. 

Another ACCO-PAK advantage— 
you buy chain from your jobber by 
the foot, as you sell it. That saves time 
figuring sale prices and profits. 

Ask your wholesaler about the 
ACCO-PAK Plan. It’s a new thought 
in chain merchandising. Better look 
into it. 


Sell “AMERICAN” when you sell chain 


AMERICAN CHAIN DIVISION - York + Pennsylvania 


AMERICAN CHAIN & 





CABLE COMPANY, Inc. 


ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 





















$ .) READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Miller-Tydings 
Repeal:— 


Today 44 states—all but Dela- 
ware, Missouri, Texas and Ver- 
mont—have fair-trade laws. These 
laws permit resale price mainte- 
nance under contract and have 
enabled interested manufacturers 
to curb predatory price-cutting on 
branded goods. To facilitate fair- 
trade contracts, the Miller-Tydings 
Law, a federal enabling act, per- 
mits interstate contracts consistent 
with the respective laws in which 
the contracts are to operate. With- 
out this federal legislation the fair- 
trade program would quickly bog 
down and its usefulness would be 
greatly impaired. Today in Wash- 
ington, there is considerable agita- 
tion for the repeal of the Miller- 
Tydings Law. The most recent and 
articulate effort in this direction 
comes from within the Department 
of Justice. Corwin D. Edwards, 
economic consultant of the Depart- 
ment, has submitted to that body 
a voluminous report with which 
we do not agree at all and with 
which we do not think many of 
our readers will agree. Read again, 
our comments on this subject on 
pages 37 and 38 of the March 
20th issue in order that you may 
have the complete picture of the 
attack Mr. Edwards makes against 
the Miller-Tydings Law. Read also 
the news story, on page 86 of the 
same issue, telling how Miss Har- 
riet Elliott, consumer adviser of 
the Defense Commission, endorses 
the idea of repealing this legisla- 
tion, and you will fully realize the 
fact that the entire fair-trade pro- 
gram is in definite jeopardy. To 
properly fight against the repeal 
of the Miller-Tydings Law you 
will need facts to refute the criti- 
cisms of the law’s opponents. You 
will need a competent answer to 
the now publicized report of Mr. 
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Edwards. In this issue you have 
such an answer—from the highly 
competent Felix H. Levy, Esq., 
easily the outstanding authority on 
fair trade legislation—a man who 
is no stranger to our readers. 
Give careful attention to Mr. 
Levy’s answer, in this issue, on 
pages 46, 47, 48 and 115, and you 
will be better able to fight against 
the repeal of the Miller-Tydings 
Law. 


Action Is Needed:— 


If you are serious about want- 
ing the fair-trade program to con- 
tinue, now is the time to become 
active in the fight to prevent re- 
peal of the Miller-Tydings Law. 
Its opponents are busy and per- 
haps more firmly entrenched in 
official Washington than is gen- 
erally realized. They are fighting 
for this repeal. You should fight 
against it—NOW! Tell your rep- 
resentatives in both houses of 
Congress that you oppose this re- 
peal. Interest the trade and all the 
civic groups, of which you may 
be a member, to get into this fight 
and oppose with all your strength 
and the facilities at your disposal 
the movement that is visibly grow- 
ing — the movement to fight 
against the entire fair-trade legis- 








lation program—starting with the 
proposed repeal of the Miller- 
Tydings Law. GET BUSY NOW 
BEFORE IT IS TOO LATE! 


A Timely 


Message:— 


Clarence E. Bennett, then presi- 
dent, now chairman of the board 
of The Stanley Works, New 
Britain, Conn., has had posted 
throughout that company’s plants 
a most+ appropriate and timely 
message addressed “To Our Em- 
ployees.” For its general interest 
to all good Americans, at this 
time, I quote as follows: 

“T wish to call attention to 
the fact that, in our business 
at the present time, extreme em- 
phasis must be put on the gen- 
eral public interest. This coun- 
try faces a crisis such as the 
world has never seen. No well 
informed person doubts this. 
Our duty, therefore, is plain. 
We must and should do every- 
thing in our power to give the 
greatest possible service as 
quickly and as well as possible. 

“To this date our employees 
have done a good job on such 
work as has been allotted to 
us, but I wish to remind you 
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that our very best may fall far 
short of the needs of the hour 
and therefore I would like to 
have every Stanley Worker who 
in any way works on or moves 
items which are intended for 
defense, to do so with the feel- 
ing that he is privileged to 
strengthen America by each bit 
of extra thought and effort he 
can put into speeding on its 
way every article we are called 
upon to make. 

“Good Americans will all 
pull together!” 


Diversion of 
Trade:— 


Whenever retail hardware mer- 
chants gather to discuss mutual 
business problems the question of 
“diverted sales” always comes to 
the front as a most distressing and 
pressing current competitive fac- 
tor. Our daily mail from readers 
also comments upon this subject 
to a decided degree. There are 
several angles to “diverted sales.” 
These include the strictly retail 
sales to consumers made by both 
manufacturers and wholesalers; 
the sale by manufacturers to and 
through employees; the premium 
plan of distribution, and the in- 
discriminate, widely-spread distri- 
bution through all kinds of retail 
outlets, cooperatives, welfare 
clubs, ete. Each year the scope 
and the types of diversion chan- 
nels seems to increase. Hundreds 
of resolutions have been passed 
condemning this practice and hun- 
dreds of grievance committees 
have struggled with the problem 
yet the volume of such diverted 
business mounts up rapidly each 
year. Wisconsin has a law known 
as the “Industrial Selling Law,” 
intended to curb manufacturers 
from making consumer sales to 
employees for other than equip- 
ment used in their business. IIli- 
nois is now considering a similar 
bill, identified as H.329. We are 
indebted to J. C. Amis, secretary- 
treasurer, Chicago Retail Hard- 
ware Association, for a copy of 
the text of this measure repro- 
duced at the bottom of this page 
for the information of, and per- 
haps also the inspiration of, read- 
ers in other states. 
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“Economic 
Princi ples” —_— 


Commenting upon this Illinois 
bill, Joe Meek, executive secretary 
of the Illinois Federation of Re- 
tail Associations, states in part: 

“This week Representative 

Sprague (7th Distr.) introduced 

H.329 . . . a proposal to re- 

strict the selling of merchandise 

to employees . . . other than that 
which the employer makes in 

his usual course of business. . . 

Thousands of dealers in coal, 

gasoline. furniture, shoes, ap- 

pliances, hardware, materials, 
jewelry and clothing will ap- 
plaud this measure as a direct 

means of helping to eliminate a 

most unfair competitive proce- 

dure. . . 

“To every legislator and 
every contemporary association 
. we urge an examination of 
the real economic principles be- 
hind H.329 .. . The bill simply 


asks manufacturers and others 


to take ‘hands off of the buying 
proclivities of their employees 
as something outside their prov- 
ince. .. It does NOT ask that 
retail stores be patronized. . . 
It invites attention to the fact 
that curtailing of this so-called 
‘wholesale selling’ is absolutely 
necessary if the economic prin- 
ciples of distribution are to be 
maintained . . . if retailers are 
going to be in existence to give 
employment, pay taxes and 
maintain real estate values. . . 
It puts a stop to a method costly 
to manufacturing and costly to 
the State from a revenue view- 
point as well. . . It is a protest 
against uneconomic ‘chiseling’ 
for the benefit of a very few 
at the expense of many... It 
is not a ‘restriction on busi- 
ness’. . . It is a definite effort 
to retain distribution . . . and 
spread its legitimate costs over 
everyone evenly without regard 
for favoritism . . . or ‘special 
privilege’. Referred to the 
House Judiciary Committee.” 





Text of Illinois’ Proposed Industrial 
Selling Law (H. 329) 


A BILL 


For an Act to protect the public 
against injurious and uneco- 
nomic practices in the sale of 
certain merchandise. 

Be it enacted by the People of 
the State of Illinois, represented 
in the General Assembly: 

Section 1. No person, firm or 
corporation engaged in any busi- 
ness enterprise in this state shall, 
by any method or procedure, di- 
rectly or indirectly, by itself or 
through a_ subsidiary agency 
owned or controlled in whole or 
in part by such person, firm or 
corporation, sell or procure for 
sale or have in its possession or 
under its control for sale to its 
employees or any person, any ar- 
ticle, material, product or mer- 
chandise of whatsoever nature not 
of his or its own production or 
not handled in his or its regular 
course of trade, excepting meals, 
candy, cigarettes and tobacco, and 
excepting such specialized appli- 
ances and paraphernalia as may 
he required in said business enter- 


prise for the safety or health of 
its employees. The provisions of 
this section shall not apply to as- 
sociations organized under “An 
Act to provide for the incorpora- 
tion of cooperative associations 
for pecuniary profit,” filed July 8, 
1915, as amended, or to associ- 
ations organized under “An Act 
in relation to Agricultural Co- 
operative Associations and Soci- 
eties,” approved June 21, 1923, as 
amended. 

Sec. 2. Any person, firm or 
corporation violating the provi- 
sions of this Act shall be deemed 
guilty of a misdemeanor and 
upon conviction thereof shall be 
punished for the first offense by 
a fine of not less than one hun- 
dred dollars nor more than five 
hundred dollars, and for a second 
or subsequent offense by a fine 
of not less than five hundred dol- 
lars nor more than one thousand 
dollars. Each act done, prohibited 
by this Act, shall constitute a 
separate violation and _ offense 
hereunder. 
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The careful assembly of precision-made 
parts is an important step in building Briggs & 
Stratton 4-cycle, air-cooled motors . . . In the modern Briggs 
& Stratton factory there are individual progressive assembly lines for 
different models. Each assembler constantly performs only a specific 
operation. This method of assembly assures the utmost in skill and 
thoroughness at every step and a finished product of the highest 
quality. Continuous inspections ct various stages, plus final testing, are 
a further guarantee of watch-like perfection down to the smallest detail. 


LOOK TO BRIGGS & STRATTON — FOR THE UTMOST 


IN QUALITY AND DEPENDABILITY BRIGGS & STRATTON 


Briggs & Stratton is famous for the accuracy and thoroughness of its neat ena 
manufacturing methods — the uniform quality of its products. Equip- 


ment will do a better job — perform more dependably and eco- ‘noone 
nomically — when powered by Briggs & Stratton gasoline motors. 


Available in a wide range 






BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S.A. of madele aid types 


IT'S POWERED RIGHT WHEN IT’S POWERED BY BRIGGS & STRATTON 
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Let’s 
Learn 


i. these days of stiff 
competition it is necessary for the 
dealer to use all of the avail- 
able merchandising aids he is able 
to command if he is to maintain 
his business as a profitable enter- 
prise. Show cards, signs and price 
tickets are such aids. However, 
hardly any of the small stores has 
anyone on their staffs who can 
turn out satisfactory cards. Some- 
times it is even impossible to pur- 
chase the cards when there is no 
sign shop in the town. Many 
dealers have asked themselves and 
their fellow merchants for a solu- 
tion of this problem. 


Show Card Classes 


If the dealer has a son or 
daughter attending high school or 
if he employs a high school stu- 
dent around the store, it is possi- 
ble in many states for them to 
learn show-card writing either in 
resident classes or by taking a 
supervised correspondence course 
in show card writing. The local 
school superintendent has the in- 
formation. In many of the larger 
cities and towns classes are offered 
under the George-Deen Act. In 
spite of these possibilities for 
learning, it is still necessary for 
most dealers and their em- 
ployees who want to develop skill 
at show card writing to dig it out 
for themselves. The material of- 
fered in these articles should help 
these people and others who seek 
to polish up their skill. 


Practice Essential 


It does not require any mys- 
terious gift or talent to learn how 
to make show cards. The main 
thing is a lot of day-to-day prac- 
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Fig. 1—The various steps in making a show card: A—Border and guide 
lines drawn in; B—Location of letters and price; C—After the brush 
and pen have done their work; D—The finished card after cleaning. 


tice together with competent help 
in the design of show cards, selec- 
tion of alphabets, use of color, etc. 
In order that we won’t miss any- 
one let us proceed on the assump- 
tion that every reader of this series 
is a beginner. 

The first tools you will use in 
the making of a show card are 
your hand, a pencil and a ruler. 

The first step in making a card 
is the drawing of a pencil layout. 


This pencil layout will include: 
(1) the location of the border 
and any decoration; (2) guide 
lines for the lettering and price, 
and (3) the penciling -of the let- 
ters and the price. All of this is 
done before a brush or pen are 
used. 

After the pencil layout is fin- 
ished the card is executed with 
brush and pen, carefully dried, 
and then cleaned with an artgum 
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Fig. 2—Here are the exercises which must be practiced in order to master the 
art of show card writing. Copy them whenever possible and be sure to work 
with a full free-arm movement. Keep at it constantly in every spare moment. 


eraser. Fig. ] shows a card as it 
appeared after each step in its 
making had been completed. (A) 
shows the border and guide lines 
drawn in; (B) shows the letters 
and price located with the pencil; 
(C) shows you how the card 
looked after the lettering and price 
had been finished with brush and 
pen, and (D) shows how the card 
looked after cleaning with the 
eraser. 
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An absolutely green beginner 
who tries to make a show card 
will soon find that his muscles just 
won't work as they should. The 
co-ordination of eye, nerve and 
muscle is very poor on _ this 
strange, new job. Practice will 
remedy this condition just as it 
will when one starts any new job 
that requires skill. For best re- 
sults you should learn to work 
free-hand without any mechanical 


prop or aid. Right now get out 
some wrapping paper and a soft 
lead pencil and begin to get con- 
trol of those muscles. Copy the 
exercises in Fig. 2. They may 
seem childish and overly simple, 
but they will help take the kinks 
out of your muscles. Work with 
a full free-arm movement. It 
won't take much practice to get 
the hang of it. Practice until you 
can make the figures easily. 
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Don’t Sell the Steak, 
Sell the Sizzle! 


By ELMER WHEELER 


President, 
Tested Selling Institute, sell anything, you should line up 
New York City in your own mind the “sizzles” the 
other person will consider impor- 
. tant. 


Here’s how we applied this logic 
to the sale of Hoover vacuum 


cleaners—something you're all fa- 
N Irishman was ers, the aroma in coffee, the tang miliar with—and it shows the pat- 


running down a track ahead of a in cheese. tern for effective sales talk: 
fast-moving train, shouting as he “Sizzles” take the listener along Don’t’ sell the price tag—-sell 
ran, “If I can only make the switch with you mentally, help him say less backaches! 
if I can only make the switch!” “IT want” instead of “Ho hum!” Don’t sell construction—sell 
A farmer in a_ nearby field Before you start to explain o1 labor-saving! 


asked, “Why don’tcha get off the 
track and let the darned train pass 
you by?” 

The Irishman hadn’t thought of 
that. He was doing the thing the 
hard way; he lacked resourceful- ' 
ness. 

Much selling is like that. The 
sales talk that clicks is the one that 
uses “sizzles”—not fizzles. 





ELMER WHEELER 





The strongest point about your 
product is what we mean by the 
“sizzle.” It is the main reason 
why people will want to buy it. 

The “sizzling” of the steak starts 
the sale more than the cow ever 
did, although of course a good cow 
is important foundation. 

Same with your hardware store 
merchandise—quality and _ price 
are the “cow” or foundation, but 
it also takes some “sizzle” in sell- 
ing. 

Basically, it’s the bubbles that 
sell the champagne. It’s the puck- 
er in pickles, the crunch in crack- 
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“The ‘sizzling’ of the steak starts the sale more than the cow ever 
did, although of course a good cow is an important foundation.” 


Don’t sell the motor—sell com- 
fort! 

Don’t _ sell 
ease of operation! 


Don’t sell suction—sell cleaner 


ball-bearings—-sell 


rugs! 

Health, comfort, 
leisure and cleaner homes are the 
“sizzles” in this particular vacuum 
cleaner; construction and mechan- 
ism the “cow.” 

After the main “sizzles” should 
come the more detailed informa- 
tion when it is required. Always 
avoid getting too technical and 
tedious—when customers begin to 
lose interest in your sales points 
then your “sizzles” are turning to 
fizzles. Pep them up! 

Sell happy results—not details! 

This principle will help you sell 
almost any item in your hardware 
store. Stress what your goods will 
do for the buyer—the pleasure 
they'll bring, the time they’ll save, 
the comforts they’ll provide, the 
profits they'll produce. Often these 
points will open a _ pocketbook 
when economy and bargain-price 
appeals fail. 


labor-saving, 


Fizzles 


“Was there anything else?” 
“How ya fixed for a lawn mow- 
er?” “That all?” “You wouldn’t 
be interested in some kitchen ware, 
too, would you?” These ap- 
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proaches do not help sell custom- 
ers, except as simple reminders to 
the absent-minded. 

Trading up, an important factor 
in increasing sales volume, also 
becomes easier if you give the cus- 
tomer a good reason when he asks, 
“What's the difference?” 

If you merely say, “25 cents dif- 
ference” or “It’s better,” he will 
not be properly motivated to buy 
the higher priced merchandise. 
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Part 2 


Likewise, “I use it myself,” 
“Our biggest seller,’ “A swell 
number,” are all out-of-date ex- 
pressions. Customers have heard 
them so often they have lost all 
meaning. 

Recently I went into a hardware 
store to buy a lawn mower. The 
salesman’s taste proved to be quite 
different from my own and he kept 
on telling me what he liked instead 
of trying to find out what / liked 
or wanted and then making the 
sale accordingly. I told him why 
I wasn’t impressed but the sales- 
man kept on making meaningless 
remarks and I backed right out of 
a deal. 

In another store the salesman 
showed me a variety of mowers 
and waited until he caught me 
hesitating upon a particular one 
so as to see what I had in mind. 
He saw that my tastes ran toward 
an extra wide mower with a spe- 
cial grass-catching attachment. He 
pointed out the quality of steel 
used and the attractive paint trim; 
but most of all he stressed the ease 
with which the mower operated, 
the convenient handle and other 
features to my benefit—which jus- 

















“He stressed the ease with which the mower operated, the 
convenient handle and other features to my benefit.” 
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“He’s a fan himself and knows how to explain and 
demonstrate so that prospects can scarcely resist.” 


tified a higher price for that par- 
ticular mower. This was construc- 


tive selling and led to a sale. 


Helpful Selling Pays 


I recently watched a hardware 
store salesman, trying to sell an 
electric mixer for the kitchen. In 
three minutes he made three mis- 
takes: 

1. He wasn’t familiar enough 
with the attachments and how to 
use them to hold the interest of the 
prospects. He couldn’t explain the 
different usages properly. 

2. He leaned lazily on the coun- 
ter, talking with no animation, in- 
stead of showing lively interest and 
using both hands to demonstrate. 

3. He tossed an illustrated book- 
let in front of the prospect, hoping 
he’d open it up and find points of 
interest without specific guidance. 

These sales killers are outranked 
only by such other carelessness as 
teeth picking, ear scratching, nose 
pulling, etc. 

Specialty items, 
won't sell themselves! 
them in your spare time! 

In another store I recommended 
this sentence: 

“Have you planned your base- 
ment (or attic) for more comfort- 
able living this winter?” 

The average person’s come-back 
is, “Whadda ya mean?” 


particularly, 
Post up on 
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And then if you know the sub- 
ject well enough you can go to 
town. You can hold up a picture 
of an old-fashioned basement or 
attic and one completely modern- 
ized and say: 

“See what a little planning and 
a few simple purchases will do? 
A work-room for Dad, a ping-pong 
table for the young folks, a bar for 
guests or perhaps a rumpus room 
for the whole family?” 

This gives you an opportunity 
to sell many different kinds of 
equipment. No matter which kind 
is finally chosen, you have done 
some creative selling and that al- 
ways carries extra pleasure and 
profit. 

I know a hardware dealer who 
sells scads of fishing tackle, guns, 
hunting and camping equipment 
because he’s a fan on these sub- 
jects himself and knows how to 
explain and demonstrate so that 
prospects can scarcely resist. 

Everybody prefers to buy from 
salespeople who know their mer- 


chandise, who can explain its spe- 
cial features and translate them 
into terms of benefit for the pros- 
pect. 

There’s too much inclination in 
retailing merely to expose your- 
self, your goods and your store to 
the customer and to talk in mean- 
ingless generalities. Helpful sell- 
ing pays best. 

Another point is to show more 
interest in your customer’s prob- 
lem, more pep and enthusiasm for 
your merchandise and your store. 
People don’t buy heavily from 
those who are only luke-warm 
themselves. It’s even worse if you 
knock competitors or complain 
that “business is lousy.” 


Talk “You,” Not “I” 


Put on a pair of “sizzle specs” 
and look at your own “sales pack- 
age.” Then write down in the 
same manner as outlined above the 
one, five, 10 or 26 “sizzles” you 
find—in the order of their impor- 
tance to your prospect, not to 
yourself. 

Remember, two big questions 
are running through the prospect’s 
mind as you are telling your sales 
story and showing your merchan- 
dise, and these are the questions: 

1. How much does it cost? 

2. What will it do for me? 

Your first job is to reverse the 
order of these two questions. Hold 
back on the cost, tactfully, until 
you have first built up the benefits. 

Show how your goods will apply 
to the needs or desires of your 
prospect—not how they affect you, 
your family, or your business. He 
doesn’t give a good hoot about 
that! 

In the eyes of every customer 
your job is to help him solve his 
problems. And in doing that bet- 
ter you will automatically solve 
your own by increasing your effec- 
tiveness! 





Ask For This! 


Elmer Wheeler’s formula for building a “Sizzle” 
is free upon request to HARDWARE AGE, 100 


East 42nd St., 


New York City. Ask for “Four 


Ways to Build a Sizzle” and enclose stamped and 


addressed return envelope. 
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A well planned shop and special tools are a great 
help to the firm in turning out high quality work. 










Automatic electric 
sharpening machines 
do most of the work 
while a_ lubricating 
trough is near the 
end of the machine 


Sharpening Lawn Mowers 
Is Big Business at O’Neill’s 


—_— and 


repairing more than 60 power 
lawn mowers, and from 300 to 
350 hand mowers, is the job 
The O’Neill Hardware Co. handles 
each year. This firm is located in 
Lake Forest, a city of approxi- 
mately 6500 population on the lake 
shore north of Chicago, Ill. A bet- 
ter idea of the importance of this 
service department is obtained 
when one considers that charges 
for sharpening power mowers 
range from $3.50 to $5.00 and the 
basic charge for hand mowers is 
$2.00. Parts and the labor to in- 
stall the new parts represents extra 
sales. A charge of $1.00 is made 
for sharpening lawn edgers. 

“One thing we like about the re- 
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Lake Forest, Ill., firm handles 


up to 350 hand mowers and more 


than 60 power machines a year 


pair business,” says Joseph O'Neill, 
manager of the store, “is that this 
business comes at a time when 
sales in the rest of the store are at 
the lowest ebb. We begin to get 
power and hand mowers into the 
shop for sharpening in November 
and December. Many times we 
store the large power machines 
belonging to customers. This gives 
us a chance to work on them at 
our convenience. 

“Mowers are brought to the 
store all through the winter months 


for sharpening. The delivery boys 
ask every customer when they call, 
about having the mower sharp- 
ened. They will pick it up then 
and there and bring it back to the 
store in the truck. We have pasted 
a large sign above the windshield 
of the truck to remind the boys to 
do this. Even the salespeople in 
the store suggest sharpening and 
mower repair to customers. A sign 
on the cash register keeps remind- 
ing these people to suggest this.” 

As a result of this effort, the 
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basement is pretty well filled with 
mowers around the first of the 
year. January and February are 
busy months in the repair depart- 
ment, for more mowers are coming 
in to be sharpened as the spring 
months approach. Sometimes 100 





All types of mowers are brought 
to the shop as early as Novem- 
ber and December and many power 
machines are stored for patrons. 


mowers or more are in the shop 
waiting to be sharpened and over- 
hauled. 

When the middle of April or 
first of May rolls around, the shop 
is just about finished with mower 
sharpening for the season. Most 
of the machines are in the hands 
of customers and will be in use 
until fall. 

To do good work, it is necessary 
to have good equipment. Electric 
sharpening machines that are auto- 
matic in operation do most of the 
work. The shop is planned to save 
steps and special tools are a great 
help in turning out jobs of high 
standard. 

“Our investment in shop equip- 
ment is approximately $1,000,” 
says Mr. O'Neill. “In addition to 
this we carry a stock of lawn 
mower repairs that will average 
$350 or higher during the year. 
To do good work and deliver the 
service expected, it is necessary to 
have the equipment as well as the 
parts. Our machinery will last for 
years with the proper care, how- 
ever.” 

One man does all the repair 
work and he has been carefully 
trained for his job. He has visited 
factories and taken courses in 
order to become familiar, not alone 
with mowers but all other types of 
major electrical appliances carried 
by the store. The company be- 
lieves that it is necessary to train 
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one man for this type of work in 
order to be sure of the best results. 

Very little money is spent in ad- 
vertising the repair department. 
Mr. O'Neill has found a listing in 
the classified section of the tele- 
phone directory to be the most 
productive means of promoting 
this business. The company name 
is carried in the section devoted to 
repair work and a brief explana- 
tion is given of the type of work 
done. 

Practically all lawn mower re- 
pair work is credit business. How- 
ever, losses are practically nil. Now 
and then it is sometimes necessary 
to make a slight adjustment or do 
a job over in order to secure 
prompt payment. The sure way to 
prevent complaints is to do high 
grade work all the time. 


“The mower sharpening depart- 
ment is very valuable to us in an- 
other respect,” says Mr. O’Neill. 
“We usually know when the cus- 
tomer needs a new mower and we 
can talk to the individual about 
this before our competitors have a 
chance to do it. People who use 
grass-cutting equipment are good 
buyers of other lawn and garden 
supplies which we sell. We try to 
get this business when we call for 
their mowers. Orders are frequent- 
ly secured on the spot to be de- 
livered when the mower is re- 
turned. 

“Often new residents and new 
customers learn about our store 
first as a result of some contact 
with the repair department. In all 
efforts of this type we usually have 
the jump on competition.” 


Dramatizing Fence 


INDOW displays that suggest 

the use of the product are 
usually more productive than any 
other kind. This was true with a 
window display of woven wire fence 
installed by Babcock, Hinds & Un- 
derwood’s, Binghamton, N. Y. The 
display not only stimulated consider- 
able interest in the line of fence but 
also suggested how several types 
could be used for lawn and garden. 
A large dog statue was used to 
attract attention. The floor of the 
window is covered with imitation 


grass rugs. Various type of fence 
are shown in the window in a more 
or less informal manner suggesting 
by this arrangement that this might 
be any home owner’s lawn and that 
the individual is engaged in the job 
of setting up fence in different places 
on the premises. The flower bed 
border in the corner serving as a 
rose trellis certainly suggests this as 
does the flower bed border in the 
center of the display. The window 
was installed by J. B. Kozak, display 
man. 





Here’s the window that stimulated interest in fence. 


HARDWARE AGE 





ew 
re 
ict 


all 


ve 


g 
it 
it 
b 
'S 


d 


= | BS & 


New Line—New Layout 
and Paint Sales Soared 


‘i a hardware 


store in an industrial section caters 
chiefly to home owners, it has 
problems which are not faced by 
similar stores in established resi- 
dential communities. When the 
same store takes on a new line of 
quality paint, replacing another 
brand known for quality, more 
problems arise. 

Some months ago Lee Kelso. 
owner of the Hazelwood Hardware 
Co.,4845 Second Ave., Hazelwood. 
Pa., (a community of 4,000 to 
59,000 near Pittsburgh) took on a 
new line of nationally known 
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These factors helped 
the Hazlewood Hard- 


ware Co. build’ this 
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paint, remodeled his paint depart- 
ment and proceeded to do a good 
advertising campaign. As a result 
of this combination of changes, 
purchases for the paint department 
had to be increased about $2,000 
over those for the previous year. 
while sales have been increased 
about 20 per cent. 


business 20 per cent 


In speaking of his paint depart- 
ment Mr. Kelso says, “Our cus- 
tomers buy paint when business is 
slack so that they can fix up their 
homes while they have the time. 
Although our store is in an indus- 
trial neighborhood we do but little r| 
industrial business as our custom- 
ers are mostly homeowners. We 
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have a number of PWA and WPA 
customers patronizing our store. 
While they buy sparingly they are 
not particularly interested in price. 


Sales Increase 


“Installation of our new paint 
department stepped up paint busi- 
We used 
paint for 10 


ness about 20 per cent. 
advertisements on 
weeks in the spring and for about 
five weeks in the fall. Our adver- 
tising campaign and the improved 
paint display made it necessary to 
up our paint purchases about $2,- 
000 over the previous year. We 
feature paint in our window dis- 
plays in the fall and spring and 
try to keep some paint, and related 
items, in the windows at all times 
during the year. 


Paint Mixer Popular 


“For the past year and a half 
we have used a paint mixer. The 
use of a mixer is the best selling 
aid in the world. 


competitively priced paint and 
allied lines are kept in the stock 
room, these lines being offered 
only when the sale of the top qual- 
ity grades cannot be made. 

When the Hazelwood store was 
remodelled the display room was 
finished in green and gray with 
red trim. Tables have step-up 
units and are placed back to back. 
The paint department is in the 


back of the store so that all paint 


A general view 
of the Hazle- 
wood Hardware 
Co. store. The 
paint department 
is located at the 
extreme rear. 


buyers must pass displays for 
other departments. Good lighting 
facilities are employed and lights 
are kept burning throughout the 
entire business day. To discourage 
any notion of cutting down on 
illumination—which is a tempta- 
tion to some dealers—there are but 
two switches to control the entire 
lighting arrangement of the store. 
And for the same reason, there 
are no pull chains. 


HARDWARE STORE HAS BIG FISH BOAT 


r pe 
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People phone 


Ld ISMING. Tackur 
ue 
VALENTINES 
S69 STN TM Rag Cony 


for delivery of paint and say ‘put 
it in the shaker before you deliver 
it.” Others will phone that they 
are coming to pick up paint and 
want it placed in the mixer before 


they arrive. Others who come in 





without "phoning in advance are 
willing to wait while the paint is 


; . No doubt was left in spectators’ minds that the Valentine Hardware 
in the machine. 


Co., Boulder, Colo., was headquarters for fishing tackle when this big 
fish passed by during the annual parade that is one of the high spots 
of the Pay Dirt Pow Wow, sponsored each year by the merchants and 
miners of the district. Note the great worm (a piece of rope), dangling 
temptingly in front of the fish’s mouth at the end of a fish line. 


We always put 
paint in the mixer before turning 
it over to customers.” 


Save for second grade enamel, 
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Presenting Our Guest Editor 


T. J. JOHNSTON, 
Johnston’s Hardware 
Fulton, N. Y. 


Whose Subject Is 


Changes in America’s Business Trend 


M..: of us who 


traveled this earth for the past 40 
years can recall the shopping hab- 
its that existed 30 years ago. In 
the past the buying public had 
definite ideas of the merchandise 
desired. The public possessed the 
feeling that a trip to a particular 
store would satisfy its demands. 
If it was a new straw hat for 
Decoration Day, the man would 
visit his favorite clothing store. 
When our parents, after much dis- 
cussion, bought white lead or the 
then new ready mixed form of 
paint for the old homestead the 
hardware store was sure to make 
a sale. And once a month Dad 
would “cuss” that large, itemized 
grocery bill for strictly staple 
foods or the family dry goods 
store bill listing dresses of Jennie, 
underwear for the boys and cur- 
tains and bed sheets for the home. 

Those were the “happy days” 
when a dealer conducted a spe- 
cialized business and “good will” 
was one of his largest assets. 
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Stores retained large customer fol- 
lowing based upon their reputa- 
tions for having large, dependable 
stocks of related merchandise. 
With these thoughts in mind, com- 
pare the heterogeneous stock of a 
modern drug store with that of 
the old apothecary shop of the 
past and the vast diversified stock 
of the 1941 department stores with 
the dry goods emporiums of 1900. 
Compare, too, the present hard- 
ware, drug, grocery and clothing 
merchandised by the limited price 
variety stores of today, with the 
offerings of the small variety stores 
of 1900. Changes in merchandising 
trends have been so gradual that 
few of us realize that the nation’s 
retail business has been slowly 
drifting back to the general store 
system that was in vogue in the 
days of the Spanish-American 
War. 

Today’s merchandising theory, 
on the part of most stores, is to 
stock and sell all types of items on 
which there is good profit and fre- 
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quent turnover. Who would have 
thought 20 years ago that the time 
would come when drug stores 
would do a big job in the sale of 
alarm clocks and safety razors and 
that paint and builders’ hardware 
manufacturers would consider the 
lumber yards as one of their larg- 
est outlets? Who would have 
thought that furniture stores would 
do a tremendous volume in the 
sale of oil stoves, gas and coal 
ranges and that thé public would 
be buying ammunition at gasoline 
stations ? Who would have 
thought that the public would be 
buying electric bulbs, cooking 
utensils and sleds at the chain gro- 
cery stores? It is my opinion 
that these sales have had a serious 
effect upon hardware stores be- 
cause too many dealers have not 
changed with the trend. As a re- 
sult of not changing with the 
trend, a large quantity of business 
rightfully belonging to the hard- 
ware store has been done by other 
outlets. 

What represents the hardware 

(Continued on page 116) 
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Unusual 


a C. REYNOLDS & 


CO., carries a number of lines 
which build and maintain a steady 
store traffic throughout the entire 
year. This steady traffic is very 
important to this business which is 
located in Darien, Conn., a town 
of less than 7,000 population. 


Dog Food, Pet Supplies 
and Accessories 


“Dog food, one of the best traf- 
fic lines, brings more people to 
the store more often than any 
other item we carry,” said E. C. 
Reynolds, a partner in the busi- 
ness. “A great many customers 
will come to the store every week 
to purchase the usual supply of 
this item, however, the average 
individual comes in about once 
every two weeks. 

“Our volume of dog food has 
increased steadily year after year 
and we try to carry a complete 
stock of the most popular types 
of food. Two sizes of dog bis- 
cuits are carried in addition to 
puppy cakes, puppy meal and 
charcoal biscuits. Most of the 
items are stocked in bulk but some 


Lines Increase 





A large variety of candles can be shown on a table in 
this manner. All items are shown in the original boxes. 


are also carried in package form. 
The average sale is usually about 
six pounds. A few customers buy 
dog food in the 50-pound sacks.” 

The average dollar investment 
in stock of dog food is only about 
$25.00 and this stock is turned 
from 40 to 50 times a year. 

A wide assortment of dog har- 
ness, leaders and accessories are 
also carried in this department. 
Even feeding dishes, dog baskets 
and rubber playthings are stocked 





Dog foods, a traffic-building line, are featured in 
this department for pet supplies and accessories. 


4 


to make the department complete. 
Many extra sales occur because 
customers see this related mer- 
chandise at the time they make 
purchases of food. 

“This department is being built 
up into a complete pet supply 
headquarters,” says Mr. Reynolds. 
“Other items such as bird seed, 
and remedies are now a part of 
the stock and additional popular 
items are being added as demand 
develops. All of these things serve 
to keep the customer interested in 
this part of the store.” 


Table Candles 


Selling over 1,000 dozen candles 
in about eight months in each year 
is another thing that keeps a steady 
flow of traffic coming to this store, 
as well as a sizeable volume of 
sales. Pricing this merchandise by 
the dozen is one practice which 
has contributed much toward the 
development and growth of this 
business. Today the majority of 
customers buy candles by the 
dozen 

As large display is very impor- 
tant and attracts considerable at- 
tention, mass displays of the com- 
plete line of candles are arranged 
on one table near the entrance. 
Candles are also shown in the orig- 
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Pet supplies, table candles, lamps, 
and notions bring steady flow of 
customers to Darien, Conn., store 





The notions counter is near the wrapping table at the 
rear of the store and makes many extra sales every day. 


inal boxes and, as each unit is 
wrapped in Cellophane, the mer- 
chandise is not damaged by dirt 
or dust when shown this way. 
The big selling season on can- 
dles starts in September and con- 
tinues through April. A_ large 
stock is ordered at the beginning 
of the season and is filled in as 
becomes necessary. The average 
investment in this line during the 
season is approximately $100.00. 
It is necessary to carry quite a 
large variety of colors in candles 
and this changes with the season. 
For example, during the fall the 
most popular colors are white, 
ivory, blue, rust, peach, ete. For 
the holiday reds and greens are 
most in demand. After the first 
of the year spring colors such as 
light yellows, greens, pinks, and 
lavenders are called for most. 
Notions Department 
Gets Extra Sales 
This line. which is rather un- 


usual for a hardware store, con- 
sisting as it does of powder puffs. 
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ers waiting for packages to be 
wrapped browse over this table 
and invariably find one or two 
small items needed in the home. 
These extra sales add up to con- 
siderable volume during the year, 
even though the items rarely sell 
for more than 10 cents, most of 
them being 5 cent sales. 


Lamps and Shades 


“A new display of lamps and 
shades not only caused sales on 
the line to increase more than 25 
per cent the first month it was in 
use, but also interested another 
group of people in our store,” says 
Mr. Reynolds. The display, which 
was created especially for the line, 
presents the lamps and shades in 
a most attractive manner. Many 
of the items are illuminated all the 





Pin-up lamps are shown on the wall in this attractive department. 
Several lamps are always kept lighted to attract the customers. 


baby pins, combs, thread, needles. 
pins, safety pins, darning cotton. 


etc., was established by popular 


request. 


at the rear of the store. 


The table showing the 
line is near the wrapping counter 
Custom- 


time and this is a most effective 
way to pull people to the depart- 
ment and encourage them to ex- 
amine various items. 

The entire stock is made up of 


(Continued on page 116) 
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An Answer to the Edwards Report 


Urging Repeal of 


EDITOR’S NOTE :—Corwin D. Edwards, economic consultant of 
the Department of Justice, in an extensive report to that department, 
urges repeal of the Miller-Tydings Law. In a thoroughly one-sided 
and, we believe, inaccurate and incomplete analysis, Mr. Edwards’ 
presentation may easily prove the opening gun of a widespread 
effort to blast out of existence the entire program of fair trade legis- 
lation for which independent wholesalers and retailers have fought 
a long drawn-out battle which only recently has been crowned with 
some success. Our readers are urged to read again the editorial com- 
ments on this subject on pages 37 and 38 of the March 20th issue of 
HARDWARE AGE and also to read again the news story, on page 
86 of the same issue, telling of Miss Harriet Elliott’s endorsement 
of the repeal idea. As promised in that issue, Felix H. Levy, 
Esq., outstanding authority on fair-trade legislation, answers Mr. 
Edwards’ report to provide supporters of fair trade legislation 
with the proper ammunition to fight against repeal of the Miller- 





A PERSON not pre- 


viously acquainted with the sub- 
ject of resale price legislation 
would derive a very distorted and 
misleading impression of that sub- 
ject, if he relied solely upon Mr. 
Edwards’ report. This is true not 
only because of the intemperance 
of the language used by Mr. Ed- 
wards in assailing resale price 
legislation but, in a more impor- 
tant sense, because of his complete 
omission of any mention of the 
distinguished array of authorities 
who have strongly opposed the 
price-cutting which this legislation 
is designed to stop and, by neces- 
sary inference and often by direct 
expression, have approved such 
legislation. These authorities in- 
clude the distinguished names of 
Justice Oliver Wendell Holmes; 
Justice Louis D. Brandeis; Prof. 
Edwin R. A. Seligman, Economist 
and Professor of Banking at 
Columbia University; the Federal 
Trade Commission prior to its 
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Tydings Law. 


somewhat recent change of posi- 
tion; the U. S. Supreme Court; 
the Congress of the United States; 
and the Legislatures of 44 states. 

Even if Mr. Edwards disagreed 
with the views expressed by these 
authorities, he ought at least to 
have mentioned them. Thus, in- 
complete, his report presents to 
one seeking information, the 
aspect that resale price legislation 
is devoid of any substantial sup- 
port, but was brought about, to 
quote his words, by the “use of 
misrepresentation by a pressure 
group” by which “. . . every ef- 
fort was made to throttle public 
discussion and intimidate business 
opposition.” 

Nor does Mr. Edwards’ report 
give even the slightest intimation 
of the long period of time during 
which this subject has been under 
public discussion and _ likewise 
under active consideration by Con- 
gress. 

Until the decision in 1911 by the 
Supreme Court in the Dr. Miles 
Medical Case, it was legally per- 


missible, and it was the general 
practice, for manufacturers to ob- 
tain agreements from their cus- 
tomers to maintain established 
resale prices of the manufacturer’s 
trade-marked products. In_ the 
Miles case, the Supreme Court, 
for the first time, decided that this 
practice was contrary to the Sher- 
man Law. The decision was made 
by the closely divided vote of 5 
to 4. Among the dissenting 4 was 
Mr. Justice Holmes. His language 
in thus dissenting is noteworthy. 


He said: 


“What, then, is the ground upon 
which we interfere in the present 
case? ... Perhaps it may be as- 
sumed to be in the interest of 
the consumers and the public. . . . 
I see nothing to warrant my as- 
suming that the public will not 
be best served by this company 
being allowed to carry out its 
plan.” 


As against the impression to 
which Mr. Edwards’ report seems 
properly susceptible, that price- 
cutting is a proper and useful 
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business practice and that legisla- 
tion designed to prevent it is un- 
desirable, the following words by 
Mr. Justice Holmes in his dissent- 
ing opinion constitute a strong 
answer. He said: 

“IT cannot believe that in the 
long run the public will profit by 
this Court permitting knaves to 
cut reasonable prices for some 
ulterior purpose of their own, and 
thus to impair, if not destroy, the 
production and sale of articles 
which it is assumed to be desir- 
able that the public should be 
able to get. 

“The conduct of the defendant 
(the price-cutter) falls within a 
general probibition of the law. It 
is fraudulent and has no merits of 
its own to commend it to the 
Court.” 


The first part of this quotation 
seems to have been the basis of the 
following statement in opposition 
to price-cutting, made by the Fed- 
eral Trade Commission, in a re- 
port to Congress, which was made 
prior to its present changed posi- 
tion on this subject: 
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the Miller-Tydings Law 


By FELIX H. LEVY 


Former Special Assistant to 
U. S. Attorney General 


“The consuming public does not 
enjoy benefits by unfair price cut- 
ting to compensate it for the in- 
juries following demoralization 
caused by price-cutting. This for 
the reason that, in the long run, 
unrestrained price cutting tends to 
impair, if not to destroy, the pro- 
duction and distribution of articles 
desirable to the public.” 


Justice Brandeis’ 
Comments 


Mr. Justice Brandeis, famous 
for his steadfast denunciation of 
price-cutting throughout his dis- 
tinguished career at the Bar, made 
this utterance prior to his becom- 
ing a member of the Supreme 
Court: 

“When a trade-marked article 
is advertised to be sold at less 
than the standard price, it is gen- 
erally done to attract business by 
the offer of an obviously extraordi- 
nary bargain. It is a bait, called 
by the dealers a ‘leader’; but the 
cut-price article would more ap- 
propriately be termed a “mis- 
leader’ because ordinarily the very 
purpose of the cut price is to 
create a false impression . . . The 
evil results of price-cutting are 
far-reaching . . . The process of 
exterminating the small indepen- 
dent retailer, already hard-pressed 
by capitalistic combinations, 
would be greatly accelerated by 
such a movement (permissive 
price-cutting) .. . Shall we under 
the guise of protecting competi- 
tion, further foster monopoly by 
creating immunity for the price- 
cutters? Americans should be 
under no illusions as to the value 


or effect of price-cutting. It has 
been the most potent weapon of 
monopoly—a means of killing the 
small rival to which the great 
trusts have resorted most fre- 
quently. It is so simple, so effec- 
tive. Far-reaching organized capi- 
tal secures by this means the 
cooperation of the short-sighted 
unorganized consumer to his own 
undoing.” 


Impressive factual confirmation 
of the last quoted sentence was af- 
forded by the following disclosure 
made in a debate in the United 
States Senate in 1931, with rela- 
tion to the Capper-Kelly Bill — 
which was the forerunner of the 
existing resale price legislation: 

“Does the consuming public 
profit by this cut-throat competi- 
tion, Let us see, I have pointed 
out the destruction of competition 
of independent manufacturers, 
wholesalers and retailers. What 
are the big chains doing to the 
consuming public? 

“T now present a record of pur- 
chases by custom agents at the 
direction of the Secretary of the 
Treasury, under a resolution of 
the Senate . . . The Senate wished 
to learn the effect of the tariff on 
retail prices of imported merchan- 
dise.” 

The Senator then presented a 
list of 16 articles, purchased at a 
nationally-known price-cutting de- 
partment store in New York City. 
The figures comprised in this list 
showed that each of these articles 
had been imported, and were not 
sold under an identified or na- 
tionally-known trade-mark, and 
therefore not within the category 


47 








of price-cutting articles, because 
not identifiable. These figures 
showed that the percentage of 
profit obtained upon these articles 
ranged from 136 per cent to 1012 
per cent. Between these figures, 
the percentage of profits was 
shown to be, variously, 258 per 


cent, 280 per cent and 580 per 
cent. 

It seems too clear to require 
argument that as against the 
claims of price-cutters that their 
practices benefit the consuming 
public, stands the fact that they 
obtain from the consuming public 
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THE ORIGINAL DRAWING OF THIS CARTOON (size 13 x 13 in.), 
suitably mounted for use in window or other hardware store displays is 
available and will be sent, without charge, to the first reader sending 5 
cents postage to cover mailing costs. Ask for HARDWARE AGE CAR- 
TOON NO. 10 and send your request to Cartoon Editor, HARDWARE 


AGE, 100 East 42nd St., New York Cit 


y. The next 100 requests received 


will bring an attractive offset reproduction of the complete original 
drawing, equally suitable for window or interior display. (Size 13x13 in.) 
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very extravagant profits upon non- 
identified merchandise, to offset 
and to make possible their sale of 
nationally advertised merchandise 
at price-cut figures which yield 
either no profit or very little profit. 
This practice is very easy of per- 
formance, because the consuming 
public is in no position to ascer- 
tain the facts with respect to the 
extortionate profits upon non-iden- 
tified merchandise. It seems obvi- 
ous that Mr. Justice Brandeis had 
this practice in mind when he 
spoke of price-cut articles as a bait 
and misleader; and when he men- 
tioned the securing of “the cooper- 
ation of the short-sighted unor- 
ganized consumer to his own 
undoing.” 

In a notable book on this sub- 
ject written by Prof. Seligman of 
Columbia University, he said: 

“Price maintenance throughout 
the rest of the world is to all in- 
tents and purposes entirely legal 

. In other countries, such as 

Great Britain, official reports and 

public opinion have shown a vir- 

tual unanimity in approving the 
system of price maintenance.” 


In December 1936, the U. S. 
Supreme Court, by unanimous 
vote, declared the Fair Trade Act 
of Illinois to be constitutional— 
this Act being substantially the 
same as the Fair Trade Acts of all 
of the 44 states which have enacted 
such legislation. 

Space does not permit, but the 
strong language used in Mr. Ed- 
wards’ report in stigmatizing this 
legislation would justify full quo- 
tation from the Supreme Court’s 
opinion which unanimously ap- 
proved the constitutionality of 
such legislation. 

The following, however, must 
be quoted to overcome the impres- 
sion created by Mr. Edwards’ re- 
port that this legislation was the 
result of “misrepresentation by a 
pressure group by whom every ef- 
fort was made to throttle public 
discussion and to intimidate busi- 
ness opposition.” 

Contrary to this view, the 
Supreme Court said: 

“There is a great body of fact 
and opinion tending to show that 
price-cutting by retail dealers is 
not only injurious to the good will 
and business of the producer and 
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“DROP TEST” INSURES 
RELIABILITY OF 
KLEANBORE* HI-SPEED*.22’s 





Over a_ period of years, 
Kleanbore Hi-Speed .22’s and 
new and improved Kleanbore 
22’s have established an en- 
viable record for reliability. 
This reliability and _ supe- 
rior performance is the re- 
sult of constant and thor- 
ough testing at every stage 
of their manufacture. 

Not only is the finest equip- 
ment used, but primed cases, 
powder and bullets are 
rigidly inspected before be- 
ing assembled. The “drop 
test” is made on primed 
eases at regular intervals. To 
measure up to standard in 
this test, the blow of a 
2-ounce weight must fire the 
primer. That’s why thou- 
sands of Kleanbore .22’s can 
be fired by the shooting gal- 


leries and individual shooters * 


without a single misfire. 


 . i 


Mm THESE YERE KLEANBORE* 

4 HI-SPEED* 22'S GOT A 
WALLOP LIKE A SNORT OF 

“§ GRANPAPPY'S CORN LICKER 

















Let’s 


Kids are nuisances sometimes—sure. 
But if we keep our own sense of 
humor, we can see how funny they 
really are. What if it does seem that 
their hands are everywhere? Keep- 
ing in touch with kids is the surest 
way to keep young. What’s more, 
kids grow up. The young man who 
bought that Model 31 from you last 
week was a boy only seven or eight 
years ago—came around with a lot 
of nickels and dimes to buy a single 
shot Remington .22—remember? 
Besides, kids aren’t bothered by 
traditions—it’s only their own habits 
that count with them. Get them in 
the habit of coming to you for mer- 


NOT “Lay off the Kid Stuff’ 


chandise—start them on good tools 
instead of junk—on home appliances 
that really work. Kids are an im- 
portant market not only for .22 rifles 
and ammunition, but, in the long 
run, for every item in your store. 
And their folks will like you if the 
kids do, too! Yes sir—kids are im- 
portant, in a hard business sense. 
That’s why we advertise so much in 
all the important boy’s magazines. 
And kids are eve more important 
(not in a business sense) in keeping 
us young—reminding us of our own 
boyhood days—and helping us keep 
alive our good old sense of humor. 
Let’s NOT lay off the kid stuff! 





{ LOOK/ 
KLEANBORE 
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THOSE 3 NEW 
REMINGTON GUNS... 


We can think of no better 
proof of the successful activ- 
ity of Remington research 
men than the recent an- 
nouncement of three out~+ 
standing new Remington 


guns, 


Take, for example, the new light- 
weight Model 31. Here is a gun 
that’s the answer to the shooter’s 
prayer—a 12 gauge gun that weighs 
no more than the average 20 yvauge 
—6\% pounds! And other new ad- 
vanced features have been built 
into both the lightweight and the 
regular Model 31 pump guns. 


Then there's the new Model 550 
autoloader —ilatest addition to the 
famous and sensationally success- 
ful 500 Series of .22 rifles. The 
Model 550 is the first and only 
autoloader that will shoot .22 short, 
long and long rifle cartridges inter- 
changeably and automatically with- 
out adjustment. It’s also unique 
among low price .22 autoloaders in 
its smart, streamlined appearance. 


The new Model 720 high power bolt 
action express rife, the third of 
these new guns, embodies many new 
features that will be instantly ap- 
proved by big game hunters seek- 
ing a bolt action rifle of highest 
quality. 


In future Dealer Letters 


we'll deal with these guns 
singly and in more detail. 








HOW DID YOU LIKE 
“ONE MAN LISTENS?” 





If you have seen the new 
Remington sound motion pic- 
ture “One Man Listens,’’ 
we'd appreciate immensely 
any comments about the pic- 
ture, favorable or otherwise, 
which you may have. Such 
comments would be ex- 
tremely helpful to us. 

We’d like to express again 
our appreciation to the many 
dealers and jobbers who have 
already written us, and to 
thank them for their kind re- 
marks and compliments. 
Booklets describing the 
main points of the picture 
may be obtained by writing 
Dept. M, Remington Arms, 
Bridgeport, Conn. 


are Reg. U. S. Pat. Off. by Remington Arms. Co., Inc., Bridgeport, Conn. 














Ingersoll Army Watch Display—An attractive 
counter or window card which ties in with 
present patriotic appeals is offered to hard- 
ware dealers by the Ingersoll-Waterbury yy 
Company, 9 Rockefeller Plaza, New York, Fngewot WARRIOR 
N. Y., to stimulate sales on their new Warrior lite al a ‘a : 
wrist watches 


SALUTE TO THE SERVICES! 
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To Help You 


Man ufacturers O fer 





Unique Cleanser Display—Econom- 
ics Laboratory, Inc., St. Paul, Minn., 
manufacturers of Soilax, offers a 
special, de luxe display kit—free 
upon request. Feature unit is a 
full-sized figure cutout of an attrac- 
tive housewife, lithographed in full 
colors. The kit also contains large 
window posters, 37 in. by 49 in., box- 
top display pieces and _ counter 
cards showing use of product 





Hotpoint’s Selling 


Helps—Each piece Whitney Hamper Display Card— 
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clearly brings out 
notable Hotpoint / 
features and helps 
the salesman tell 
a complete story. 
Four-piece dis- 
play is in full 
color and is of- 
fered by the Edi- 
son General Elec- 
tric Appliance 
Co., Inc., 5600 W. 
Taylor St., Chi- 
cago, Ill., at very 
low cost. 


Deepireeze Window Material—Attractive win- 

dow cards and posters are offered by the 

Deepfreeze Division, Motor Products Corp., 

North Chicago, Ill., to dealers promoting this 

line. The mattrial is easy to use and is 
decidedly colorful. 








This window or interior display card 
is offered dealers by the F. A. Whit- 
ney Carriage Co., Leominster, Mass. 
The card is colorful and large 
enough to attract attention. 
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Glass-herd Edges 


Gillette 
Tech Razor 





B g 
Fer These Display Helps 
i" 
Valdura Wet Paint Sign—A new 
- ‘wet paint” sign in red and yellow 
d * is offered to dealers and painters 
- ‘ by the American-Marietta Co., 43 E 
_ Ohio St., Chicago, Ill., manufacturers 
H of Valdura heavy duty paints. Cards 


are approximately 7!/, in. by 10 in. 
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Gillette’s Display Girl for 1941—-The theme 
‘eyes upon you” is carried out in the Gillette 
Safety Razor Co., new window display mate- 
rial now available to dealers. Center piece 
of the attractive set of cutouts is 42 in. high 
by 33 in. wide, lithographed in full color, a 
true reproduction of the original portrait 
Send requests for display to the company at 
Boston, Mass 


S 





Arrow Silent Salesman — This new self- 
selling display for counters or show win- 
dows is offered by the Greenview Mfg. 
Co., 2557 Greenview Ave., Chicago, Ill 
The rack is finished in four colors and holds 
a goodly assortment of window cleaners. 
Given free to dealers purchasing one of 
the special deals offered by the compony 


Wickwire Sales 
Helps — A large, 
colorful window 
display (size 27 
in. by 43 in.), cut- 
out counter cards, 
window stream- 
ers, envelope stuff- 
ers and a unique 
coloring book for 
children are of- 
fered by Wickwire 
Brothers, Inc., 
Cortland, N. Y., to 
help dealers in 
their selling job. 
All material free 
to dealers han- 
dling this line. 


co 2 y 
WICKWIRE Ciland SCREEN WIRE CLOTH 


Colorful Point of Sale Helps—Manning, Bow- 
man & Co., 
colorful counter display set to create interest 
in their electric iron promotion in the dealer's 
store. 
ance for the old iron and a free merchandise 
item. So constructed that an actual iron, such 
as shown on the card, can also be presented 


Meriden, Conn., is offering a 


Card features prominently an allow- 


to customers for inspection. 
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Spring Open House 
in Your Store 
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board painted. 


Nnonat Hard- 


ware Spring Open House will be 
in full swing in another month 
and this is the time to make plans 
for that event if the most bene- 
fits are to accrue to the store. 


Advertising and 
Publicity 
Local advertising and publicity 
are extremely important to the suc- 
cess of the celebration. Customers 
must know about your part in the 
evemt and your offers to them must 
be well worth their while. The 
advertising problem is just a lit- 
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Events for May 


May 1—Moving Day. 
May i—May Day, Child Health 
Day. 
1-10 —- National Hardware 
Spring Open House. 
May 10 — Confederate Memorial 
Day. 
May 10-17—National Golf Week. 
May 11—Mother’s Day. 
May 12—National Hospital Day. 
May 18-24 — National First Aid 
Week. 

May 20-30—Buddy Poppy Week. 
May 24-30 — National Tennis 
eek. 

May 30—Memorial Day. 


May 





OPEN HOUSE SPECIALS WINDOW 


Merchandise: Saws, files, tool grinders, electric drills, bits, screw drivers, planes, 
hack saws, flashlights, vacuum bottles, door checks, house numbers, lunch kits, 
toasters, irons, cutlery, oil mops, dishpans, sauce pan sets, double boilers, mop pails, 
pressure cookers, scales, canister sets, picnic grills, cleaners. 

Background: National Hardware Spring Open House display material tacked to 
panels of background. Panels covered with light yellow corrugated material or wall- 


tle different in each store. Hand- 
bills may be best for some estab- 
lishments while newspaper adver- 
tising may be more productive 
for other stores. Even radio spot 
announcements can be used to 
tell the story to an even wider 
audience. 

Publicity releases should be 
given to the local papers either 
by the individual store or by the 
combined group of hardware 
stores in the community. Put this 
information into the hands of the 
papers as early as possible. 

Say what you will, the money- 
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A FAMOUS NAME PRESENTS A 
THOROUGHLY TESTED, 100% EFFECTIVE 
plastic yesin WATERPROOF GLUE / 





HERE’S PROOF THAT IT IS 
Absolutely WATERPROOF! 


We made this test. Two 
blocks of wood were 
glued together with 
LePage’s new plastic 
resin glue. Months later 
the same two blocks 
were taken out of the 
water and carefully ex- 
amined. During all the 
time they had been un- 
der water there had 
been no separating of 
the blocks, no weaken- 
neste glue. LePage’s 
held and proved con- 
clusively that it was ab- 
solutely waterproof. 











@ Months were spent in laboratory testing and re- 
search. Experiment after experiment was made. And 
then . . . success! LePage’s plastic resin glue finally 
was perfected. A quality glue . . . a waterproof glue 
that would mix easily and last indefinitely. LePage’s 
new glue is thoroughly effective as a fusing agent for 
wood joints that need one-piece permanency. It is 
certain to be popular with your customers . . . and 
there is no limit to the number of craftsmen who can 
use it. Mechanics, hobbyists, industrial arts students 
and instructors, manufacturers and householders. 
You can make sales everywhere and there’s a better 
than average profit on every sale! 
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WATERPROOF 











MNeSS-Mixes Easily Stronger than Case ‘ 
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QUICK MIXING ... with cold water! No trouble 
to prepare. Just add the required amount of 


water. The powder mixes into a smooth, 
workable liquid. 


READY TO USE IN 30 SECONDS. No waiting 

around before you apply the glue. It is ready 

to use as soon as mixed—joints may be work- 

ed lightly after 4 hours drying. Completely 
\ waterproof in a week. 


LASTING STRENGTH. Holds for years—with the 
Glue stronger than the joints it holds. Rain or 
sun have little or no effect upon it. 


[EPAGE'S plastic resin WATERPROOF GLUE 





plus. 


strong consumer ad- 
vertising that will 
bring customers into 
your store, window 
streamers, a novel 
“outsert’’ booklet on 
top of each tin thar 
shows its many uses 
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4 CONSUMER SIZES... Se//-Sedling, Smartly Packaged 















Also 5 and 10 pound cans 
25, 50 and 100 pound kegs 


SE GEE REA SSH 
MAIL TODAY! 


LePage’s, Inc., Gloucester, Mass. 





Gentlemen: Please send me full infor- 
mation about your new plastic resin 
waterproof glue and its exceptional profit 


) possibilities. fi 


Name. . 
é Address. . . ; ’ a 


ee iss eos 


























WATIGHAL HARDWARE 
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May i-t8 at 
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WHEELED GOODS WINDOW 


Merchandise: Bicycles of more than one model, tricycles, scooters, wagons, 
croquet sets, bike accessories such as handlebar baskets, luggage carriers, electric 
headlights, tire repair kits and cases, view mirrors, horns, pedals, handle grips, tires, 
spokes, saddles, tire cement. 

Background: National Hardware Spring Open House display material tacked to 
panels of background. Panels covered with light yellow corrugated material or wall- 
board painted. 











saving appeal- bargains or values have a price appeal, but there store. These items are the ones 
are still the most potent stim- must be enough leader items to to promote in windows and in 

uli to get people to buy mer- bring in the crowds. Every de- advertising. 

chandise during a promotion of partment should furnish a few of Feature merchandise for Spring 

this type. This does not mean the specials so that the interest Open House should develop sales 

that all merchandise on sale must will be spread to all lines in the (Continued on page 76) 
























































OPEN HOUSE MATERIAL ON WINDOW GLASS 


Here are two suggestions for the arrangement of Open House window streamers and valances on the 
plate glass of the front. The Mother’s Day diamonds should be used on the window showing house- 
ware items suitable for gifts. All material should be mounted on the inside of the glass. 
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Gentlemen, meet the newest recruit to the Schalk banner: 
Schalk’s Wood Putty! A product that’s as good as our 
chemists can make it...in a package that’s a sales-salute 
by itself! To the man or woman who walks in looking for 
wood putty, this new Schalk baby signals, "This is IT!” 
_ It is easy to work; contains real wood; and will play an 
important part in our 5-star advertising program for 1941. 
The handy carton pictured here retails at 10¢; the 1-Ib. 
can at 25¢; the 5-lb. can at $1. Order from your jobber! 
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( TRADEMARK ) EASY TO WORK + CONTAINS REAL WOOD 








Let Your Jobber Help 


Many a retailer can do a better 
job of stocking if he enlists 
the aid of his jobber’s salesman 


Moe: of the job- 


bers. from whom dealers obtain 
the bulk of their merchandise, 
have stocks complete enough to 
supply both large and small deal- 
ers in hardware and allied lines. 
They must get a satisfactory sales 
volume on every item and the only 
way to determine whether or not 
this is being done is to constantly 
record and study their sales. 


Various Departments 


Generally, jobbing stocks are 
divided into some six or eight de- 
partments of related items and 
sales records are kept accordingly 
for each salesman. A larger total 
in April over that month in the 
previous year is gratifying until 
it is seen that eut of six depart- 
ments, one only is responsible for 
the increase and the other five 
show no improvement or have even 
fallen off. It is evident that a 
number of important lines have 
been neglected and with depart- 
mentized figures it is comparative- 
ly easy to see what they are. 

I do not believe it is practical for 
the average retailer to departmen- 
tize his sales but by asking for a 
little assistance from his jobber’s 
salesman, and it will be readily 
given, he can divide his purchases 
of related articles and thus see 
whether he is stocking all the 
goods used in his own and similar 
communities. 

Any logical division will do but 
the easiest way is to adopt the de- 
partment arrangement of the job- 
ber from whom he buys the most. 
For example. a division similar to 
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the following is very common: 

Dept. No. 1—Small Tools, Shelf 
Hardware, Package Goods. 

Dept. No. 2—Farm Hardware 
(Steel Goods, Axes, Garden Tools, 
Harness). 

Dept. No. 3— Heavy Goods 
(Nails, Fencing, Bolts, Wire Cloth, 
Rope). 

Dept. No. 4—Household (Kitch- 
enware, Electrical, Heating, Clean- 
ing Utensils and Material). 

Dept. No. 5 — Insulating and 
Covering (Paints, Floor Covering, 
Composition Roofing). 

Dept. No. 6—Sporting Goods 
and Cutlery. 

Assuming this arrangement jis 
selected the dealer will save him- 
self work by then placing all his 
orders in that departmental order 
and if this is done most wholesale 
houses will invoice in that same 
order. A minute or two of addi- 
tion will give him his purchases 
by departments covering that in- 
voice as follows: 


By FRED H. GATES 


Transfer of department totals 
to a monthly record will very 
quickly show that some divisions 
are being partially overlooked and 
that some important lines are not 
represented in the stock. At this 
point, the jobber’s salesman should 
again be called on as with the lack 
narrowed down to a definite de- 
partment he can then tell the deal- 
er what goods are missing that are 
being sold in similar communities. 
The record may also show unduly 
large purchases in one or more 
departments indicating duplication 
and the need of more extensive 
sales effort. 

It goes without saying that in 
selecting a jobbing house with 
whom to work in this way it must 
be one that is progressive and 
whose stock is complete. With 
these house qualifications, plus an 
intelligent and helpful salesman, 
the dealer can at least find out 
what part of his sales need more 
thought and effort. 








Invoice 
(Dealer’s pencil 
notation ) 
1/3 doz. Nail Hammers 8.50 2.84 
1/2 doz. Night Latches 18.00 9.00 (1) 11.864 
1/2 doz. Hoes 6.50 3.25 
1 doz. D. B. Hdled. Axes 21.00 21.00 
1 only Garden Plow 3.60 3.60 (2) 27.85 
2 rolls .Galv. Wire Cloth 3.49 6.98 
200 Machine Bolts 1.71 3.42 (3) 10.40 
1/4 doz. ...W. W. Tea Kettles 9.00 2.25 
1/2 doz. Scrub Brushes 86 43 
2 only . Electric Irons 2.73 5.46 (4) 8.14 
10 rolls .Tale Surface Roofing 97 9.70 
3 gal. Barn Paint 1.50 4.50 (5) 14.20 
| only .Pocket Knife Ass’t 3.20 3.20 
1/2 doz. 12 gal. Cleaning Rods 4.60 2.30 (6) 5.50 
77.93 77.53 
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ENDS JULY 25* 
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le Here’s the greatest 3 SOLID MONTHS’ advertising-selling campaign / 
Daisy ever backed up its loyal Dealers with! This powerful, national adver- | ~ 
tising campaign (starting April 15th!!) will send every kid into your store 
for his FREE OFFICIAL TARGET during May, June and July! 
Honestly—wouldn’t YOU enter such a Contest with a chance to win one 
of those two Free Trips to Red Ryder’s Rocky Mountain Rancho—or one 
of those 5 MARVEL MACHINES of the 20th Century, the RECORDIO 
JR. HomeRecorderRadioPhonograph COMBINATIONS! Also 101 DAISY 
TARGETEER Pistols plus 100 other Prizes! Every boy in your trading area will enter—and 
how YOUR sales will shoot up! Ask your Jobber QUICKLY about tieing up with Daisy’s 
| Special Display Material. Be SURE to stock HEAVY on NO. 111 RED RYDER CARBINE 
| (the featured Contest rifle) as well as the other 3 Daisys shown below—TARGETEER 
| PISTOLS (No. 118)—and Bulls Eye Shot—ALL FEATURED in this sensational sales- 
creating CONTEST! 





PUMP REPEATER—5S0 Shot. Forced-Feed 
Magasiae. Take- model. Very accurate. 











500-Shot LIGHTNING- 
LOADER CARBINE featur- 
ing Lightning-Loader Invention. Daisy's 
second largest selling rifie in history! 


a'Seo= 
SELL DAISY BULLS EVE SHOT — BEST vii, 
> FOR TARGET SWOOTING (NW DAISYS, KINGS 

Stock Up Heavy Now for the Biggest Spring Sales You Ever Had! Write Your Jobber or Us! 
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For each of the 2 Best Windows using 
Special DAISY CONTEST displays 
—now available—Ask your Jobber (or 
write us direct) for display material, 
details, Dealer's Contest Entry Blank! 
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ADVANCES 


One line tinners’ snips. 
Friction, rubber tape. 

Non-metallic sheathed cable. 
Renewable fuses. 
Rubber covered electrical wire. 
Some scissors, shears. Shellac. 
Carbon black. Litiseed oil. 
Some clocks, watches. 
Machine screws, nuts. 
Seine twine. Trot line. 
Snow shovels, pushers. 

Furnace scoops. Copper nails. 
Some vacuum bottles, kits. 


Staging. 


Sidewalk cleaners. 
Galv. roofing caps. 
Some fire exit devices. 


Some radio tubes. 
Fire exit devices. 
Some butts, hinges. 
Some flexible steel tape rules. 
Shelf brackets. 
Chain hooks, links. 
Stove bolts, nuts. 
Heavy hotel tinware. 
Cotton, sisal twines, etc. 


Screen door sets. 


Some rivets. 





Tinners’ snips One line of 
tinners’ snips were advanced 10 per cent 
late in March. 
-~ o 
Friction, rubber tapes 
Prices on friction tape were advanced 
| cent per pound, and 2 cents per 
pound on rubber tape. 
" , 
Non-metallic sheathed cable 
A 2'5 per cent increase was made 
late in March on non-metallic : heathed 
cable, 14-2 in all zones. 
~ a oa 
Rubber covered electrical 
wire--A 3 per cent advance on rubber- 
covered electrical wire, in all zones, 
was recently announced. 
: t 
Renewable fuses A 10 pet 
cent mark-up on renewable fuses was 
announced early last month. 
4 : bo] 
Vacuum bottles — One 


facturer has advised distributors to ex 


manu 


pect immediate advances on competi- 
tively priced vacuum bottles and lunch 
kits. 


Me * a 


ia 
Scissors and shears — Advances 
averaging 10 per cent have been made 
on scissors and shears of leading makes. 


58 


Radio tubes Irregular —ad- 
vances were made in March on some 
numbers of radio tubes. Slight mark- 
ups had been made in February. 
* aE ot 

Fire exit devices — Prices were 
recently withdrawn on one line of fire 
exit devices. Higher prices are ex- 


pect ed. 





ADVANCES 
EXPECTED 


Some vacuum bottles, kits. 


Some fire exit devices. 





Flexible steel tape rules 
One maker of flexible steel tape rules 
has increased prices 50 cents to $1.00 


per gross. 
* * * 


Makers of locksets 
find increasing delays because of mate- 


Locksets 


rial shortage’. Some manufacturers, to 
conserve nickel and brass, have an- 
nounced that hereafter only two keys 
will be supplied with each cylinder lock 


or night latch. 


Butts and hinges—A five per 
cent advance was announced by lead- 
ing makers on most plain finish items 
and advances of 10 per cent on plated 
numbers. Similar advances were made 
on shelf brackets and screen door sets. 

* * * 

Shellac — Shellac 

vanced 5 cents per gallon on March 15, 


prices ad- 


closely following a previous advance of 
10 cents, all ascribed to the current 
diffeulty and risk in obtaining ship- 
ments of gum shellac from sIndia. 

* = * 

Chain hooks and links 
Prices are very firm on grab and slip 
hooks and on cold shut repair link-. 
Leading makers recently announced ad- 
vances of 10 per cent. 

a tol *” 

Carbon black 


bon black manufacturers recently ad- 


Leading  car- 


vanced carbon black prices one quarter 
of one cent per pound, an advance of 
about 9 per cent. This is the highest 
price in three years. 

* . * 


Linseed oil—With only one 
brief reaction, linseed oil prices have 
mounted from Dec. 30 to March 20, 7% 
cents per gallon, or more than 10 per 
cent. The last increase, March 20, was 
1'S cents per gallon. 

fal ” a” 

Snow shovels, furnace 
scoops, etc.—Following the increase 
of about 4 per cent recently reported 
from leading shovel makers, advances 
have been received of 8 to 10 per cent 
on snow shovels, pushers and sidewalk 
cleaners, and on furnace scoops. 

* * * 

Tool lines—On many me- 
chanie’s and precision tool lines de- 
liveries are irregular and many tool 
buyers have resigned themselves to ac- 





DECLINES 


Felt base linoleum. 
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There is a type of Simonds “Red 
End” Hacksaw to suit every one of your customers. And 
every blade is made to deliver its full money’s worth— and 
more—of smooth, fast cutting. 


Simonds “Red End” quality is underwritten by the world’s 
most extensive fund of saw-making experience. And Simonds’ 
5-acre, controlled-conditions plant has the most modern, 
high-speed production facilities . . . to give your customers 
what they want, when they want it—right now. That's why 
today, more than ever, it pays to sell Simonds . . . and to tell 
those you sell a/ways to “look for the Red End.” Write, 
wire, or phone our nearest office. 





A SIMONDS “RED END" 
HACKSAW BLADE 


for Every Job 
... at Every Price 


HIGH SPEED STEEL BLADES 
For powerand hand cutting. (The Bright Blade) 


NEW High Speed Hard-Edge Hand Blade has 
flexible body that comes out straight from the 
toughest twist ... good for many more hours 
of fast, smooth cutting. 


MOLYBDENUM STEEL BLADES 
For power and hand cutting. (The Red Blade) 


REGULAR ALLOY STEEL BLADES 
For power and hand cutting. (The Black Blade) 
“RED END”... the beginning of hacksaw profits 











SIMONDS 


SAW AND STEEL CO., FITCHBURG, MASS. 


1350 Columbia Rd 228 First Street 520 First Ave., So 
Boston, Mass, San Francisco, Cal Seattle, Wash 


APRIL 3, 1941 


127 So. Green St 311 S. W. First Ave 31 W. Trent Ave 
Chicago, Ill. Portland, Ore Spokane, Wash 





cepting the best service factories can 
extend. Price advances have not been 
numerous. 

a 

Rope clips and thimbles— On 
March 11 one maker advised customers 
that. “Effective at once, we are now 
cadmium plating our malleable iron 
wire rope clips, thimbles and one hole 
pipe clamp: instead of hot galvanizing. 
We trust this substitution will be satis- 
factory.” 

e @ 

Stove bolts, nuts Prices on 
packaged stove bolts and nuts have 
been advanced by leading makers. Base 
discounts have been advanced from 73 
per cent to 71 per cent. Prices on 
bulk stove bolts and nuts were ad- 
vanced from 81 per cent to 80 per cent. 
Base discounts have been advanced from 
60 per cent, old base, to 58 per cent, 
new, on packaged plated bolts. Ship- 
ments have been delayed in recent 
weeks. 

. 7. 

Clocks, watches March ad- 
vances on some numbers of lower priced 
clocks has been extended to several 
stylesof competitive priced watches. 
One manufacturer has announced that 
it will accept no further direct ship- 
ments dn its lines and predicts that 
“this country will go through the great- 
est shortage on clocks and watches that 


it has ever experienced Prices in 











PRICES 
WITHDRAWN 


Some fire exit devices. 





our catalog at the present time are for 
immediate shipment only.” 
a % a 

Heavy tinware Effective 
April 1, a 10 per cent mark-up on 
heavy hotel tinware was made. The 
camp and cantonment demand for hotel 
tinware and its pre-emption of machines 
formerly available for making regular 
items of commercial galvanized ware 
and tinware has resulted in some in- 
terference with the production of the 
latter lines. This interference is likely 
to continue, or to increase, while the 
government demand is rising so steadily. 

* u3 os 

Pipe, plumbing, etc. Makers 
of steel pipe have been loaded with 
orders, but have done a reasonably good 
shipping job, and are not many weeks 
behind. Prices are firm. In the mean- 
time, pipe mills are avoiding definite 
quotations on business which cannot 
be shipped promptly. Some manufac- 
turers of “regular” enameled sinks are 
discontinuing this finish, to use the 
“acid-resistant” enameling. Prices on 
the latter finish are much more reason- 
able than formerly. 


LaSalle Map of Business Conditions 


Machine screws, nuts—Ad- 
vances on machine screws and nuts 
were recently issued by leading manu- 
facturers. Revised base di-counts, on 
packaged items, compare with the previ- 
ous prices as follows: 

Plain Steel Machine Screws now 6242 
per cent formerly 65 per cent. : 

Plated Steel Machine Screws now 45 
per cent, formerly 50 per cent. 

Plain Brass Machine Screws now 57% 
per cent, formerly 60 per cent. 

Plated Brass Machine Screws now 
47% per cent, formerly 52% per 
cent. 

Plain Steel Nuts now 45 per cent, 
formerly 50 per cent. 

Plated Steel Nuts now 22% per cent, 
formerly 30 per cent. 

Plain Brass Nuts now 67% per cent, 
formerly 70 per cent. 

Plated Brass Nuts now 60 per cent, 
formerly 62% per cent 


* . * 

Nails, wire, fencing, etc.— 
Nail and wire mills are much con- 
cerned over the spelter supply. Pro- 
duction schedules have not yet been 
affected by the zine shortage, although 
some restrictions in new orders for gal- 
vanized wire, woven wire fencing and 
barbed wire may later be necessary. 
Reasonably prompt deliveries on woven 
wire fencing and barbed wire, averaging 
about four weeks, are still general. An 
unusually heavy demand for wire nails 
is reported, with deliveries becoming 
extended, ranging now from eight to 
12 weeks. The housing “boom” that 
has attended construction of Army can- 
tonments, along with a wide betterment 
in other building and repair work, 
doubtless accounts for the mounting 
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KGHT now is the time to remind fence whenever customers show an “Red Tag” Lawn Fence and gates 
customers that lawn fence interest in their yards. Show cus- right now. And ask for our price 
would keep trespassers off their lawns tomers the Red Tag that is on every chart, displays and other dealer aids, 
-keep playful children and roaming roll of Cvclone Lawn Fence. It stands CYCLONE FENCE DIVISION 
| ‘ . . . ; aoe) f 7 er Te ’ | (AMERICAN STEEL & WIRE COMPANY) 

dogs out of their treasured flower for the long service for which Cyc one Waukeg@Jil., Branches in Principal Cities 
beds. And it can mean a sizable order products are famous. The well-ad- United Statés Steel Export Company, New York 

; , LAWN F&NCE ATES - HARDWARE CLOTH 
for you, in lawn fence, posts, gates vertised Cyclone name will help you sce; ee ee ee one 


and flower bed border. make the sale. 






Display Cvclone “Red Tag” Lawn There’s still time to get in on the 
Fence, Gates and Flower Bed Border big lawn fence selling season. See your 
with garden supplies. Mention lawn jobber and put in a stock of Cyclone 


POINT TO THIS TAG — if says “It’s 
Cyclone and it helps make sales.” 
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EVERY HOUR-NO 





FIVE TIMES 





ALABAMA 
Birmingham — Birmingham Wood 
enware Co 
C. W. Breneman Co 
City Paper Company 
ARKANSAS 
Fort Smith — Berry, D. C., Co. 
Eads Bros. Furn. Co 
Little Rock — Berry, D. C. Co 
Fones Bros. Hdw. Co 
CALIFORNIA 
Los Angeles — C. W. Breneman Co 
Oakland — R. C. Kletzker Co 
San Diego — Buel-Town Co 
San Francisco — Butler Brothers 
Walton N. Moore 


D G. Co 
COLORADO 
Pueblo — Colorado Paper Co 
CONNECTICUT 
Bridgeport — Nathan Schwarz & 
Son 


For Full Details 
Phone or Wire 
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MY FRIENDS ALL 
THINK THEY COST 


WHAT I PAID / 





ae 7. Clopay Venetian Blind 






































in first week 
of Advertising / 
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Hartford — Capitol Paper Company 
RIDA 


Jacksonville— J. H. Churchill & 
Co. . 
C. W. Breneman Co 
Knight Bros. Paper 
Cc 


o. 
Orlando — Knight Bros. Paper Co. 
Tampa — Bentley Gray D. G. Co. 

ORGIA 
Albany — Albany Paper Co. 
Atlanta— H. Mendel & Co. 

S. E. McConnell & Sons 
D. G. Co. 
Rosenfeld Co. 
Augusta — Stovall-Daniel Co. 
Columbus — Arenowitch Co. 
Columbus Paper Co 
Macon — Jackson-Wynn Co. 
Savannah — Isaac Rabhan & Sons 


IDAH 
Bo'se — Blake, Moffitt & Towns 


ORDER FROM THESE DISTRIBUTORS 


ILLINOIS 
Chicago — Butler Brothers 
Carson, Pirie, Scott & 


Co. 
Hibbard, Spencer, Bartlett 
Cc 


& Co. 
Decatur — Wait-Cahill Co. 
Joliet — Robert Pilcher Paper Co. 
Murphysboro — Martell D. G. & 
Notions Co. 
Quincy — Irwin Paper Co. 
Spring Valley — S$. Abraham & Sons 
INDIANA 
Fort Wayne — Fisher Bros. Paper 
Cc 


o. 
Mutual Jobbing Co. 
Indianapolis — Van Camp Hdwe. & 


Iror Co. 
Richmond — Adam H. Bart:! Co. 
IOWA 
Burlington — Schramm and Schmieg 
Co 


CLOPAY CORPORATION 


= $1.49 to 51.98 PRICE 


THRONGS 10 
EVERYWHERE 


@ Magazines carrying the first national ad- 
vertising of CLOPAY Venetian Blinds had 
hardly been on sale 48 hours, when scores 
of dealers who thought they had ordered 
liberally—even extravagantly—were phon- 
ing and telegraphing for more, more and 
still more CLOPAY Venetians. 

But no wonder! There have been cheap 
Venetian Blinds before but they looked 
their price. CLOPAYS don’t. In both looks 
and service, they rival the costliest blinds 
but at a trifling fraction of the cost. That's 
why this new CLOPAY bonanza is bound to 
keep going and growing. So if you’re not 
already in on it—better get in now. 








Davenport — Peterson Paper Co. 
Des Moines — Luthe Hdwe. Co. 
Sioux City — Hess-Mallory Co. 
KANSAS 
Atchison — Blish, Mize & Silliman 
Hdwe. Co. 
Hutchinson — Hutchinson Paper Co. 
Salina — Lee Hdwe. Co. 
Topeka — Theo. Poehler Merc. Co. 
Wichita— The Johnston & Lari- 
mer D. G. Co. 
KENTUCKY 
Louisville — N. I. Weinberg Co. 
The Otis Hidden Co. 
Carter Dry Goods Co. 
LOUISIANA 
New Orleans — A. Baldwin & Co. 
Columbia Paper Co.., 
ne. 
Jaubert Bros. Co. 
Continued on Opposite Page 
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nail tonnage. Recent price mark-ups 
include 1 cent per pound on copper 
nails, 2 cents per pound (in the extras) 
on galvanized tacks, 4% cent on gal- 
vanized roofing caps, and about 5 per 
cent on tinners’ and miscellaneous steel 
rivets. 
2 * oo 

Rope and cordage With the 
current. practice of the makers of 
manila and sisal rope to quote prices 
subject to change at any time, there 
are no “second quarter” announcements 
expected, as in former seasons. The 
expected advances have come through 
from several twine mills, with finished 
and unfinished jutes and _ polished 
Indias raised 2 cents per pound, sisal 
twines up 1 cent, and, from some 
sources, a 1 cent further increase on 
cotton twines. One maker recently is- 
sued a statement, which said, in part: 
“Due to the rapidly mounting cost of 
production and the fact that seine twine 
has for many months been on a basis 
relatively lower than other classes of 
cotton goods, we are under the neces- 
sity of adjusting the price of these 
goods. Therefore, effective today, we 
are advancing the price of seine twine, 
trot line and staging for new business 
This increase fol- 
lows a recent rise of 2 cents. It is 


3 cents per pound.” 


expected that even further advances 
may follow before the end of the season. 


+ * * 


Radio news On March 29, the 
new reallocation of station frequencies 
(channels) went into effect, causing, of 
course, considerable difficulty in re- 
setting and locating the new station 
frequencies. Some 795 of the 883 
broadcast stations must change  fre- 
quencies, according to the Federal Com- 
munications Commission. Leading dis- 
tributors, are preparing some frequency 
modulated sets. Frequency modulated 
sets are offered only in the higher 
priced brackets. Frequency modulated 
broadcasts can be issued only by sta- 
tions especially built for this type of 
broadcasting. While there are many 
applications in Washington for licenses 
for these frequencies, few stations are 
actually operating, and their “reach” 
at present, is about 50 miles. 


* * cs 


Wall paper Mills report an 
increasing demand for wall paper, be- 
cause of long over-due home renovation 
now that people have more money to 
spend, and partly because of the popu- 
lar demand for color. There is increas- 
ing demand for colored walls with 
modern de igns. The demand, too, is 


for better wall paper, including fade- 
proof and washable papers. The United 
Wall Paper Factories, Inc., is operating 
its five plants at full capacity, having 
started working last September two 
shifts a day, until now there are 1500 
employees, and a daily operation of 23 
hours. Production at the company’s 
Chicago mill in the last four months 
has been 24.7 per cent greater than 
for the same period a year ago. Lead- 
ing mills are using Canadian or domes- 
tic pulp, American raw materials, in- 
cluding chemicals and dyes, and the 
patterns now are almost exclusively of 


American design. 
* He x 


Steel production Inget pro 
duction has riven to 100° per cent of 
the steel industry’s capacity, which on 
a tonnage basis is a rate never before 
attained. This means that approxi 
mately 1,125,000 tons of semi-finished 
and finished steel is being turned out 
in a week. Despite this production, 
aceording to the March 27 issue of 
The Tron Age, the call for more and 
more steel is creating fresh problems 
for the industry. While up to this time 
the steel companies have been able to 
take care of the regular requirements 
of defense and non-defense customers 





DISTRIBUTORS OF CLOPAY VENETIAN BLINDS 


Continued from Opposite Page 
Renard Linoleum & 
Rug Co. 
Shushan Bros Co. 
ee 


Williams- Sichenéeen 


Co. 
Monroe — H. Mickel D. G. Co. 
AINE 


Bangor — W. S. Emerson Co., Inc. 
Portland — Sawyer Barker Co. 
MARYLAND 
Baltimore — Butler Brothers 
MASSACHUSETTS 
Boston — Andrew Dutton Company 
Gardner — R W. Symons 
Springfield —C. W. Breneman Co. 
Worcester — Arrow Wholesale Co. 
Economy D. G. Co 
MICHIGAN 
Detroit — Edson Moore Co. 
Weider’s Whise. Hdwe. & 
Spec. Co. 
MINNESOTA 
Duluth — Kelley - How - Thompson 


0. 
Minneapolis — Butler Brothers 

Hal! Hdwe. Co. 

Leitz Carpet Corp. 
St. Paul — Farwell-Ozmun & Kirk 


. 
Merrill Greer Chapman 
0. 
G. Sommers and Com- 
pany 
, MISSISSIPPI 
Gulfport — Gulfport Woodenware & 
Supply Co. 
Jackson — S. N. Lr Sons 


MISSOUR 
Kansas City — Cook Paint & Var- 


H Co. 
St. Joseph — Ghgsiten- Clayton Paper 
Tootie-Campbell D. G. 


o. 
St. Louis — Butler Brothers 
Ely & Walker D. G. 





Co. 
Renard Linoleum & 
Rug Co. 
MONTANA 
Billings — Carpenter Paper Co. 
Great Falls — Carpenter Paper Co. 
NEBRASKA 
Lincoln — Schwarz Paper Company 
Omaha — C. W. Breneman Co. 
Carpenter Paper Co. 
Cook Paint & Varnish 


Co. 
NEW JERSEY 
Camden — The C. W. Breneman Co. 
Carter Paper Co. 
NEW YORK 
= W. Breneman Co. 
F. Van Hoesen Co., 


In 
Weed and Company 
New York peli s Breneman 


Butler Brothers 
T. M. James 
Company 
The Weiss and 
Klau Co. 
Rochester — G. D. George & Co. 
Smith Gormley Co., 


Inc. 
F. P. Van Hoesen Co., 
Inc. 
Syracuse — Neal & Hyde, Inc. 
NORTH CAROLINA 
Charlotte — C. W. Breneman Co. 
Irwin Sales Co. 
NORTH DAKOTA 
Fargo — Smith, Follett & Crowl 
OHIO 


Akron — The Rohner Paper Co. 
Summit Wholesale Groc. 


Co. 
Cincinnati— Chas. W. Breneman 
oO. 
Seinsheimer Paper 
orp. 
Cleveland — Central Ohio Paper 
Company 
The Root & McBride 


Co. 
Geo. Worthington Co. 


Columbus — Smith Bros. Hdwe. Co. 
Tracy Wells Co. 
Dayton — J. T. Barlow Co. 
Robert Wilson Sales Co. 
Portsmouth — Midland Grocery Co. 
of Ohio 
Toledo — C. W. Breneman Co. 
The Buckeye Paper Co. 
Toledo Mdse. Co. 
Youngstown — The Stambaugh- 
Thompson Co. 
OKLAHOMA 
Oklahoma City — Central Merchan- 
dise Co. 
Miller-Jackson Co. 
Oklahoma Paper 
Co. 
OREGON 
Portland — The C. W. Breneman 


oO. 
PENNSYLVANIA 
Allentown — Bittner-Hunsicker Co. 
Klein Bros. Paper & 
Twine Co. 
Altoona — The H. C. Prutzman Co. 
Harrisburg — Freedman and Co. 
Philadelphia— E. J. McAleer & 
Co., Inc. 
Tos. Orman & Co. 
Supplee-Biddle 
Hdwe. Co 
S. Wolf & Sons Co. 
Pittsburgh — Arbuthnot-Stephenson 
Cc 


o. 
Balter Paper Co. 
C. W. Breneman Co. 
Morris Paper Co. 
Penn Needle Art Co. 
J. A. Williams Co. 
Scranton — C. W. Breneman Co. 
RHODE ISLAND 
Providence — Ballou, Johnson & 
Nichols 
SOUTH CAROLINA 
Charleston — M. Hornik & Co. 
Columbia — Carolina Paper Co. 
Greenville — Lipscomb-Russell Co. 
SOUTH DAKOTA 
Sioux Falls — Sioux Falls Paint & 
Glass Co. 


TENNESSEE 
Knoxville — Deaver D. G. Co. 
seit R. Moore D. G. 

o. 
Nashville — American Paper & 

Twine Co. 

TEXAS 
Amarillo — Amarillo Hdwe. Co. 

Amarillo Paper Co. 
Beaumont — The Stedman Co. 
Dallas — The C. W. Breneman Co 

Butler Brothers 
Houston — C. W. Breneman Co. 

Leff Bros. D. G. Co. 

Radoff Bros. Co. 

Renard Linoleum & Rug 


o. 
San Antonio — Allensworth-Carne- 
han Co. 
A. B. Frank Co. 
Waco — The Cooper Co., Inc. 
McLendon —_ Co., Inc. 


UTA 
Salt Lake City — Balt Lake Hdwe 
Co. 


VIRGINIA 
Lawrenceville — Garment Mfg. Co., 
Inc. 
Norfolk — Atlantic Paper Corp. 
Richmond — Richmond D. G. Co., 
Inc. 
Roanoke — Va. Paper & Chemical 
Co. 

Winchester — W. H. Bosserman & 
Son 
WASHINGTON 

Seattle — Zellerbach Paper Co 
Spokane — Marshall-Wells Co. 
McClintock-Trunkey Co. 
WEST VIRGINIA 
Bluefield — Bluefield Hdwe. Co. 
Charleston — Thomas Field & Co. 
Huntington — Watts, Ritter & Co 
Parkersburg — ~ a — & Son 


In 
Wheeling — The Soka Ss. Naylor Co. 
WISCONSIN 
Green Bay — Morley-Murphy Co. 
Milwaukee — Ruby Products Co. 
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with a minimum of delay, the expan-ion January totals, which for some com- 
and speeding up of work for the panies were the largest in their history. 
“arsenal of democracy” now threatens Some steel companies are virtually out 
to disrupt mill schedules to a consider- of the market for the remainder of the 
able extent so far as civilian customers year on major products, exceptions 
are concerned. Sheets and strip, on being pipe and some wire products. 
which mill schedules are already far Sales of galvanized sheets are closely 
extended, may be subject to further restricted because of zine shortage. 


delays because of the possibility that Whether mandatory priorities are 
some of the continuous sheet-strip mills adopted for plates or not, the result will 
may be obliged to roll larger tonnages be much the same because additional 
of plates for the merchant shipbuilding time spent in rolling plates on con- 
program. Despite the fact that many tinuous mills will displace other prod- 


steel companies are turning down a ucts also rolled on those mills. 


yreat deal of business, steel orders in * * * 

total volume show no abatement. In Bristle situation “Chinese 
fact, March business will exceed that bristle continues to be the gist of the 
of February and may go higher than paint brush situation these days,” says 




















“TELL ME HAS ANYONE PLAYED AN APRIL FOOLS 
JOKE ON YOU TODAY — YET” 


THE ORIGINAL DRAWING OF THIS CARTOON (size 13 x 13 in.), 
suitably mounted for use in window or other hardware store displays is 
available and will be sent, without charge, to the first reader sending 5 
cents postage to cover mailing costs. Ask for HARDWARE AGE CAR- 
TOON NO. 11 and send your request to Cartoon Editor, HARDWARE 
AGE, 100 East 42nd St., New York City. The next 100 requests received 
will bring an attractive offset reproduction of the complete original 
drawing, equally suitable for window or interior display. (Size 13 x 13 in.) 













4 





a recent bulletin signed by Walt Foss, 
the Wooster Brush Co., Wooster, Ohio. 
“Importations continue to arrive in this 
country but current prices of good 
Chinese bristle are at an all-time high. 
Where it’s going to stop nobody knows. 
Large, essential requirements of the 
Government in connection with the De- 
fense Program naturally have their 
effect on the bristle markets.” 


© . + 


A CORRECTION 

Stewart-Warner Corp., Chicago, Ill.. 
1940 sales totalled $29,272,500, as com- 
pared with a volume of $25,825,829 in 
1939. This was an increase of 13 per 
cent. As the result of a typographical 
error it was incorrectly stated in the 
March 20, 1941, issue of Harpware 
AGE on page 85 that the 1940 total was 
$92.272,500. 

. oa * 

St. Charles Co. sales A Feb- 
ruary volume of business 80 per cent 
above the same month in 1940, and the 
biggest February in the firm’s history 
and the second biggest of any month, 
is reported by St. Charles Mfg. Co., 
St. Charles, Ill., designers and fabri- 
cators of St. Charles steel kitchen cabi- 
nets. 

* » t 

Barlow & Seelig sales Bar- 
low & Seelig Mfg. Co., Ripon, Wis., 
reports that its 1940 volume on Speed 
Queen washers and ironers approached 
the highest figures of any previous year. 
Sales the first two months of 1941 were 
50 per cent ahead of the first two 
months of a year ago. Production is 
currently at the highest peak in the 
company’s history. 


. * - 


Felt base linoleum Congo- 
leum-Nairn, Inc., Kearny, N. J., has an- 
nounced a change in its list prices on 
its Crescent Seal felt base rugs, by- 
the-yard, hall runner and rug border. 
The changes have been because “sav- 
ings have been achieved, which in ac- 
cordance with our merchandising policy, 
are being passed along to the consum- 
ing public.” A comparison of new and 
old list prices (for Zone 1) is as follows: 


New Price Former Price 
Crescent Seal Rugs 


(9 x 12) ......$3.22 $3.39 
Crescent Seal By- 
the-Yard ...... .24 sq.yd. -27%, sq.vd 


Crescent Seal Hall 
unner, 24” 


Wee éessnecns «1744 yd. 20 vd 
Crescent Seal Rug 
Border, 24” 
wide tecicas OF 2 191, yd 
36” or 72” wide .24 yd. .27u, vd 
i. 
Crosley shipments Ship 


ments of Crosley refrigerators during 
February, 1941, showed an increase of 
more than 125 per cent over the sales 
total for the corresponding month in 
1940. Sales of Crosley radios during 
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WHEN OLD FRIENDS MEET IN YOUR STORE... 





Red Edge identifies itself. Customers call for it by name. It is recog- BRANDS 


i i zi ‘ - Sun-Red Edge AluminA 
nized for satisfaction in service. (electso-plated with zinc) 
—" : : ¥ . : Sun-Red Edge Black 
Red Edge is self-measuring . . . saves time and waste in cutting. (painted) 
in Sun-Red Edge Bronze 
Red Edge is rust-retarding, even under nailing strip. Bright 


and Noxide (antique) 


Red Edge is self-reinforcing—tight edges, firm body. 


Red Edge conforms with recommendation of U. S. Dept. of Commerce 
Bureau of Standards. 


Red Edge means more repeat-business profits for you. 


TIE-IN and CASH-IN—Red Edge Screen Cloth fits right in with FHA 


Modernization, and housing-for-national-defense campaigns. 





Reg. U.S. Pat. Of. 


REYNOLDS WIRE co., DIXON, ILLINOIS 
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February were 118 per cent greater 
than for Feb., 1940, Robert IL. Petrie, 
vice-president and general sales man- 
ager of the Crosley Corp., Cincinnati, 
Ohio, has announced. Shipments of 
Crosley washers were 28 per cent 
heavier in Feb., 1941, than the same 
month last year. 
+ oe a 
Jobbers maintain service 

There is every sign that the nation’s 
important hardware elements have been 
forehanded in planning to maintain 
their normal service, and with limited 
exceptions, the stecks of distributors 
have thus far stood the strain. More 
skillful “guessing” will be required to 
held jobbers’ stocks complete during 
the months to come. March orders re- 
ceived by wholesalers did not vary 
greatly in number from those of last 
year, but the quantities were larger and 


the items usually of greater value, <o 


the month’s dollar sales should show a 
substantial increase. At the mid-month, 
widespread storms and cold gave re- 
tailers some set-back, but more settled 
conditions later started seasonable lines 
moving again. 
cd ow * 

The priorities list--The priori- 
ties critical list announced March 18 
from Washington was considerably re- 
vised, and included a number of im- 
portant items which had not appeared 
on the list before. Items subjected to 
allocation appearing on the new list 
include: aluminum and aluminum al- 
loys (pig or fabricated); magnesium 
and alloys (pig or fabricated) ; nickel 
(pig or fabricated) ; nickel alloy steel. 
Armor plate, boilers, bronze (pig or 
fabricated), chromium alloy steel, 
monel metal, ship plates, electric fur- 
nace steel, nickel, chrome, vanadium, 


tin, tungsten, ferro tungsten, tungsten 





HARDWARE TROUBLES IN 1857 


THE UNANIMOUS AGREEMENT OF 
HARDWARE DEALERS IN BOSTON, UPON REGULATIONS 
FOR THE WHOLESALE TRADE. 





The undersigned, dealers in Waapwane and Curteay, hereby agree to notify 
their customers that on and after the first day of January 1958, the following 
regulations will be established im their trade; and also to post the same conspicuously 


in their respective places of business. 
Reston, Nov. iTth, (457. 








First. — In order to ensure more punctual collections, seTTLeMENTS Wits HE MADE BY 


sores given at the time of the purchase of merchandise, or maturing 


at the average credit of open book accounts. 


Second. — Naua and Lev will be sold only for casn; cash being understood as im- 


mediate payment, wnd not 


within thirty days.” 


, 


Third. — Inasmuch as rackacrs ixo canrexe are charged with all importations, also 


ia New York, Philadelphia 
to Our Invoijwes 
GPORGE MORAY & DANFORTH, 


&. HOSMER «& CO. 
ROMPRES & DAVIE, 


BATON, LOVETT & WELLINGTON, 


s SMITH BROTHERS & FOSTER, 

CHARLES BROOKS 4 CO 
ALLEN & NOBLE, 
BUTLER, XETTH & CO 
WM OurENOUGR 
SAMUEL CARTER, 

} DALTON « INGERSOLL, 

' JOHONNOT 4 SAUNDERS, 
M. C. WARREN «& 00. 
© Mf. STONE « CO. 
BS A. CUSHMAN 
JONATHAN PARKER, 
JOSEPH LINCOLN, Je 
ANTHONY & MORSS, 
N84. A DOOCCETT, 
JAMES W FPOCERLY 
we W Favs Co 


and other cities, these items will be added 


CALLENDER, FLINT & CO. 
CHARLES SCUDDER CO, 
HORTON, HALL & CO, 
JANUONER @ THAYER, 
COVERLY, KNAPP & CO. 
JOSEri WEST & CO. 

A. J. WILKINSON, 

LORINO, FISKE & CO. 
VLODOETT, BROWER Oe ; 
C.D. KELLOGG & CO. ‘ 
MARTIN L BRADFORD &CO. 
WILLIAM & SAUNSDERS, 
WILLIAM PRAD 4 50m, 
OTIS VINAL. 

BOGMAN & KIMBALL, 
THOMAS P. BARNES, 
}LOROR T. CARTER, 

We. if CARNES, 

GEORGE W HAVEN 

CHAS HB SAUNDERS. 


The advertisement which is reproduced above was recently received 
from Donald W. Howe, of the Quabbin Book House, Ware, Mass. Mr. 
Howe said, “Among a lot of old broadsides and early advertising 
material that came into my stock recently, I found one that I thought 
you might like to use in your magazine. Its special interest lies in the 
fact that even in 1857 (the date of the circular), hardware dealers had 
their troubles. It would be interesting to see the reaction nowadays to 


such agreements as were stated in this circular.” 








ore, tung ten alloy steel, vanadium and 
vanadium alloys, and zine. 
« * 


Zinc, brass—The national de- 
fense advisory commission’s action to 
prevent speculation in zinc and its move 
to begin a survey of the copper market, 
coupled with an effort by manufacturers 
to prevent “runaway” scrap prices were 
featured in March news. All companies 
producing and selling slab zine have 
pledged to sell only direct to consumers 
and processors--none in the speculative 
exchanges. It is predicted that while 
demands for zinc during the next few 
months cannot be met in full, by the 
latter half of the year, a major portion 
of normal non-defense demand can be 


filled. 


Jobs in Cold Storage 


UITE a number of companies 
have been attracting attention 
to themselves by advertising that 
they will hold open the jobs of men 
in their service who are drafted for 
the army. Others have gone so far 


* as to announce that they will make 


up part or all of the difference be- 
tween what the conscripts have been 
earning and their pay as soldiers. 

On the face of it, this seems like 
a fine patriotic gesture, but it’s one 
of those things that will bear a 
rather close examination. Ignoring 
the publicity value that may or may 
not motivate such action, it seems 
well to consider the meaning of the 
implied precedent. It goes without 
saying that if large numbers of men 
are called to the colors the great 
body of employers could not afford 
to pay bonuses to any considerable 
number of them except at the cost 
of reducing the wages of those who 
remain at work. 

Holding jobs for soldiers may well 
be attempted. But making a definite 
promise to that effect is something 
else. Nation’s Business quotes Ber- 
nard Lichtenberg, president of the 
Institute of Public Relations, as say- 
ing that no executive can foresee 
enough of the future to make such 
commitments safely. It would be a 
great disservice, according to Mr. 
Lichtenberg, to hold out promises 
that could not be performed. 

These are dangerous and unpre- 
dictable times. If war comes, no one 
can say how long the men will be in 
service. The Thirty Years War of 
the 17th Century or the intermit- 
tent 20 years of the Napoleonic 
struggle may be far better guides 
to the duration of the present con- 
flict than 1914-18. Who can foresee 
the dislocations that war on_ this 
titanic scale may bring to business? 
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SPORTING GOODS : 
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ELECTRICAL SUPPLIES } 
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Open House display material in the windows 
attracted customers to this hardware store. 


Open House Stimulates 


Business in Alabama 


Moos than 400 


people registered the first day 
and hundreds more the following 
week of the 1940 National Hard- 
waré Open House celebration of 
the Parker Hardware Co. Fair- 
field, Ala. The event, also pro- 
duced plenty of business as a 
check of the sales showed that 
better than one sale was made 
for each family that registered. 
In addition to this, the public 
again was offered an opportunity 
to become better acquainted with 
the hardware store and save 
money at the same time. Both 
offers appealed to them. 
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More than one sale per family 
registered made by the Parker 
Hardware Co. during 1940 event 


The Open House week also was 
combined with the introduction of 
the firm’s new modern store. The 
new facilities of the store were 
used to advantage in presenting 
the many merchandise specials 
and customers found this to be 
decidedly helpful in their shop- 
ping. 

Both the new store and Open 
House were played up in news- 


paper and direct mail advertising. 
The Open House display material 
was used extensively in the win- 
dows and inside the store. This 
provided the holiday atmosphere 
so necessary in stimulating cus- 
tomers to buy. 

“We found manufacturers more 
than glad to cooperate,” said L. 
W. Parker, owner. “Many sou- 
venirs were given to us for dis- 
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tribution to our customers. Free 
gifts of this type bring in the 
crowds. Each person had to reg- 
ister, however, before the gift 
could be obtained. This registra- 


Complain Promptly! 


BUSINESS man who has a com- 

plaint about goods or service 
he is buying should make his com- 
plaint promptly if he wants it to be 
recognized in any litigation. 

In a recent District of Columbia 
case suit was brought for the unpaid 
balance for certain goods. The buyer, 
in turn, put in a claim for the dam- 
age he said he suffered by reason of 
the long delay in delivery of certain 
items. But it appeared that the 
buyer had not made any complaint 
or “counterclaim” on account of the 
delay during the actual period of 
delay and on the contrary promised 
payment in full. 

“At no time during the 18 months’ 
correspondence.” said the court, “did 
the buyer intimate the existence of 
any counterclaim for damages for 
delay in receipt of the goods. We 
are of opinion that the absence of 
any protest for a period of almost 
two years, coupled with two written 
promises in the interim to pay in 
full. and a substantial payment ex- 
pressly stated to be ‘on our account.” 
are sufficient to show a waiver.” 
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tion book is very valuable as it 
provides us with an splendid mail- 
ing list. 

“Our idea of Open House is to 


induce visitors to come in and 












Special values for 
Open House were 
featured on the 
tables while over- 
head decorations 
in many parts of 
the store helped 
create the proper 
atmosphere to 
stimulate buying. 


look. It is fine to feature special 
merchandise during the event, but 
we are after more store traffic for 
this in itself will produce more 
business.” 





OPEN HOUSE DISPLAY ATTRACTS PATRONS 





National Hardware Open House display material served to attract cus- 
tomers to Wimberly & Thomas Hardware Co., Birmingham, Ala., during 
this special merchandising event. 
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BREAKING ALL RECORDS for dollar 
flashlight sales when it appeared in 
black and chromium,the*Eveready” 
2-cell Automatic Spotlight No. 2251 
has been a consistent money-maker 


for dealers. 


2 REE 


NOW, THIS FAST-MOVING ITEM 
has been dressed in color, dressed to 
catch the eye... and sell itself to a 


bigger spring parade of customers. 


THREE APPEALING COLOR COM- 
BINATIONS. Red and chromium. 
Ivory and chromium. Blue and 


chromium. Two of each combination 





in the assortment. 4 
THE ATTRACTIVE SILVERED DIS- 
PLAYER is a space-saver. Put in a 
preferred counter position and 
watch those lights sell themselves! 
4é 9 
EVEREADY 
FLASHLIGHT ASSORTMENT No. 125 
Suggested Dealer Price 
(6 lights with- 
out batteries) $ 3 3 6 
NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. : 
Branches: Chicago and San Francisco H 


Unit of Union Carbide and Carbon Corporation 
uCC) 


is a registered trade-mark of 





The word «-Eveready”™ 


National Carbon Company, Ine 
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ational Hardware 


Open House 


An outline of the latest developments 


for the coming Spring Event, May 1-10 


N order to enable deal- 
ers and others to arrange con- 
sumer publicity such as radio spot 
announcements and news stories 
for local newspapers, the National 
Retail Hardware Association, In- 
dianapolis, Ind., offers the follow- 
ing suggestions: 


Radio Spot 
Announcements 


“Your whole family is in for a 
treat Thursday when the (name 
of store) opens its doors for Na- 
tional Hardware Spring Open 
House. They’re going to give you 


a preview of the very latest, newest 
things the hardware industry has 
to offer. And there'll be something 
there for every member of the 
family . . . sporting goods, games 
and toys, household equipment, 
home appliances, kitchenware. All 
of this hardware on parade is 
brand new and much of it was 
prepared especially for National 
Hardware Spring Open House. So, 
round up the family and drop in 
down at the (name of store) for 
their Spring Open House celebra- 
tion. It starts Thursday, May 1. 
and runs through Saturday, May 
10.” 











For Release—April 28th 


OPEN HOUSE TO BE 


For Release—May Sth 


SPRING OPEN HOUSE 
ATTRACTS BIG CROWD 


For Release—May Sth | 


SATURDAY IS LAST 













OBSERVED BY LOCAL 
HARDWARE STORES 
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ATHARDWARE STORES 


Hundreds of local families have 
crowded the (Name of Store) 
during the first few days of 
National Hardware Spring Open 
House to get a preview of what’ 
new for spring in the Hardware 
Industry 
“You are in for a surprise at our 
Spring Open House celebration, es 
pecially if you have had the old 
fashioned idea that hardware means 
only hammers, nails and metal 
ware,” said Mr » man 
ager of the store 
“There is something here for ev 
ery member of the family—kitchen 
ware and home appliances for 





the merchandise featured for Open 

House is brand new and much of 

it was prepared by manufacturers 

‘ - ially for Open House,” he said. 
his 


ten-day merchandising event 
v is sponsored by the 
etail Hardware Associa 
tion and more than- 100, national 
manufacturers and 10,000 hardware 
retailers are taking active part 
Although there are many special 
values for spring Open House it is 
more than just a sale, according to 
George W. Green, president of the 
al association. It is a nation- 










»-operative effort to acquaint 
the buying public with the values 
and variety of merchandise offered 
by independent hardware retailers 
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News releases supplied in mat form for Spring Open House. 


APRIL 3, 1941 


“The folks down at the (name 
of store) are usually pretty busy 
fixing displays and helping their 
customers and all. But you ought 
to see them right now. They’re 
working their heads off to get 
everything set for National Hard- 
ware Spring Open House. They’re 
decorating the store, unpacking a 
lot of the very newest merchandise 
and getting things ready to help 
you modernize and economize for 
spring. National Hardware Spring 
Open House will be a big event 
at (name of store). It starts 
Thursday, May 1. Don’t miss it.” 

* * * 

“The boys down at (name of 
store) are always glad to have you 
drop in and look around. But 
right now they’re extending you 
a special invitation to come in. 
You see,” they're celebrating Na- 
tional Hardware Spring Open 
House and they’ve got the store 
loaded with the very latest, newest 
things the hardware industry has 
to offer for spring. Many of them 
were especially prepared by na- 
tional manufacturers just for Open 
House. Plan right now to take the 
whole family down to (name of 
store) for National Hardware 
Spring Open House. You'll enjoy 
every minute of it and it will be 
well worth your while.” 


* * * 

““What’s New’ in the hard- 
ware industry will go on display 
May 1 at the (name of store) 
celebration of National Hardware 
Spring Open House. It’s the big 
annual 10-day selling event of the 


7) 











hardware industry. You'll find 
dozens of extra values, especially 
prepared by national manufactur- 
ers for Open House. But this is 
more than just a sale. It’s a na- 
tional merchandising event, de- 
signed to give you a preview of 
the very latest thing in home ap- 
pliances, kitchenware, household 
equipment, sporting 
other merchandise offered by the 
hardware industry. You'll enjoy 
your visit to the (name of store) 
during its celebration of National 
Spring Open House.” 


m2 * o 


goods and 


“You have a surprise coming to 
you if you cling to the old-fash- 
ioned notion that the word hard- 
ware means only metalware, cut- 
lery, tools, etc. Just visit the (name 
of store) during its celebration of 
National Hardware Spring Open 
House. 
very latest home appliances, house- 
hold equipment and gifts, toys, 
novelties, and other 


There you will find the 


dozens of 





things you possibly didn’t know 
you could get at a hardware store. 
Plan right now to accept the 
(name of store) invitation to visit 
them during National Hardware 
Spring Open House. You'll enjoy 
it.” 
* * * 

“It’s fun to shop at a hardware 
store—but you'll enjoy it more 
than ever during National Hard- 
ware Spring Open House, now 
being held at the (name of store). 
There you will get a preview of 
what’s new in the hardware in- 
dustry. Gifts, home appliances, 
kitchenware, as well as other hard- 
ware products of outstanding qual- 
ity have been prepared especially 
for National Hardware Spring 
Open House by scores of leading 
national manufacturers. Drop in 
at the (name of store) today and 
see for yourself how you can mod- 
ernize and economize during Na- 
tional Hardware Spring Open 
House.” 


Here’s What Some of the Manufacturers Are 
Doing for National Hardware Open House 





Behr-Manning Corp., 
Troy, N. Y. 

For Open suggests a 
merchandising plan whereby the 
dealer offers a free sharpening ser- 


House 


vice and is provided with a banner 
tieing in this service with Open 


——— 


House. These banners, 8 by 24 in., 
are in red and black on yellow. 
To complete the merchandising 
set-up, the company suggests the 
“Multi-Oil- 
stone”, illustrated, which costs the 
$10.40 and 


three-stone model 


dealer retails for 


ynsURPASse, 


HOME WORKSHOP 





Free sharpening service during Open House. 


$16.00; or the two-stone “Multi- 
Oilstone” which costs the dealer 
$7.80 and retails for $12.00. A 
third choice is the Crystolon giant 
combination in a metal case which 
costs the dealer $3.90 and retails 
for $6.00. With this merchandise, 
a tag, bearing the slogan “Be 
Edgewise” and printed in colors, 
is supplied. 


Geuder, Paeschke & 
Frey Co., 
Milwaukee, Wis. 

For Open House suggests its 
No. 446 assortment of “Durable” 
green enameled ware consisting of 
staple items to be sold to the con- 





The No. 446 assortment. 








White embossed cake cover. 


sumer at 69 cents each in territory 
where the carload rate of freight 
does not exceed 50 cents per 100 
lbs. The No. 447 shows a con- 
sumer price of 79 cents and is for 
territory where carload rate of 
freight is more than 50 cents per 
100 Ibs. 

Also offered is a “Durable” 
green heavy mixing bowl, 614 qt. 
size to retail for 69 and 79 cents, 
depending on territory, and a new, 
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RECORDS PROVE DEALERS SELL 
moRE 4IMCO Rope 


Every hardware dealer who has taken on the Amco Line has 
substantially increased his rope volume and his rope profits. 


That’s a strong statement . . . but we can prove it with facts and 
figures from actual case histories. And these are the usual, not the 
unusual cases. This success applies to every Amco dealer. 


Amco is no ordinary rope, but a business-building specialty. It is 
made from high quality manila hemp... treated with an exclusive 
cordage so‘ution that contains no graphite, tar, or creosote. Amco 
stays stronger—longer. Yet Amco is priced for competitive selling, 
it weighs no more per foot, costs no more per pound. 





Join the Amco profit-parade today. Order 


a stock of the rope that meets the require- 
ments of every customer and prospect in 
your territory. Then you too will sell 


more rope. “ALL WEATHER” ROPE 
“ LOOK FOR THE RED MANILA 
AND GREEN MARKERS 











The Only Full Line 
From One Source Of 
Supply 
Amco “All-Weather” 
Manila Rope 
‘American Superior” 
Manila Rope 
American Manila 
Transmission Rope 
American ‘“‘Superwear” 
Manila Drilling Cables 
“Spartan” Sisal Rope 
“Anchor” Sisal Rope 
Fine Polished Twines 
Coarse Polished Twines 
Fine Unfinished Twines 
Coarse Unfinished Twines 
Sisal Twines 
“Royal” 
Plumbers Spun Oakum 
“American” Marine 
Oakum 
‘Eagle’ Twisted 
Jute Packing 





AMERICAN MANUFACTURING COMPANY 


NOBLE & WEST STS., BROOKLYN, N. Y. 


WESTERN Factory §T. LOUIS CORDAGE MILLS st. vouis, mo. 
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4 All Steel 
GENERAL PURPOSE BARROWS 


Here are 4 styles of high grade general purpose bar- 
rows. They have extra large capacities and for use around 
the home, farm or garden they just can’t be beat. 


The barrows are designed so that the tray is level on 
top when in the wheeling position. While they are light 
in weight they are still built to Jackson specifications for 
hard use and long life. The eight-spoke fabricated 16 inch 
diameter wheels are much more practical than wheels of 
smaller size and add greatly to the ease of handling when 
loaded. 


Your distributor will gladly give you specifications and 
prices on these 4 Jackson Superior Products. 


Write for Catalog No. 42H—Illustrated in color. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 


Established 1876. 
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McKINNEY MANUFACTURING COMPANY 


OVER 75 YEARS DESIGNING AND MANUFACTURING GOOD HARDWARE 
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MCKINNEY ‘\... SAMPLE BOARDS 





McKinney Forged Iron Sam- 
ple Boards tell a complete 
sales story of authentic de- 


sign, master craftsmanship 
and beautiful texture. ‘ 
Available in nine standard 
panels that make easier sell- 


ing for you and easier buy- 
ing for your customers. 






Write for C omplete 
Details 
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white embossed cake cover with 
red glass knobs, tin tray, trimmed 
in red and with retinned wire car- 
rier to retail for 59 cents. 

Price cards and window trim 
are included with the enameled 
ware assortment and price cards 
and newspaper cut when requested 
with the mixing bowl and cake 
cover combination. 


The Silex Co., 
Hartford, Conn. 


Offers special Open House pro- 
motional material available on re- 
quest. Both single and double 











Mats, window posters, ‘and box 
wraps identify “Silex” merchan- 
dise with Open House. 





culumn newspaper mats, arranged 
with fixed borders tieing in with 
National Hardware Open House, 
have separately available “Silex” 
glass coffee maker illustrations, 
thus enabling dealers to advertise 
the particular model they choose 
to promote during Open House. 
A display card, printed in two 
colors, blue and green, is suitable 
for windows or point-of-sale coun- 
ter use. Also available are box 
wraps in two colors which dealers 
can attach to boxes and thus 
identify “Silex” merchandise as 
specially offered for Open House. 


APRIL 3, 1941 





National Hardware 
Open House 





Dazey Churn & Mfg. Co., 
St. Louis, Mo. 


Offers colorful display aids for 
use with Dazey kitchen helps dur- 
ing Open House. These include a 
new “topper” for the Dazey 
demonstrator display, and display 
cards for the ice crushers, can 
opener and the new plastic “Super 
Juicer” introduced in time fo 
Open House. The display card 
illustrated is included with each 


Minnesota Mining 
& Mfg. Co., 
St. Paul, Minn. 


Features for Open House its 
“3-M” waterproof floor wax at a 
specially reduced price tied in with 
a “coin card” redeemable in the 
store. “Coin card” which hard- 
ware dealers will mail to their cus- 





SUPER: JUICER 


New Dazey display. 


initial order of six “Super Juic- 


ers.” 


tomers has a value of 10 cents on 
the purchase of a quart and 5 
cents on the purchase of a pint of 
the wax when presented during 
Open House. Dealer and whole- 
saler percentage of profit is pro- 
tected. Special store window 
streamers and circulars have been 


prepared. 


IO. = FR? 


ae 
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WATERPROOF 
wax 





Bn bd 


Floor wax at special Open House price. 
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Porter Steel 
Specialties, Inc., 
Shelbyville, Ind. 


In its Open House special offers 
dealers a 40 per cent profit and a 
complete department of six na- 





Sweeper display rack with Open 
House assortment. 


tionally-advertised carpet sweep- 
ers. In addition a compact dis- 
play rack is included. Rack takes 
only three sq. ft. of floor space and 
gives point-of-sale display to the 
four models. There are four grades 
of sweepers selected to offer maxi- 
mum customer appeal in a variety 
of price ranges. 


The Petersen Mfg. Co. 


DeWitt, Neb. 

Is making this specially de- 
signed counter display available 
with each order for six or more 
“Vise - Grip” wrenches. Display 
shows the two wrench sizes in ac- 
tual use and emphasizes the two 
outstanding features of the tool. 
Handy dispenser carries a quan- 
tity of descriptive folders. Weight 











vn two 





“Vise-Grip” Open House display. 


of locked wrenches is supported by 
strong wire easel bolted to back 
of the card. 


76 








National Hardware 
Open House 





The Hoover Co., 
Canton, Ohio 


Has two promotional features 
one of which will be in effect dur- 
ing each of the Open House peri- 


ods. During April and May the 


company is planning a special 
combination offer on “Norca” 
products whereby a customer can 
purchase a Model 80 “Norca” 
complete with Model 8006 “Norca” 
dusting tools for $45.75; regular 
price, $49.75. That offer will be 
in effect from May 1 to 10, 1941. 


Galena Oil Corp., 
Cincinnati, Ohio 


Is making available to dealers 
an envelope containing 25 “Super 
Galena” airship balloons to be 
used in dressing windows or for 
distribution to children as they 


come into the store with their 
parents. Instructions for building 


the window display, illustrated. 


and use of the balloon are printed 
on the envelope. Balloons will be 
imprinted with an illustration of 
the “Super Galena Fortified” mo- 
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Suggested Open Heuse window 
display. 


tor oil can and the wording, “Na- 
tional Hardware Spring Open 
House, May 1-10.” The window 
consists of the “Super Galena” 
spring banner, motor oil contain- 
ers, two vertical signs and bal- 
loons, as well as the regular Open 
House display material. 





Hardware Age 


(Continued 


on a lot of related merchandise if 
the event is to be successful for 
the industry. To accomplish this 
requires careful planning of dis- 
plays in the store. 

Special merchandise should be 
shown with other related items 
that are to be sold at regular 
prices and they should be spread 
over the entire store. This means 
work but it is worth while and it 
will make the sale more profitable 
which is important. 

The feature items can be shown 
in the windows without related 
goods if it is impossible to show 
both. The size of the window will 
determine your course in this re- 
spect. One suggested window 
display in this issue of HARDWARE 
AcE is devoted to special merchan- 
dise. The other shows seasonal 
items. Open House display mate- 
rial is used in both. 

Tell your community that some- 
thing special is taking place at 
your store by using every item in 


Window Displays 


from page 54) 


the display kit. Background ma- 
terial is available and so are 
streamers and valances for the 
plate glass. Put the pennants on 
two or three wires across the store 
for inside atmosphere and see 
that all merchandise on display is 
priced with the Open House show 
cards whether it is a special or not. 


Fried Chicken 


S there anyone who doesn’t like 
fried chicken? One merchant 

in Indiana annually sends out 
1300 invitations to customers and 
prospects to attend a free chicken 
dinner with all the trimmings right 
in his store. The stunt costs him 
between $300 to $400 a year, but 
he says it’s the best sales promo- 
tion idea he ever tried. He, of 
course, manages to have a special 
sale on that week, but no one is 
obligated to buy anything if they 
want a free chicken dinner. All 
they need is a written invitation. 
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(Relow is one of many ads on Hawaiian Wigglers and Jitterbugs running in all outdoor magazines) 
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Th ree Day Bass Catch On 


HAWAIIAN WIGGLER — 2 


“Practically all were caught on your No. 2 
Hawaiian Wiggler by Marc Justiss and myself at@® 
Clear Lake, 60 miles south of Shreveport, La. We 
caught 55 bass Monday morning, putting back 
the small ones. The limit is 20 per person. 


“I started with the Wiggler and got so far ahead of Marc, 
a believer in surface baits, that he finally took the Wiggler 
away from me. It seemed the Wiggler was the only thing 
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yr No. 2 Shallow Running 
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Spinner 90¢ — 
Double $1.00 Extra Skirts 25¢ 

NEW CATALOG 
Write for wholesale prices and my new 1941 catalog. 
Shows Hawaiian Wigglers and Jitterbugs in full 
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color. Be sure to stock them in 1941. They are 


they would take."” — Archie Johnson, Prescott, Ark. 
fast movers and profit makers. 


Looks like Hawaiian Wigglers get too many bass where limit is high. 


GETS BASS and BUYERS! 


Be Sure to Stock ‘em — FRED ARBOGAST, 1804 North Street, AKRON, OHIO 





HEAT TREATED 
Plain Back Shovels 


“AMES” BRANDS 


AMES «+ RED EDGE 
TWO STAR «+ THREE STAR 
PINNACLE +» MONONGAH 

MASSACHUSETTS 
KNOXALL 





















All of our Plain 
Back Shovels are 
now heat treat- 
ed, and every 
shovel so heat 
treated has the 
necessary hard- 
nests and proper 
ductility to in- 
sure longer wear. 





“AMES” PRODUCTS 
SCOOPS 
RAKES 


Se RD, 
— ) 
1774 5 


SHOVELS..SPADES.. 
FORKS..HOES.. 
POST HOLE DIGGERS 
AGRICULTURAL HANDLES 





AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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C. F. BENNETT MADE CHAIRMAN OF STANLEY BOARD 
R. E. PRITCHARD ELECTED TO THE PRESIDENCY 


Wide changes made in Stanley executive 
personnel because of expanding operations. 
Five new vice-presidents created, also two 
new directors and assistant secretary. 


At a recent meeting of the| elected to succeed him as presi-; W. Young, J. E. Stone, E. W. 
board of directors of The Stan-| dent. The five new vice-presi-| Christ, E. W. Pelton, and M. H. 
ley Works, New Britain, Conn.,| dents named were John C. Cairns, | Pease. 

Patrick F. King, Lucius M. Mr 


. Bennett retires from the 
presidency of The Stanley Works 
which he held since 1923. He 
entered the employ of The Stan- 
| ley Works in 1891. 

The new president, Mr. Pritch- 
ard, is a graduate of Dartmouth 
College and has been with Stan- 
ley since 1914. During the years 
1917-18, he served 
first lieutenant in aviation head- 
quarters. 

Mr. Coe, new director, 
been with Stanley for 34 years. 
Since 1929 he has been general 
manager of Stanley Tools. 


Knouse, Leon S. Howe and Ralph 
B. Britton. Maxwell A. Coe and 
Mr. Cairns were elected directors 


overseas as 


has 





Mr. Cairns entered the employ 
lof The Stanley Works in 1924, 
was with the Stanley plant in 
Germany from 1926 to 1933, and 
from 1933 until 1937 with the 
| Stanley Works of Canada, Ltd. 
| His election as vice - president 
and E. E. Ogren is the new as- | Will put him in charge of the 
sistant secretary. Other vice- | hardware division. 

presidents are: J. E. Cooper, L.| Mr. King started with Stanley 





Cc. F. BENNETT 








held March 17, five new vice- | 
presidents were named as well | R. E. PRITCHARD 
as a new president and chairman | 
of the board. C. F. Bennett was 
elected chairman of the board, 


and Richard E. Pritchard 





was 





in 1900, taking a job in the ship- 
ping room. His rise was rapid. 
For some years he has been sales 
manager of the hardware divi 
sion. 

Mr. Knouse, new vice - presi 
dent, is general manager of the 





E. OGREN 


electric tool division, Mr. Britton 
is manager of the pressed metal 
division, and Mr. Howe serves 
as general manager of the steel 
strapping division. 

Mr. Ogren, new assistant secre- 
tary, is am ex-service man and is 
credit manager for all the Stan 
ley divisions. 








STANLEY VICE-PRESIDENTS AND DIRECTORS 


P. F. KING 





J. E. STONE M. A. COE J.C. CAIRNS 
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NEW OFFICERS ELECTED FOR 
THE EAGLE LOCK COMPANY 


H. Lee Murphy is president: George 


J. Macklin, vice-president, and Rollin 


B. Plumb reelected vice - president. 


At a recent meeting of the 
board of directors of the Eagle 
Lock Co., Terryville, Conn., H. 


Lee Murphy was elected presi- 





H. LEE MURPHY 


dent and a director; George J. | 
Macklin was elected vice-presi- | 
dent and Rollin B. Plumb was | 
reelected vice-president. 

Mr. Murphy who will assume 
his duties as president of the | 
Eagle Lock Co. sometime before | 
July 1, 1941, is at present gen- 
eral manager of the Sager Lock | 
Division, The Yale & Towne 
Mfg. Co.,<¢with which he _ has | 
been assoefated sitice 1921. . He | 


~ 











GEORGE J. MACKLIN 


APRIL 3, 1941 


was put in charge of the Sager 
division in 1921. Until Mr. 
Murphy takes over his new 
duties, Eliot Farley will continue 
as Eagle’s president. 

Mr. Macklin, the new vice- 
president, was formerly assistant 
general manager of the Sager 
Lock Division, The Yale & Towne 
Mfg. Co., and has been associ- 
ated with that organization for 
the past 15 years. 

Rollin B. Plumb, 
vice-president has a 
outstanding record with the 
Eagle organization. He is the 
grandnephew of H. B. Plumb, 
for 15 years president of the 


reelected 
long and 


company and grandson of Rollin 





ROLLIN B. PLUMB 


J. Plumb who was president of | 


the company for many years 
prior to 1922. Mr. Plumb joined 
the company in 1926 and in 
1932 was placed in charge of 
the company’s Philadelphia ware- 
house and sales office. In 1937 
he was made production manager 
at Terryville and a year later 
was elected vice-president. He 
has served as a director during 
the past three years. For the 
past six months he acted as sales 
manager and under present plans 
will continue to. serve the com- 
pany in that capacity. 


. enn 





Supply Co., Tulsa, Okla, as as- 





CAYGILL CO. DISTRIBUTES 
PREMIER VACUUM CLEANERS 


The Premier Division of the 
Electric Vacuum Cleaner 
Inc., Cleveland, has appointed 
the Caygill Co., San Francisco 
and Los Angeles, Cal., as distri- 
butor of “Premier” vacuum 
cleaners. H. E. Caygill, South- 
ern California manager of the 
Caygill Co., has been in the 
vacuum cleaner business for the 
past 21 years of which the past 
10 years have been spent in 
California. Mrs. C. G. Caygill, 
Northern California manager of 
the company, has been associated 
with the Caygill Co. for the past 


Co., 





five years. Both Mr. and Mrs. 





Caygill are well known to west- 
ern appliance dealers. The Pre- 
mier Co. will continue operations 
through their San Francisco and 
Los Angeles offices as heretofore. 

MOREHOUSE-WELLS CO. 

REELECTS OFFICERS 

All officers of the Morehouse 
& Wells Co., Decatur, Ill., whole- 
sale firm, were reelected at the 
firm’s recent annual meeting. 
They are: president and trea- 
surer, Wilbur Humphrey; vice- 
president, D. L. Johnson; secre- 
tary, Robert Humphrey; assist- 
ant treasurer, Herman Walker, 
and assistant secretary, H. Ray 
Myers. 


DEAN ROLLANS GENERAL SALES 
MANAGER WICKWIRE SPENCER 


The Wickwire Spencer Steel | 
Co. and its subsidiary, the Amer- | 
ican Wire Fabrics Corp., with 
combined general offices at 500 
Fifth Avenue, New York City, 
announce the appointment of 
Dean Rollans as general sales 
Mr. Rollans assumes 


manager. 
all responsibilities previously 
carried by A. G. Bussmann 


who has resigned because of ill 
health. 

Mr. Rollans received his fgr- 
mal education at the University 
of Arkansas at Fayetteville. 
Shortly thereafter, he accepted a 
position with the International 








DEAN ROLLANS 








A. G. BUSSMANN 


sistant credit manager, which 
position he filled for eight years 
until he transferred directly to 
the Wickwire Spencer Steel Co. 
in 1928. His first two years with 
this company were spent in the 
mid-continent oil field, after 
which he was promoted to the 
position of general credit man- 
ager and assistant treasurer in 
1930. In this capacity and for 
a total of 13 years with Wick- 
wire Spencer, he constantly ex- 
tended his activities to many 
phases of the company’s manage- 
ment and has been throughout 
these years an increasingly vital 
force in the determination of 
company policy. 
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More Than 125 Attend the 
Pennsylvania Wholesalers Dinner 





Neu 
Ass'n., left to right—Samuel B. 
Lancaster, Pa., secretary; R. R. Kearton, Ralph E. Weeks Co., 
Scranton, Pa., first vice-president; Maxwell Krause, Geo. Krause 
Hardware Co., Lebanon, Pa., president and treasurer, and H. C. 
Hopkins, Reilly Bros. & Raub, Lancaster, Pa. second vice- 
president. 


More than 125 members and | H. C. 


guests attended the 4lst annual 
dinner of the 
Wholesale Hardware and Supply 


Association on March 13, 1941, 
at the Hotel Astor in New York, 


N. Y. Maxwell Krause, Geo. 


Krause Hardware Co., Lebanon, 
Pa., president of the association | 


presided at the meeting, and Bide 
Dudley, former columnist on the 
old New 
guest speaker for the evening. 

The annual business meeting of 
the organization was held on the 
following day. Representatives of 
the New York State Association 
of Hardware Jobbers met with 
the Pennsylvania group during 
this session. 


Mr. Krause was reelected presi- | 


dent of the association and also 
was elected treasurer, a position 
which he filled since the death 
of his father, Geo. D. Krause, the 
former treasurer. Other officers 
reelected are as follows: R. R. 
Kearton, Ralph E. Weeks Co., 


Scranton, Pa., first vice-president ; 


Pennsylvania | vice-president ; 


York World, was the 


officers Pennsylvania Wholesale Hardware and Supply 


Smith, Steinman Hardware Co., 


Hopkins, Reilly Bros. & 
Lancaster, Pa., second 
and Samuel B. 
| Smith, Steinman Hardware Co., 
| Lancaster, Pa., secretary. 


| Raub, 


Members of the executive com- 
| mittee for 1941 are as follows: 
| George A. Rick, Stichter Hard- 
ware Co., Reading, Pa., chair- 
man; A. Z. Moore, Steinman 


| Hardware Co., Lancaster; T. F. 


| Miller, C. H. Miller Hdwe Co., | 


Huntingdon; C. E. Moyer, C. 
Dreisback’s Sons, Lewisburg; C. 
E. Maloy, Jr., H. C. Prutzman 
| Co., Altoona; and R. B. Jones, 
| Jones Hardware Co., Shamokin. 


BUSSER NOW WITH 
R. E. CONDIT CO. 


Eugene C. Busser resigned 
March 1 as sales representative 
for The Cleveland Chain & Mfg. 
Co. and its associate organiza- 
tion David Round & Son, Cleve- 
land, Ohio, to take over the Cin- 
cinnati offices of the R. E. Con- 


| 


| lin before the 


dit Co. as a manufacturer's 


agent. He will be located at 
5935 Ridge Ave., Cincinnati, 
Ohio. 


Mr. Busser acquired a broad 
experience in the sale of chain 
and material handling equipment 
during the past 12 years as a 
member of the Cleveland Chain 
and David Round sales organ- 
izations. He will represent the 
David Round line in Cincinnati 
and also take on the other mate- 
rial handling lines represented 
by Condit Co.’s Mr. E. F. Staeh- 
latter’s recent 


| death. 








GENERAL ACCOUNTING FOR 
EXECUTIVES AND 
PROFESSIONAL MEN 


Prentice-Hall, Inc., 70 Fifth 
Ave., New York City, has an- 
nounced publication of a book 
on general accounting by H. A. 
Finney, Ph.B., C.P.A. The book 
is designed to give the business 
executive and professional man 
a grasp of the fundamentals of 
accounting, presenting in clear, 
understandable language the 
basic principles of business ac- 


| counting. 


| 
| 
| 








| Roberts Hardware Co., Utica, N 


HARDWARE SQUARE CLUB 
SHORE DINNER, MAY 8 


Reservations are pouring in 
at a rapid pace for the 13th an- 
nual shore dinner and _ enter- 
tainment of the Hardware Square 
Club which will be held May 8 
at the Hotel Astor, New York 
City. A huge attendance is ex- 
pected at the dinner which will 
have a capacity of 900. Tickets 
may still be secured from Ralph 
S. Allen, Diamond Expansion 
Bolt Co., 48 W. Broadway, New 
York City. 


REPRESENTS NORWALK 
SEGAL LINES 


The Hardware Agency, Inc., 
manufacturers’ agency, 189 High 
St., Boston, Mass., has been ap- 
pointed exclusive distributors for 
the lines of The Norwalk Lock 
Co., division of the Segal Lock 
& Hdwe. Co., South Norwalk, 
Conn., and the Segal Lock & 
Hdwe. Co., New York City. 

Frank Newcomb is president 
of the Hardware Agency, Inc., 
and Henry D. Greenblatt is trea- 
surer. Mr. Greenblatt was a 
former representative of the 





| Norwalk Lock Co. 





The New York State Association of Hardware Jobbers was repre- 
sented at the meeting by Thos. H. Bradley, Jr., Thos. H. Bradley 
Hardware, Watertown, N. Y., secretary, left, and Sherill Sherman, 


. Y., president 





More than 125 members and guests attended the 41st annual dinner of the Pennsylvania Wholesale Hardware and Supply Asso- 
ciation on March 13, 1941, at the Hotel Astor in New York, N. Y. 
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PROMOTION DIVISION 


R. H. Coleman has been ap- 
pointed director of the promo- 
tion division of Remington Arms 
Co., Inc., Bridgeport, Conn. The 
promotion division is a new di- | 
vision established to coordinate 
the company’s sales promotion 
activities. 

The following will be in charge 
of the respective sections com- 
prising the new division: 

Gail Evans, manager of the ad- 
vertising section; J. J. Callahan, 
manager of the dealers’ section; 
D. W. Flannigan, manager of 
the trap, skeet and peace of- 
ficers’ section; R. B. Dillman, 
manager of the trade analysis 
section; F. J. Kahrs, manager 
of the rifle section; W. A. Tewes, 
manager of the technical section. 

Mr. Coleman has been asso-| division advertising manager with 
ciated with Remington since|the DuPont Company, in Wilm- 
1937, prior to which he was a| ington, Del. 


COLEMAN HEADS REMINGTON | 





R. H. COLEMAN 








RADOS HEADS CROSLEY vision of Nash-Kelvinator Cor- 
REFRIGERATION DIV. poration. He is secretary-trea- 
surer of the National Society of 


As rt of th sl 1or- = 
tr eagle e Crosley Cor Sales Training Executives. 


poration’s new program of in- 
creased service to dealers and | ih ha 


ALBANY HDWE. & IRON CO. 
ELECTS OFFICERS 


| At the annual meeting of the 
stockholders of the Albany Hard- 
| ware & Iron Co., Albany, N. Y., 
| the following were elected direc- 
tors for the ensuing year: 

William C. Dearstyne, Harold 
L. Warner, Dudley H. Robinson, 
Edwin L. Fowler, and William 
D. Dearstyne. 

The board of directors then 
elected the following officers: 
president, William C. Dearstyne; 
vice-president, Raymond E. Fos- 





C. WILLIAM RADOS 


distributors, appointment of C. 
William Rados, previously of De- 
troit, as sales promotion man- 
ager of the refrigeration division 
of the Crosley Corporation, Cin- 
cinnati, Ohio, was announced. 

Mr. Rados was formerly a 
business editor and writer and 
joined the staff of Tradeways, 
Inc., in 1929, to become a teacher 
of salesmen. In 1932, he took 
over the direction of sales train- 
ing for the Koppers Coke Co., 
Kearny, N. J., and in 1935, he 
became a member of the sales 
training division of the Amer- 





WILLIAM C. DEARSTYNE 





ican Radiator Company. In 1938, 
he was appointed manager of the 
National Salesman’s Institute, 
established by the Kelvinator di- 
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kett, Henry J. Funk, and Arthur 
E. Stephens; treasurer, Harold L. 
Warner, and secretary-manager, 
Dudley H. Robinson. 








Here is your "STAR" money-maker 
for National Hardware Open House, 
a 50-cent assortment of the fastest 
moving STAR Blades for you to sell 
complete, mounted on display card, 
for just 29 cents with your usual 
profit ratio maintained! 


The unit includes three of the sensational 
new STAR Unbreakable Special Flexible 
Blades with the all-over green metallic fin- 
ish (patented), and one handy “Tiny Tim" 
metal cutting saw with blade. All come to 
you mounted on a smart three-color 4"x11" 
tray card (lower illustration above). Push 
this in at the ends, set the “special offer" 
card on top, and in five seconds you have a 
three-dimensional counter or window dis- 
play that stands up by itself (top illustra- 
tion). Any “left overs" may be sold after 
Open House is over by merely removing 
“special offer" card. 


These Special Flexible Blades are guaran- 
teed unbreakable in use in a frame, are so 
tough that teeth absolutely will not strip, 
are so sharp and so hard that experienced 
mechanics say they cut and last like “all 
hard" blades. 


For unprecedented "Open House" blade 
profits, order a supply of these special units 
from your jobber at once. 


CLEMSON BROS., Inc. 


Middletown, New York 


Ad x 
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WM. SCHOLLHORN CO. 


NEW HAVEN, CONN 


THE 
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Sargent Elects Officers, Directors; 


P. E. 


At the annual stockholders’ 
meeting of Sargent & Co., New 
Haven, Conn., March 21, the 
following were elected directors: 
P. E. Barth, Bruce Fenn, R. L. 
| Fisher, W. Sargent Lewis, H. A. 
Parks, C. F. Sargent, John} 
Sargent, Murray Sargent, T. D. 
Sargent, Ziegler Sargent, F. H. 
Wiggin. 
| At the directors’ meeting fol- 
lowing the stockholders’ meeting, 
| the following officers were elect- | 
jed: president, P. E. Barth; vice- 
| president and treasurer, Ziegler 
vice-president, C. F. 
vice-president, 
secretary, W. 


Sargent; 
Sargent; George 


id Wiepert, and 
Ss 
| 


Sargent Lewis. 


Barth Again President 





P. E. BARTH 





| BARKER HEADS SILEX’S 
WESTERN SALES 
Earl H. Barker was recently 
|appointed sales representative 
| for the 11 western states for The 
Silex Co., Hartford, Conn., and 
j |will make his headquarters at 


cnr 





P EARL H. BARKER 


| 1248 Wholesale St., Los Angeles, 
| Calif. Mr. Barker has been with 
the Silex organization for a 


transferred from the Pittsburgh 
tri-state area to the California 
| territory a year ago. 

In addition to the warehouse 
stock in Los Angeles, Silex also 
carries stocks in San Francisco | 
* |and Seattle, and Mr. Barker will 

|now be in charge of these as 

|well as the sales organizations | 
|from Denver West. | 











| MEETING OF DISTRIBUTORS | 
| TRANSPORTATION LEAGUE | 

IN MEMPHIS, APRIL 21 

The Distributors Transporta- | 
|tion League, 423 Key Bldg., 
Oklahoma City, Okla., will hold 
its annual meeting at the Pea- | 
body Hotel in Memphis, Tenn., 


Monday, April 21, 1941. This 
date and hotel is the same as the 
opening date for the annual con- 
vention of the Southern Hard- 
ware Jobbers’ Association and 
semi-annual convention of the 
American Hardware Manufac 
turers’ Association. The trans- 
portation meeting will begin at 
10 a. m. and will be followed 
by a luncheon. F. P. Willette 
is manager secretary of the 
League. 








number of years, having been | 


61 Years With 
Buhl Sons Co. 





LEON SMITH 


On Feb. 6, 1941, celebrated his 
6lst continuous year with Buhl 
Sons Co., wholesale hardware 
firn of Detroit, Mich., by still 
calling on hardware dealers in 
the Detroit area. Mr. Smith 
began his career with Buhl or- 
ganization in 1880 when he re- 
ceived his first job — that of 
sweeping out. He was the first 
traveling man to use an auto- 
mobile to make his daily calls. 
Dean of the Detroit hardware 
men, Mr. Smith is a member 


of the Harpware Ace Fifty 
Year Club. 
HARDWARE AGE 
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Two Winners of Daisy Target Contests 
to Receive All Expense Paid Trip 


The Daisy Mfg. Co., Plymouth, | must submit only one official five- | 


Mich., is announcing a_ target | bull target. 
contest for youngsters up to and | 
including 16 years of age. 


Prizes | each target must record a total 
will total 210 in number and the} of ‘25 shots. If more than 25 


They must shoot at | 
each bull’s-eye five times since | 


first and second prize winners} shots appear on any one target, | 


will receive an all expense paid 
trip to “Red Ryders” Rocky 
Mountain Ranch in Colorado.| secutively, one after the other, 
The trip will begin on Aug. 16} inside of 20 minutes. Standing 
and will be under the guidance | position without artificial support 
of a responsible adult traveling must be used and the target must 
companion and the winners will | be 20 feet away from the air rifle 
be given $10 pocket “spending” | muzzle when shooting. Prizes 
money. | will be awarded on the combined 

The contest opens May | and| basis of target score plus apt- 
ends July 25 and contestants may| ness of thought in finishing 
be of any age up to and includ-| the sentence. Decision of the 
ing 16 years at the start of the| judges will be final and dupli- 
They must be residents | cate prizes will be awarded in 
No entries will be 


contest. 
of the continental United States. | case of ties. 
Each contestant must shoot an/| returned. 


the 25 lowest count for score. | 
The 25 shots must be shot con- | 


official target which is also the; In addition to the first two | 


entry blank and complete the| prizes, there will be five third 
sentence “I like to shoot a Daisy| prizes of the “Recordio Jr.,” a 
because .. .” in 20 words or less | home recorder, radio, phonograph 
on the official target. Any air} combination; 101] fourth prizes of 
rifle using BB type shot may be|the “Daisy Targeteer” 
used. Official targets only may| outfit; 100 fifth prizes of 
be used and must be properly|a pair of horse-head gun brack- 
filled in and signed by an adult} ets, and also the Fred Harman 
witness before being mailed to| award of a pair of hand-made 
Daisy. Target is furnished free | cowbody chaps given to winners 
by the dealer and contestants | of the first and second prizes. 


pistol 


BIGELOW & DOWSE EXECUTIVES ADDRESS 


DEALER MEETING 





Executives of Bigelow & Dowse Co., hardware wholesalers, 
Boston, Mass., who addressed the dealer meeting sponsored by 
this company at the City Club, Boston, Mass., on Saturday, 
Feb. 22, 1941. About 350 dealers from the New England States 
attended the all day gathering to hear of merchandising, adver- 
tising and other plans incident to the program of the National 
Hardware Stores sponsored by this wholesaler. The entire seventh 
floor and the auditorium of the City Club were devoted to dis- 
plays and demonstrations of staple and special goods intended 
to help dealers build up store traffic. In addition to these com- 
pany executives, Charles J. Heale, vice-president and editor, 
Harpware AcE, and representatives of several manufacturers 
addressed this meeting, all stressing the need of dealers con- 
centrating their buying that they have more time to devote to 
selling. The company’s 1914 advertising and other promotion 
plans were explained and samples presented. Luncheon and 
dinner were served in the club’s dining room with Bigelow & 
Dowse Co. as hosts. From left to right: Leon A. Paine, assistant 
treasurer: 1. S. Dillingham, president; J. F. Miller, vice-president, 
and Jos. Kennedy, sales manager. 


APRIL 3, 1941 








... lo most People too! 
...and EXTRA value 
ts Wwutten all Over the 





Your prospective pur- 
chasers SEE the extra value in NATIONAL 
SCREEN products—through their extra features 
(NO extra cost!) and superior appearance. 
They are easy to sell . . . and the lasting 
satisfaction which these handsome, sturdy 
articles give wins for you the kind of 
gratitude that makes life-long customers. 


ASK YOUR JOBBER about the complete 
line of these value plus products. A wide 
variety of styles and quick deliveries. 


National 


SCREEN DOORS WINDOW SCREENS 









= 


NATION ALSCREEN Co., INC., Suffolk, Va. 


r 1941 catalog show- 


of you 
a copy oY onal Screen Doors, 


line of Nati 
d Ventilators. 


Please send us 
ing the complete 
Window Screens ar 


Name 
Address 
City 
NEW YORK OFFICE: 200 Fift 
Southern Selling Agents: 


PETERSON & LOWE 
22 Light St., Baltimore, Md. 


State 


h Avenue 
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Choice of American Builders and Home Owners 


A big season is ahead for Norton Dealers. The new 
Norton Number 44 has been enthusiastically 
received. It sets new highs in appearance, efficiency, 
and durability. Your home owner and builder cus- 
tomers will be quick to see the advantages of its 
superior construction features. The cylinder is a 
seamless BRASS tube, finished in brown to harmon- 


ize with other exposed parts of the closer. It will not | 
rust. Bracket, spring holder, and hinge plate are | 
heavy steel stampings. The spring is of flattened | 


wire for greater strength and is protected from dirt 
and dust by a smooth, curved cover that is quickly 


removed and replaced without distortion. Norton | 


Number 44 may be installed on either the hinge or 
opposite the hinge side of the door, right or left 


hand, and comes packed in individual cartons with | 


full instructions for applying. Retails at $2.00. 


NORTON 
NO. 04 
SCREEN 
DOOR 
CLOSER 





The Norton Number 04 is the closer that sells when a 
good performer at a lower price is demanded. Because 
fewer parts are required in the simplified construction of 
the Number 04, it can be sold at an extremely low price, 
considering quality and durability. The cylinder of 
Number 04 is also a seamless BRASS tube. The spring 
is concealed within the cylinder. Number 04 is installed 
on opposite the hinge side only, right or left hand, and 
comes packed in individual cartons with full instructions 
for installing. Retails at $1.25. 


Consult Your Jobber or Write to 


NORTON DOOR CLOSER CO. 


Division of The Yale & Towne Mfg. Company 
2900 N. Western Ave. Chicago, Illinois 




















William Van Creveld is seek- Haven, Conn. 
ing American hardware lines, - - 
particularly plastic builders’ WARNER HDWE. 

ANNOUNCES 
STAFF PROMOTIONS 


The Warner Hardware Co., re- 


Minn., has announced the fol- 


formerly of the mail order de- 
partment, now manager of the 
retail hardware department; 
John Gorius, formerly manager 
| of Warner’s Northside Store, now 
manager of the housewares’ de 
partment, main store; Jerry Of 
| ferman, formerly assistant man 
ager, Northside store, now man 
|ager; H. G. Boileau, formerly 
traveling salesman, now assistant 
| manager of the wholesale athletic 
goods department, and A. L 
| Evans, formerly traveling sales 
| man, now assistant manager of 
the wholesale builders’ hardware 
| department. 





WM. VAN CREVELD 


hardware items, tools and novel- 
ty housewares lines for export to 
and distribution in the Dutch | 
East Indies, and other overseas} CROSBY HDWE. OBSERVES 
| 30TH ANNIVERSARY 


countries and for distribution in | 
the United States. Mr. Van . " 
' » The Crosby Hdwe. and Furni 
Crevelt handled American lines . a ° f 
vs ture Co., Crosby, Minn., is ob 
in Holland for 20 years. He ? ‘ % P 
. . | serving its 30th business anni 
formerly represented the appli- 
versary. It is that city’s oldest 
business firm. The business was 


ance line made by the A. C. 
Gilbert Co., New Haven, Conn., 

se 1%" | founded by E. W. Hallett, pres 
| ent owner. 


and the caster line made by The 
Bassick Co., Bridgeport, Conn. | 
He is at present making his | —_—— 

home at ioe, Riverside Drive.) ITHACA GUN COMPANY 

Mr. Van Creveld’s business UNDER FAIR TRADE 

references are: American Ex-| The Ithaca Gun Co., Inc.. 
press Co., 65 Broadway, New | Ithaca, N. Y., has established 
York City; The Bridgeport Hard- | minimum fair trade prices for 
ware Mfg. Corp., Bridgeport,| its sporting arms in all state- 
Conn.: The Bassick Co., Bridge-| having Fair Trade Laws. 








' MILLION-DOLLAR FLUORESCENT LAMP WORKS 





This photograph might be entitled “Hands Across the Mississippi 
Power and Light Company” as Charles E. Wilson (left), presi- 
dent of the General Electric Company, reaches across Rex 

Brown, president, M. P. & L., to shake hands with Mississippi's 
Governor Paul W. Johnson. The handshake took place during 
a banquet attended by leading industrialists and states’ repre- 
sentatives dedicating General Electric’s new million-dollar 

fluorescent lamp works at Jackson, Miss. 
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WANTS AMERICAN LINES port, Conn, and The A. C. 
FOR DUTCH EAST INDIES (Gilbert Co., export dept., New 


|tail concern of Minneapolis, 


lowing promotions: Al Jones, 
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Officers of the Brooklyn Hardware Association—front: I. B. 


Goldberg, president; Sam Singer, first vice president; A. Herr- 
mann, second vice president and Ralph S. Allen, Diamond Expan- 


sion Bolt Co., secretary 


rear: Henry Bond, treasurer and S. H. 


Atkinson, first vice president, New York State Retail Hardware 
Association and director Brooklyn Hardware Association. 


GOLDBERG AGAIN HEADS BROOKLYN DEALERS | 


More than 50 dealers, manu- 
facturers agents and salesmen, 
attended the annual meeting of 
the Brooklyn Hardware Associa- 
tion, held Thursday evening 
March 13, in the hardware store 
of Otto Herrmann, Inc., 6729 
Myrtle Ave., Glendale, Long Is- 
land, N. Y. I. B. Goldberg was 
reelected president. Sam Singer 
and A. Herrmann are first and 
second vice-presidents respective- 
ly. Ralph S. Allen, Diamond 
Expansion Bolt Co., and Henry 
Bond, were reelected as secretary 
and treasurer of the organiza- 
tion. Directors are: M. Zullow, 
John Starks, S. H. Atkinson, first 
vice-president, New York State | 
Retail Hardware Association and 
Edward F. Daily. The 1941 of- 
ficers were introduced and _ in- 
stalled by Mr. Atkinson. 





“One Man Listens” the sound 


film of Remington Arms Co., 
Bridgeport, Conn., illustrating 


the advantages of store modern- 
ization, good displays, related 
selling and the use of effective 
advertising aids was exhibited, 
the introduction being made by 
Jack Abell, representing Reming- 
ton Arms Co., Inc., and the 
Peters Cartridge Division. R. C. 
Schmitt, Ray-O-Vac Co., Madi- 


son, Wis., discussed “Modern 
Merchandising of Flashlights 


and Batteries” showing his com- 
pany’s display units. He said | 
three basic principles of selling 
are: complete services to the cus- 
tomer; visibility of product and | 
compactness of display. 
Refreshments were served after 


‘the meeting. 


Cunius Joins Supplee-Biddle 


As Toy-Sporting Goods Head 


The Supplee-Biddle Hdwe. Co., | 
Philadelphia, Pa., has announced | 
the appointment of Charles J. | 
Cunius to have charge of the | 
company’s toy and sporting goods | 
department and the transfer of | 
Floyd F. Trader to the purchas- | 





CHARLES J. CUNIUS 


APRIL 3, 1941 


turer of architectural and orna- 


ing division for some heavy hard- | 
ware lines such as roofing, paint, 
plumbing supplies, lamps, oils, | 
etc. Mr. Trader will also con- 
tinue as cutlery buyer. 

Mr. Cunius has been in the toy 
business for more than a dozen 
years and is well known through- 
out the trade. He was recently 
associated with the Tru Test 
Marketing & Merchandising 
Corp., Chicago. 

Supplee - Biddle sponsors the 
well known “Billy and Ruth” toy 
promotion. 


ERCO MFG. PURCHASES 
THORELL BRONZE WORKS 


The Erco Mfg. Co., 4241 N. 
Monitor Ave., Chicago, manufac- 


mental brass and bronze work, 
builders’ hardware, and hardware 
specialties has purchased the 
business of the Thorell Bronze 
Works, Chicago, IIl. 













YOUR STORE 
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7O PASS UP 
A BARGAIN 7? 


\7O, WOMEN don’t pass up bar- 

gains and Gibson gives them the 
biggest “bargain” in the industry — 
tomorrow's refrigerator, here today! 
j ...more frozen storage space, more 
moist cold space, more 100% usable 
shelf space, plus famous exclusive 
Chill-Drawer. 


Only Gibson Gives Women ALL These 
Extras 





And alert dealers aren’t pass- 
ing up the Gibson “bargain 
package” either . . . Gibson 
not only gives modern house- 
wives what they want, but 
also solves the step-up prob- 
lem, offers shortline mini- 
mum investment, takes you 
out of competition with ordi- 
nary makes. 6.45 cu. ft. 
special advertised at $94.95 
— see your distributor now! 


r } 


o 
-_ <= 
_ “= 


wd 
Biggest value, strong- 
est features! Big 16 x 
16 x 20 two-element 
oven . . . insulated 
Kookall deep-well 6- 
quart cooker steams, 
bakes, deep-fat fries. 
Kasy step-up line 
Starting at . « « « « 


XY AS he 


F. 0. B. Factory 
Recommende: 
Retail Price 

















Famous Super Freez’r Shelf 
Compartment. Provides 1098 
cu. in. for Quick-Frozen Ice 
Cubes, Frosted Desserts and 
Packaged Frozen Foods. 











GIBSON 


ELECTRIC REFRIGERATOR CORPORATION e GREENVILLE, MICHIGAN 
Export Office: 201 N. Wells St., Chicago, U.S.A. @ Cable Address: Cibselco, Bentley Code 


Mahers of Freez’ Shelf Refrigerators and Koohall Electric Ranges 
SEND YOUR INQUIRY TO CIBSON—IT WILL PROMPTLY BE FORWARDED TO YOUR GIBSON DISTRIBUTOR 


85 









Here’s Cool Cash 
WHEN TIMES GET HOT 


New “DeLuxe Modernistic 


WATER COOLER 








Don’t let the weather man get the jump on 
you. Order your DeLuxe Modernistic Water 
Coolers now and be ready for those certain 


summer sales. ... Body is finished in white 
Japanned, black trim, solid filled walls, gal- 
vanized reservoir, black bakelite knob on 
cover. Choice of push or lever-type faucets. 
ASK YOUR JOBBER’S SALESMAN 














|a house cool in summer because | 


Mechanical Air Conditioning Barred 


In Low-Cost Housing Projects 


Bureau 
AGE) 


(Washington 

of HARDWARE 
Tests conducted by the Bu- | 
reau of Standards show that | 
white or light-colored paint on | 
the outside walls tend to keep | 
they reflect, rather than absorb | 
the sunlight. Since mechanical 
aircooling or dehumidifying de- | 
vices are prohibitive in low-cost | 
houses, means for maintaining | 
comfort in hot weather must be | 
restricted to insulating the ceil- | 
ing or roof, using adequate shad- | 


|ing devices for windows, and | 


selecting proper paints and sur- | 
face coverings. 
Results of the study, conduct- | 


| ed as part of a research program | 


; on 


| 
| 


construction, also | 


showed that panels covered with | 


low-cost 


white paints were coolest and | 
those covered with lamp black | 
were warmest when exposed to! 
the sun. Other colors were found | 
to rate between white and black | 
in the protection afforded against | 
solar heat. 

Any dark paint will absorb al-| 


WARNER SKI TEAM WINS TROPHY 





| most as much of the sun’s radia- 


tion as black, and will markedly 
increase the temperature, the Bu- 
reau found. Surfaces such as 
walls, commonly covered with 
light shades of paints, were found 
to be only slightly warmer than 
those covered with white paints, 
but a dark trim color was found 
to be nearly as warm as black. 

Copies of the Bureau’s findings 
are contained in “Building Ma- 
terials and Structures Report,” 
obtainable from the Superinten- 
dent of Documents in Washing- 
ton, D. C. 


CRAIGHEAD NAMES SALES 
HEADS FOR “DEEPFREEZE” 


Willard L. Morrison, manager 
of the Deepfreeze Division, Mo- 
tor Products Corp., North Chi- 
cago, Ill., has announced the 
appointment of Norwood - D. 
Craighead as sales manager. Mr. 
Craighead is well known in the 
refrigeration industry having 
been associated with the sale and 


| promotion of major appliances 


for the past 18 years. 






Left to right are: Stanley Larson, manager, cutlery department ; 





































Thornton Pope, manager, sports department and Martin Olsen, 
advertising manager of the Warner Hardware Co., Minneapolis, 
Minn., who as “Warner’s Aces” brought back a ski trophy for 
the third consecutive vear. The team was runner-up on the 
local commercial park board league. 





SCHLUETER MFG. CO. 


ST. LOUIS. MO. 
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ADOPT STANDARD TESTING METHOD 
FOR HARD FIBER WRAPPING TWINE 


Phe technical committee of the 
Cordage Institute, 350 Madison 
Ave, New York City, has de- 
veloped a standard method of 
testing for tensile strength, etc., 
of hard fiber wrapping twine, 
which has been unanimously 


adopted by the Institute mem- | 


bers. It is proposed to have this 
method publicized by the U. S. 
Department of Commerce through 
the medium of amending the 
Simplified Practice Recommen- 


dation R92-38, inclusion in the | 


list of certified commercial stand- 
ards, or some similar method. 

The method includes the fol- 
lowing: 1. Machine. The machine 
shall be of the pendulum type, 
power driven, with dial or scale 
graduations in one pound sub- 
divisions. 

2. Speed of the moving head. 
The speed of the moving head of 
the testing machine under no load 
shall be not less than 12 in. nor 
more than 14 in. per minute. 

3. Capstans and distance be- 
tween centers. The  capstans 
shall be not less than 2 in. nor 
more than 3 in. in diameter and 
the distance between their cen- 
ters shall be not less than 18 in. 
nor more than 24 in. 

1. Method of holding  speci- 


mens for test. The number of | 


wraps around the capstans shall 
he no more than are necessary 


CUTLER-HAMMER MOVES 
INDIANAPOLIS OFFICE 


Cutler-Hammer, Inc.,  Mil- 
waukee, Wis., manufacturer of 
control equipment has moved its 
Indianapolis sales office to 241 
N. Pennsylvania St., that city. 


G. E. Hunt is sales engineer in | 


charge of the Indianapolis office. 


POT AND KETTLE NEWS 


An ovation was accorded Pres- 
ident Carl H. Hobson of the Los 
Angeles Pot & Kettle Club on 
March 3 when he appeared for 
his first meeting after a long 
illness. An unusually large 
gathering turned out to greet 
President Hobson and _ special 
floral decorations adorned the 
tables. Visitors at the meeting 
included George H. Griffiths, 
president, Harpware Ace; M. E. 
Wyckoff, president, Hardware 
World; Martha Fuller, Hard- 
ware World, and George Watson, 
Manning, Bowman & Co. 

At the meeting of March 11, 
Lynn Hall presented Robert G. 
Budrow, who addressed the meet- 
ing, speaking on Mexico, its 
political, social, and economic 
phases of the Mexico of today. 
Among the visitors were Jack 


APRIL 3, 1941 


to prevent breaks occurring at | 
the holding device (clamp or | 
cleat) or on the capstans. 

5. Conditioning of test speci- 
mens. Tests for yardage and ten- 
sile strength may be made under 
existing atmospheric conditions, 
but in cases of disagreement, re- 
tests shall be made on twine con- 
ditioned for not less than 24 
hours in an atmosphere of 65 | 
deg. +2 per cent relative hu- 
midity, at 70 to 80 deg. F. and 
tested immediately thereafter. 
The testing machines used need | 
not be in the conditioning room. 

6. Number of tensile strength 
test specimens. Fifteen breaks | 
| shall be considered necessary to | 
| characterize size, ply, and kind of 
|twine. Specimens for test shall | 
be selected so as to fairly repre- 
| sent the lot. 

7. Yardage determination. | 
Three yardage determinations | 
shall be considered necessary to | 
| characterize a particular size, ply. 
| and kind of twine. The length of | 
| yardage determination will vary | 
| with the number of plies as fol- | 
| lows: l-ply, %4 Ib.; 2-ply, % Ib.; | 
| 3-ply, 4 lb. In other words, in | 
making a yardage determination | 
on l-ply length equal to one- | 
quarter the nominal length will | 
be used, on 2-ply, one-half the | 
nominal, ete. 


Laughman, H. Boker & Co., Al | 
Leeds, Harper & Reynolds Corp., | 
and Wayne Wilson, Western | 
| Auto Supply Co. 


| 


| REPRESENTS CHAMPION 
| HDWE. IN SOUTHWEST | 


Edward G. Adams has been 
| appointed representative for the 
| Champion Hardware Co., Geneva, | 
| Ohio, covering the states of | 
Texas and Oklahoma: Mr. Adams | 
also represents the McKinney 
Mfg. Co., Pittsburgh, Pa. 








EDWARD G. ADAMS | 


CHE NEY JUNIOR 
SALES MAKER 


You have a choice of two Cheney Sales Maker display- 
demonstrators—the Junior Sales Maker, shipped with 
introductory orders of 2 dozen Cheney Nailers and 
the regular Sales Maker with orders of a dozen or more 
Cheney Nailers. These Sales Makers are doing a fine job 
in hardware stores—everywhere, building a permanent 
quality hammer business in many, many stores. Your 
customers can try the Cheney Nailer in actual work, 
right in your store and learn in a practical, first-hand 
way the wonderful values of this outstanding hammer 
—the only hammer with a nail holding device. Let your 
customers drive a few nails in the Sales Maker; it makes 
them pleased, satisfied owners of Cheney Nailers. 


Order a few dozen Silver King Cheney Nailers 
today and be sure and ask for a Cheney Sales Maker. 


HENRY CHENEY HAMMER CORP 


LITTLE FALLS * NEW YORK 


GET MORE HAMMER SALES WITH THE 


CHENEY NAILER “item 











UNION HARDWARE OFFERS 


G VALUES 
por Open House 








RED DEVIL | es 
ROLLER SKATES | 
ee 


@ New translucent red, nickel 
finish 

@ Streamlined toe clamps 

@ Double Ball Bearing Wheels 

@ Sturdy for lasting service 

@ Flexible for easy riding 


MATCHED 
TACKLE SET 
2 RODS-PRICE OF 1 


One 8!/, foot Fly Rod and one 
5 foot Casting Rod, matched and 
balanced. Made of seamless tubu- 
lar steel. Action of bamboo, 
strength of steel. Extremely light 
weight. Your opportunity to in- 
terest customers in both fly fishing 
and bait casting. 












Order through your jobber. If he 
cannot supply you, we will gladly 
give the name of your nearest dis- 
tributor handling these “Open 
House” Specials. 











HARDWARE COMPANY 
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TORRINGTON, CONN 






























GIFFORD K. SIMONDS 


Gifford K. Simonds, president 
of Simonds Saw and Steel Co., 
Fitchburg, Mass., died March 20 developing West. 
in Brookline, Mass. He was 60| ‘In 1928, when the wholesale 
| firm was liquidated, Mr. Hall 
| established himself as a manu- 
| facturers agent handling manu 
facturers sales. As Hall & Loven- 
| thal this firm will continue un. 
| der the management of his sur- 
viving partner. 


| and attained national prominence 
|in the development of cooking 
jand heating appliances for the 


__ OBITUARIES 


CHARLES P. STILES 

Charles P. Stiles, 62, vice- 
president and secretary of the 
Ilion Hdwe. Co., Ilion, N. Y., 
passed away suddenly of a heart 
attack while serving a custome! 
at the store. 

Mr. Stiles was a well known 
New York state hardware man: 
a past president of the Mohawk 





Valley Hdwe. Dealers’ Associa 
tion and a past president of the 
New York State Retail Hard- 
; ware Association. Born in Birds 
| years old and had been actively | aj), N. Y., Mr. Stiles, shortly 
associated with the Simonds Co. 


GIFFORD K. SIMONDS 


, after completing his education 
| for tl years, during which he net So atk. fen Goethe & Sol 
|served for various periods as logg Hdwe. Co. in Mt. Morris, 
where for nine years previous to 
going to Ilion, he was a membei 
of the firm. 


treasurer, director, general man- 
ager and president. He was 
actively interested in other com- 
panies, also in banks in both}; = = __ 
Fitchburg and Boston and was a 


A. L. BLACK 
member of many clubs from 


Miami Beach, Fla., to Marble Arthur Lewis Black, 59, who 
head, Mass. for 20 years was president of 
\ noteworthy accomplishment the Coffeyville Mill Supply Co., 
lof Mr. Simonds was the origina- | passed away recently. His widow 
ltion of the idea and the con-| and two daughters survive. 
struction and operation of the | 
controlled conditions windowless 
| plant at Fitchburg, Mass. 
| Mr. Simonds was married in 


GEORGE W. SKIDMORE 

| George W. Skidmore passed 
, | away at his home in Elizabeth- 
(910 to Ruth (Woodward) town, Ky., March 11, of a heart 








Simonds who with four children, 
two boys and two girls, survive 
him. 


“¥ 
| attack. Mr. Skidmore had served 
|as president of the Kentucky 
| Hardware and Implement Asso- 


ciation in 1931. His two sons 


survive. 
HARRY F. HALL 

Harry F. Hall, factory agent 
for hardware and heating appli- 
| ance manufacturers and for many 
| years previously an executive | 
| with the wholesale firm of Hol- | 
| brook, Merrill & Stetson, passed | 
| away at his home in San sa 
| cisco at the age of 71. | 
| Mr. Hall went to San Fran- | 
cisco as a young man and started 
| with Holbrook, Merrill & Stetson | 
in 1886. Later he traveled in | 
Arizona and the San Joaquin | 
Valley and early in the century 
became manager of the stove and 
heating department, a principal 
interest of the firm. He was 
among the best informed buyers 








in his line on the’ Pacific Coast GEORGE W. SKIDMORE 
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SEYMOUR N. SEARS 

Seymour N. Sears, vice-presi- 
dent of the Tucker Co., 74 Mur- 
ray St., New York City, manufac- 
turer of tools, passed away 
March 19 in the Victoria Hos- 





SEYMOUR N. 


SEARS 


pital, Miami, Fla. He was 63 
years old and had been in poor 
health for some time, having suf- 
fered two amputations within re- 
cent years. 





| which was the 


Mr. Sears had been associated | 


with the Tucker Co. since 1904 


and had been vice-president of | 


the company since 1905. The 
company’s New England district 
was in his charge. Previously he 
was with the firm of Miller, 
Sears & Walling, a hardware 
manufacturers’ agency. 
Throughout his long hardware 
career Mr. Sears’ 
behalf of salesmen’s 
tions gained for him a _ nation- 
wide reputation. Giving freely 
of his energies and money to 
the furtherance of 
activities, he was one of the 
energetic leaders in the 
National Council of Traveling 
Salesmen of which he was a for- 
mer president. He was once ap 
pointed by former President 
Herbert Hoover as a representa- 
tive of traveling salesmen on a 
special business advisory com- 
mittee. As a founder and the 
first president of the Hardware 
Boosters, New York City, he 


activities on 
organiza- 


salesmen’s 


most 





was largely responsible for the | 


growth of that organization, serv- 


ing as Chief Booster for the first | 


five years of its existence. He 
past-president of the 
Square Club, New 


was also 
Hardware 











attained the 
Chaplain of the 
Lodge of Cliffside. 

Mr. Sears leaves a son, Wil- 
liam Sears, associated with the 
Tucker Co., and vice-president 
of the company since Jan. 


circles 





A. J. LINDEMANN 


A. J. Lindemann, 86, found- 
jer of the A. J. Lindemann & 
| Hoverson Company, Milwaukee, 
| Wis., past president and chair- 
| man of the board, passed away 
| March 12. 
| Born in Hamburg, 
| 1854, he came to Milwaukee with 
| his parents at the age of nine 

years. Upon graduation from 
| the Milwaukee High School he 
| was apprenticed as a_tinsmith, 
became an expert workman and 
as a journeyman worked a few 
years in the coal mining regions 
of southern Illinois. Returning 
| to Milwaukee he 
| retail 1875 


hardware store” in 


present stove manufacturing 
plant. 

Mr. Lindemann was thorough- 
ly versed in the technical side 
of the 
innovations in stove manufacture 
which are standard 
the industry today. 
ly civic 


business, 


practice in 
Outstanding- 
minded, he gave con- 
siderable 
tional affairs; served as_presi- 
dent of the School Board, was 
one of the founders of the Mil- 
Trade School, president 
of its special board as well as 


waukee 





LINDEMANN 


A. J. 


York, and past grand counselor | of the Continuation School Man- 


of the United Commercial Trav- | 
| ident of the 
Mr.| Board of Managers of the St. 


elers. 


New Yorker, 


A native 


was vice-pres- 
State 


aging Board. He 
Wisconsin 


Sears was actively interested in| Louis World’s Fair in 1903, di- 


political developments. For 25| 


served as the 
lican County 
from Cliffside Park, 
County, N. J., and in 


years he 


Repub- 


Bergen 
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Committeeman | 


rector of the National Manufac- 


turers Association, and delegate 
to the London First Worid’s 
Power Conference at Wembly 


Masonic | Park in 1924. 


office of | 
Whitehead | 


| 


March 26, | 


started a small | 


foundation of the | 


pioneering many | 


of his time to educa- | 


| 











LIFE’S LITTLE UPSETS 


HaeniPsen 





--- and how ont turn 
up sales for YOU! 























ZOOM! BIG AIRPLANE CRASH in living room! 
Casualties: one ash-stand and one freshly vacuumed 
rug. Results: Sales of Bissell Sweepers. 

Every month, a fresh catastrophe pops up in 
Bissell ads . . . and every month three to five times 
more people read these lively Bissell stories than 
read other ads the same size, running in the same 
magazines! 

When you think of the circulation the Bissell adver- 
tisements now enjoy . 22,837,757 in 22 leading 
national magazines . . . that’s people! 

During 1941, Bissell will be sending out a total of 
114,189,400 sales messages, reaching practically all 
of your sweeper customers. Swim with the tide of 
consumer acceptance. Tie-in with Bissell advertising 
and clean up on Bissell sales! 


THESE BISSELL POINTS MAKE SALES! 

% > 
ys 1. BISSELL'S EXCLUSIVE Hi-Lo Brush 
Control adjusts itself automatically 


K\ to rugs of any nap-length. 


2. BISSELL'’S “‘STA-UP’”’ Handle won’t 
fall on floor when left for a moment 
or parked in closet. 





3. ALL BISSELL sweepers empty with an 
easy thumb pressure. Modern styling 
\ adds to their “eye-appeal.”’ 


oy al 


4. WOMEN BUY more Bissells now than 
ever, using them for daily clean-ups, 
saving vacuums for weekly cleanings. f 








FEATURE BISSELL—TALK BISSELL— 
MAKE MONEY WITH BISSELL! 


BISSELL CARPET SWEEPERS 


GRAND RAPIDS, MICHIGAN 


























NATIONAL GYPSUM COMPANY 
ACQUIRES “GIMCO” ROCK WOOL 


fibre vapor-proof — liner; 
Handi-batts of thickness 
without a liner; single, double, 
and triple thick blankets sealed 
with a vapor-proof fibre-skin pa 


The National skin, 
juffalo, N. Y., 
the purchase of the assets of the 
Mi inu 


makers of 


Gypsum Co., 


has announced wall 


General Insulating and 


facturing Company, 


“Gimeo” reck wool products. The | pet side, with a heavy 


National’s 


duction facilities to 21 plants by 


on one 
crepe paper on the other; loose 
All these products will 


move imcreases pro 


pouring. 


the addition of rock wool plants! be sold under the Gold Bond 
in Alexandria, Ind.; Dover, N.| brand name through regular 


J., and Dubuque, Iowa. dealer channels. 


The brand name “Gimco” will 
retained by a separate 
Merchandising and 


promotional plans for this brand 


These three plants will manu 
facture a complete line of “Gold | be sales 
Bond” rock 
cluding: double and triple thick 


batts backed 


wool products in- | organization 


rock wool with a| will continue as heretofore. 





CLEVELAND SALES MGR. land territory 
FOR YOUNGSTOWN im 2400) Terminal 
SHEET & TUBE Cleveland, Ohio. 
Sheet 
Youngstown, Ohio, has 
appointment of | 


with headquarters 


suite Tower. 


and | 
N. Y. PURCHASING AGENTS 
ELECT PRESIDENT 
Thomas I. Savage of the Mur- 
phy Varnish Co., Newark, N. J., 


has been elected president of the 


The Youngstown 
Tube Co.. 
announced the 


Mr. 


Savage succeeds as president of 


sociation’s headquarters. 


former purchasing agent of the 


Manufacturing Company. 

Other officers elected 
Walter E. Cummin of the White 
Laboratories as 
James L. Crosbie of the 
Folder Co. as a member 


and 
Dexter 
of the executive committee. 

The Purchasing Agents 
ciation of New York 
the afhliated 
National Association of Purchas- 
Agents 





F. A. OHLMSTEAD is one of 


associations of the 
Frederick A. Ohlmstead as dis 


trict sales manager of its Cleve- | ing and comprises a 


the association John D. Leeson, | 
| but 


Radiotron Division of the R.C.A., | 





large majority of the industrial 
buyers of the Metropolitan Dis- 
trict in New York. 


O’KAIN GEN. SALES MGR. 
FOR W. R. CASE & SONS 


J. Russ#ll Case, president and | 
general manager of W. R. Case | 
Bradford, | 


Pa., has announced the appoint- | 


& Sons Cutlery Co.. 


ment of John O’Kain as general 


sales manager. 
Cornell University, Mr. O’Kain 
worked for a number of years 


for various telephone companies 
and highway contractors as as- 
construction 


1930 he became 


sistant 
dent. In 


A graduate of | 


superinten- | 


asso- | 


ciated with the Belmont Quad- | 


rangle Drilling Corp. as geologist, 
later becoming production en- 
gineer, sales manager, and finally 
assistant secretary in charge of 


| the land and legal department. 


| 
| 


Purchasing Agents Association 
of New York, 120 Broadway, | 
N. Y.. at a meeting at the as- 


| 
| 
} 
| 
| 
| 


were | 


vice - president | 


Asso- | 


He entered the employ of the 
Case organization in 1940 as cost 
accountant and was elected a di- 
rector, assistant secretary and 
assistant treasurer in January. 


N. Y. HARDWAREMEN HOLD 
ST. PATRICK’S LUNCHEON 


The annual St. Patrick’s lunch- 


| eon of the Hardware Trade As- 


sociation of New York was held 
the day after St. Patrick’s Day 
was nevertheless definitely 
associated with the patron saint 
of Ireland. More than 40 mem- 
bers and guests enjoyed corned 
beef and cabbage, beer served 
in small sized pails and smoked 
old fashioned clay pipes, at the 
party which was held March 18, 
at the Railroad Machinery Club, 
30 Church St., New York City. 

The meeting was presided over 


Retires After 56 Years 
With Same Company 





JOHN E. SCHMIDT 


Who has served the Frank 
Geele Hardware Co., Sheboygan, 
Wis., for 56 years, has resigned 
his position there to take a well- 
earned vacation. A member of 
the Harpware Ace Fifty Year 
Club since its inception, Mr. 
Schmidt was secretary and gen- 
eral manager of the Geele com- 
pany for the past 25 years. 





CENTRAL STATES’ 
CHICKEN DINNER 


The Central States Hardware 
| Club will hold its third annual 
| dinner party and entertainment 
for members and guests, Sunday, 

April 20, at the Chisca Hotel, 

Memphis, Tenn. This party, at 
which a genuine southern chicken 
| dinner will be served, will be 
given in the Chickasaw room of 
| the hotel. The date, April 20, 
| is just prior to the convention 


by M. C. Harriman, American of the Southern Jobbers and 


Steel & Wire Co., president of | American 


the organization. 


Hardware Manufac- 


{ turers’ associations. 
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York Retail Hardware Association. 


M. Alec Common, Syracuse, new president, and at Mr. Ausman’s left is James H. Couden, Manlius, secretary. 
left is Fred H. Wagner, Liverpool, vice-president, and at Mr. Wagner's left is Alan Palmer, Marcellus, treasurer. 
the association’s officers for 1941. 


CENTRAL NEW YORK HARDWARE DEALERS AT MEETING 





This group of retail hardware dealers assembled at the Onondaga Hotel, Syracuse, N. Y., for the annual meeting of the Central New 
In the front row center is Donald D. Ausman (gray suit), retiring president. At his right is 


At Mr. Couden’s 
They constitute 
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During National Hardware Open House 


~ LUTHER 





(MAKE SALES SPURT \ 





Special Values 















Special 
Value! 


Retails 
t...$4.50 


B225G Grinder 
Supplied with Bab- , 
bitted Bearings and . \ 
Wheel Guards 5 } 





This sturdy, efficient grinder is equipped with 
5x1x14” wheels. Diameter of pulley 174”x14”. 
Height from base to center of spindle 4 5/16”— 
distance between wheels 
6”—bench size 334”x514” 
—diameter of spindle in 
bearings 9/16”—diameter 
of spindle between 
flanges 14” — length of 
spindle 934”. Weight 
12! 2 lbs. 


SPECIAL VALUE! 


No. 155 Grinder with Dimo Grit 
Hi-Quality 5x1" Vitrified Wheel 
Needed by every mechanic and 
farmer—a high-grade grinder that is 
super-quality throughout and reason- 
ably priced. Weight 6% lbs. Helps 
Dealers Outsell Competition at Regu- 

lar Margin of Profit. 





Retails 
at 
$2.59 





Special 
Value ! 
a 15c 
Retailer 


This large size (7”x2”x34”) No. 17 Sharpening Stone is a real value. 
Medium grit on one side, fine grit on the other. Stones are sealed in indi- 
vidual cellophane wrappers to keep them clean and new looking. Packed 
1 doz. in carton. Shipping weight, 10 lbs. per doz. 


A 69c 
Retailer 








Full Sized Heavy Duty Abrasive File No. M53 


Made of highest quality, electric furnace, artificial abrasive grain, fully vitri- 
fied. Ideal sharpening tool for edging up mower sections, discs, lawn mow- 
ers, shovels, axes, hoes, and all other farm tools. Shipping wt. per doz., 
20 Ibs. 





GRINDER AND 
TOOL COMPANY 


LUTHE 


FOND DU LAC, WIS. 


APRIL 3, 1941 
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EASY TO SELL...AND 
THEY STAY SOLD 


To make sure of those “repeat orders” sell your cus- 
tomers Greenlee Tools. You'll have little selling to do 
and you can be sure thdt even the most particular 
customer will be satisfied with the quality of Greenlee 
Tools. Just hand your customer a Greenlee Tool and 
he'll be quick to see its advantages. 


There’s a complete line of Greenlee auger bits, all made of 
high-grade steel, with an accurately pitched screw, ample twist, 
and with smooth, fast-boring cutting edges, and polished to a 
fine finish. Or there’s the Greenlee Setfast Expansive Bit which 
will be popular with any customer because it is so easy to ad- 
just, because it holds its cutting edge under long and hard use, 
and because of its fast, easy boring features. The popular 
Greenlee Push Drill is a tine looking tool sturdily constructed, 
with either the all-transparent handle or wood handle, which 
will be a fast selling item to either the home craftsman or the 
professional worker. 


These tools and the other Greenlee Tools can mean extra 
sales for you. For more information about the Complete Line of 
Greenlee Tools for the Woodworker, Electrician, and Plumber, 
write today! 


Greenlee Tool Go. 


1715 Columbia Avenue 
ROCKFORD, ILLINOIS, U.S.A. 


















SALES OF 1.619 INDEPENDENT RETAIL HARDWARE DEALERS IN UNITED STATES 


February, 1941 





Dollar Sales 
Per Cent Change 




















Vumber Feb., 1941 Feb., 1941 
of Firms vs. vs. February, February, January, 
States by Regions Reporting Feb., 1940 Jan., 1941 1941 1940 1941 
Vew England 84 +13 1] $507,228 $448,915 $568,443 
Maine i] +14 7 41,815 36,810 44,904 
Vermont and New Hampshire 12 2 14 107,881 106,030 126,095 
Massachusetts 42 +14 7 240,399 211,606 257,534 
Rhode Island si 
Connecticut 12 +12 22 51,254 45,845 65,766 
Viddle Atlantic 19] +14 -2 631,060 555,021 643,347 
New York 27 +13 13 73,934 65,468 84,608 
New Jersey Panne 7) +10 6 37,962 34,582 40,423 
Pennsylvania : 155 +14 + F 519,164 454,971 518,316 
East North Central , aor 144 +15 5 1,362,148 1,181,073 1,434,368 
gl eee 137 +12 7 500,129 445,513 501,511 
Indiana 70 +24 + 3 194,519 156,700 188,708 
Illinois 92 +15 6 276,746 240,876 294,399 
Michigan 412 +17 -13 145,805 124,603 167,987 
Wisconsin 103 +15 13 244,949 213,381 281,763 
West North Central 26 9 3 538,958 492,296 556,067 
Minnesota 29 l - 8 87,312 87,941 95,282 
lowa 63 2 ll 143,580 146,874 160,563 
Missouri 60 +31 + 4 136,869 104,562 131,238 
North Dakota oe 10 +24 l 16,060 12,977 16,201 
South Dakota ws « eam ow.  £xzQapeee o “liao @teeaeue 
Nebraska 48 2 6 63,371 62,226 67,097 
Kansas 54 +-18 + 7 85,527 72,308 79,604 
South Atlantic 73 19 6 398,641 335,800 422,887 
Delaware ° ; 
Maryland 5 testi ; 
Virginia 10 1-13 3 60,094 52,974 61,983 
West Virginia 1d ee y 
North Carolina . 
South Carolina 10 + 8 — } 65,951 60,812 66,429 
Georgia 21 +-44 + ] 104,427 72,305 103,829 
Florida 20 +1] 16 124,645 112,393 147,776 
East South Central 32 +-28 + 3 186,084 145,593 180,673 
Kentucky . rer 
Tennessee 9 +.33 +-]] 71,659 53,786 64,790 
Alabama 13 +30 — § 72,264 55,582 76,037 
Mississippi - fas’ Sree  « eudeenain 
West South Central 120 1 3 7 541,322 527,792 579,537 
Arkansas 16 +-10 +2 67,864 61,687 66,742 
Louisiana 5 +18 +}1 31,788 26,831 28,725 
Oklahoma 38 t 6 1] 103,974 98,221 117,065 
Texas 61 — ] 8 337,696 341,053 367,005 
Vountain 99 1+. 8 1 f 525,995 486,900 524,988 
Montana F 26 +12 +11 131,869 117,970 119,188 
Idaho 19 1 3 +15 77,800 75,869 67,560 
Wyoming wed . 
Colorado 24 +-14 +- 6 49,916 43,811 46,877 
New Mexico ° 
\rizona a 10 7 —18 120,357 112,130 146,549 
Utah ee ae Pe ee ee , 
Nevada ° 
Pacific 307 +13 5 1,355,193 1,201,183 1,419,491 
Washington 39 +-32 +- 6 193,560 146,521 183,462 
Oregon ee 33 +-30 +17 158,290 122,179 135,502 
MIN. oc), 5: 5 dia we awe aes 235 + 8 9 1,003,343 932,483 1,100,527 
TOTAL . 1619 +13 4 $6,046,629 $5,374,573 $6,329,801 
Chicago, Tl. F 13 1 g 9 31,516 28,911 34,660 
Los Angeles, Cal. See 37 +10 5 173,986 158,314 183,267 
Portland, Oregon 10 +50 +22 23,483 15,664 19,321 
San Francisco, Cal. ns 24 1. J 21 86,549 85.892 108,984 


* Note while stores in these states are included in grand total, figures for these states are not shown on this chart because 
of insufficient data. (+) Indicates change of less than 0.5 per cent. Compiled by Bureau of the Census, U. S. Department of 
Commerce. 
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Illinois Association Holds 


44th Annual 


Convention 





Left to right, front row: Roger Yontz, Chrisman, retiring president; 
Wm. Swanson, Peoria, president; Walter Thomas, O’Fallon, vice-presi- 


dent. 


Rear row: F. W. Lietz, Buckley, director; P. Soukup, Elmhurst, 


board member; H. A. Dornbos, Wilmette, director; C. E. Merkel, Quincy, 
board member; Chas. Schaffner, Herrin, director, and C. G. Gilbert, 
Oregon, managing director. 


HE 44th annual convention and 

trade show was held by the IIli- 
nois Retail Hardware Association, 
Feb. 25-26-27 at the Hotel Sherman, 
Chicago. 

The convention committees were 
as follows:—Exhibits, Wm.  H. 
Althoff, West McHenry, chairman; 
Fred Ruhling, Chicago; H. W. 
Giessing, East St. Louis; Don Wil- 
liams, Streator; Henry Bock. Oak 
Glen, and Bryan Cole, Sidney. The 
Entertainment Committee had as its 
chairman Wm. Swanson of Peoria. 
Other members were Burl E. George, 
Spring Valley; Les. F. Johnson, La 
Grange; Ray Bachmann, Park 
Ridge, and Phil Panfil, Chicago. The 
Program Committee was headed by 
F. W. Lietz, Buckley. Other mem- 
bers of the committee were Joe 
O'Neill, Lake Forest; Hugh M. 
Kelly, Waukegan; Vern Massey. 
Dixon, and W. G. Frey, Beardstown. 
Other important committees were 
the Nomination Committee, Carl 
Merkel of Quincy. chairman; Reso- 
lutions Committee. Walter Thomas 
of O'Fallon. chairman; Place of 
Meeting Committee. Phil Soukup 
Jr. of Elmhurst, chairman; and the 
Auditing Committee, Chas. Schaf- 
fner of Herrin. chairman; Ladies 
Entertainment Committee, Mrs. 
Roger Yontz of Chrisman, chairman. 


1941 


APRIL 3, 


The convention opened with the 
President’s luncheon which was held 
in the Louis XVI Room of the con- 
vention headquarters. Ben Schroeder 
gave the invocation. Roger Yontz 
then followed with the President’s 
message. 


“What's Ahead” 


The highlight of the luncheon was 
Dr. Alfred Haake’s talk, “Be Pre- 
pared — What’s Ahead For Busi- 
ness.” Dr. A. P. Haake, furniture 
association executive and economist, 
spoke about free enterprise vs. cen- 
tralization of power within the gov- 
ernment. 

His talk was vivid, particularly so 
when he drew a parallel between 
what is happening here in the 
United States and what has _ hap- 
pened in Europe. 

“Peoples do not voluntarily give 
up their liberties or deliberately de- 
stroy their well-being.” Dr. Haake 
went on to say. He spoke of free 
enterprise, defended capitalism and 
brought home the point that under 
this system the greatest good is done 
the greatest number. 

“Capitalism.” he explained, “is 
sadly misunderstood.” America’s 
position today. in respect to its faults 
was another factor presented in his 





talk. Three essential factors that 
contribute to prosperity were out- 
lined. First, to encourage consumer 
buying: second, encourage invest- 
ments and expand enterprise; and 
third, improve labor relations. 

In regards to improving labor re- 
lations, Dr. Haake compared the two 
labor unions. A.F.L. and the 
C.L0., with the United States Army 
and Navy. What if one union were 
the Army and the other union the 
Navy, he asked. The parallel 
being that we would get nowhere 
as a nation if we were to fight and 
pull against each other as is the 
case with the unions today. 

President Yontz called the 
Wednesday, Feb. 26, session to order 
at 9.45 a. m. in the Grand Ball- 
room located just off the main ex- 
hibit hall. H. Clay Latham of Hills- 
boro spoke on Major Appliance 
Selling. His talk was of great inter- 
est, with many helpful hints offered 
in the way of selling higher priced 
items to the public. 

The possibilities of selling glass 
was taken up by A. J. Daly of the 
American Window Glass Co., Chi- 
cago. Pending legislation was the 
topic of Joe Meek’s talk. Dr. Pres- 
ton Bradley. well known author and 
speaker, spoke on confidence and 
how it makes for success. The title 
of his address was, “Confidence 
in Ourselves and Main Street.” An- 
nouncements of general interest fol- 
lowed and the session was adjourned 
to visit the exhibit halls. 

The afternoon of Wednesday, Feb. 
26, the past presidents of the asso- 
ciation met in the Old Town Room 
for the annual past 
luncheon. A ladies’ luncheon was 
held the same day at the Field’s 
tea-room and a special style show 
was offered. 


president's 





WRAP MERCHANDISE NEATLY 
AND SECURELY , PACK BAGS 


CAREFULLY 7 
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Well wrapped merchandise 
enhances the value of the 
purchase 
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our Tow 


POPULAR PRICED 


POWER MOWERS 


Sell TORO and you sell the BEST—best for service 
to your customers—best for your profits and customer 
good will. In the two lines shown here is a mower for 
any home or institution. 


HOMELAWN 


r\ 18” and 21” 


FOR LAWNS FROM 
%, ACRE AND UP 









A splendid up- 
to-date mower 
... streamlined 
steel construc- 
tion . . . does a beautiful job of cutting. Thousands in 
daily service throughout the mowing season. 


STARLAWN 









24”, 27" ; pe 
fi 
and 30” | SW Hu 
FOR LAWNS , 
FROM 
142 ACRES 
AND UP 


Here's a new 
heavy-duty 
Power Mower 
built up to modern engineering standards and at 
popular prices. Steel construction for long life and 
smooth cutting. 


WRITE FOR BEAUTIFUL CATALOG AND OUR 
INTERESTING DEALER PROPOSITION 


pe) eo 


leis Nome el di, lemeie) ite] 7-wale), 


MOWING MACHINERY SPECIALISTS FOR OVER 20 YEARS 
MINNEAPOLIS MINNESOTA 
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GEORGE A. MARTIN, 
chairman of the board of The 
Sherwin-Williams Co., Cleve- 
land, Ohio, and regarded as 
the dean of the paint industry, 
is 75 years of age and has been 
identified with the paint busi- 
ness for over half a century. 
Mr. Martin was born in Mon- 
tello, Wis.. on November 7, 
1866, and started to work at 
the age of 12. In 1887 he be- 
gan the manufacture of paint 
specialties for locomotives and 
other railway equipment. In 
1891 he joined the Sherwin- 
Williams Co. as manager of 

GEORGE A. MARTIN the Calumet Paint Company 

division in Chicago. In 1898 he 
became manager of the western district and three years 
later went to Cleveland as head of the company’s mining. 
smelting, linseed oil and can manufacturing operations. 
He became vice-president of the company in 1916, general 
manager in 1921, president in 1922 and chairman of the 
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Hardware Age 
Fifty Year 
Club 


board in December, 1940. He has been a bank director | 
but has not held political or association offices. His 
principal hobbies are ranching. baseball and golf. 


| 
A. S. GREENE, formerly | 
of A. S. Greene & Son, 
Prophetstown, IIl.. is 74 years 
of age and when he retired 
last year had spent 52 years 
in the hardware business. Mr. 
Greene was born on December 
19, 1866, and in September. 
1888. went into the business 
with his father under the firm 
name of J. J. Greene & Son. 
In 1891 he took over the busi- 
ness under the name of A. S. 
Greene Hardware. In 1926 his son became a_ partner 
and the firm name was changed to A. S. Greene & Son. 
[he business was sold on September 16, 1940. Mr. Greene 





A. 8. GREENE 


has been president of the local Boosters Club, president 
of the local Red Cross and chairman of committees for 
selling bonds and raising money during the first World 
War. He has been city treasurer, school director. drain- 
age commissioner for two counties for 13 years and drain- 
age treasurer for 10 years. He is county supervisor and 
has held that office for 17 years. He has been secretary 
of the Republican County Committee for 10 years and a 
delegate to the Republican county, senatorial, Congres- 
sional, State and National conventions. Since his playing 
days in baseball and football in high school and college 
he has been an enthusiastic fan in both sports. His prin- 
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RUBBER COMPANY 


SELECT 
TUCKER’S LINE 


YEAR AFTER YEAR 
* 


TUCKER DUCK AND 


a 


Merchants throughout the country will tell you that 
Tucker’s is the best all around line for the money. 
Best because it’s sturdy, well built, colorful, and 


saleable. 
Tucker's | 
No. 90 ——— 
left, and «@ mH ere 
me. 3S. | T j 
right, are i = . _’ 
both 
steady = , 
popu- yy 
lar_ sellers ay 
that fit in x 
any place. ‘ 








Comfortable, styled right and priced right. These 
colorful “Peerless” lawn chairs with hardwood 
frames will make a hit with every member of the 
family. Well rounded corners, smooth edges and 
low prices. Convenient to fold and “put away”. 
Variety of colors. 


TUCKER’S 
PEERLESS 


COT 


FITS! 





Whether your cot require- 
ments call for the “wide open 
spaces” or an extra cot around 
the house, you4l find Tucker’s 
fills the bill. Solidly built of 
hard wood and reinforced 
with “S” irons. 


THE NO. 85 ECONOMY CHAIR 


Made of hard wood, no metal 
exposed, fold flat, stack flat. 
Sturdy and yet not too heavy. 
Three sizes; adult, medium 
and juvenile. 





Write for new illustrated catalog. 
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Orr. HA 4 FORT SMITH, ARKANSAS 











FASTER SELLERS 
witha REAL PROFIT 














More than a million women 
will buy house or garden 
gloves this spring, and their 
first choice will be the new 
No - Slip SWAGGERETTES. 
Why? Because they’re dif- 
ferent. They're comfortable. 
They do not bind the hands, 
and slip on and off so easily. 
SWAGGERETTES are the 
fastest-selling 49c glove on 
the market. 


* 

If you want your share of 
this market, - if you want 
fast-turning merchandise, — 
~-display SWAGGERETTES 
in your windows - put them 
prominently out front. They 
will sell themselves. 


@ Retail Value, doz. . $5.88 
@ Your Cost 3.60 
@ Your Profit, doz... $2.28 


Your favorite jobber can supply 
you. Order today! 


THE 


PERFECT HOUSEHOLD 
AND GARDEN GLOVE 


FABRIC LINED — 
RUBBER COATED 











The Handiest Glove 
Euer Made 


BACKED BY 
YEAR ‘ROUND 
NATIONAL 
ADVERTISING 









10,000.000 
National Advertisements 
CREATE DEMAND And 
QUICK SELL-OUTS FOR YOU 





SALES HELPS FREE! 


Packed in attractive 3-color counter display box. 
Window streamers, consumer folders. advertising 


cuts, and mats free of charge. 


OPEN HOUSE WEEK 
SPECIAL DEAL 


AND FOR THE MEN TOO! Men find hundreds of uses for the 
Handy-Man Glove. Same soft fabric lining. same sturdy rub 


ber outside as 


jobber 





a9 . Order S 
Get a special low price on Handy-Man. Your cost 


from your 


until April 15 only $3.15. 


Featare Them at Reduced Prices 
For Open House Week 


EDMONT MANUFACTURING CO. 


|Kobaatelats SNAG-PROCT* WATER-PROOF * DIRT-PROOF GLOVES 





508 ORANGE STREET 
COSHOCTON, OHIO 











cipal hobby at present is fishing in the north woods in 
Wisconsin. He adds “I am a good pinochle player if I 
get the cards.” 


J. O. HOSPITAL, who is 
at the reception desk for the 
Shapleigh Hardware Co., St. 
Louis, Mo., wholesale hard- 
ware firm, is 67 years of age 
and has been in the hardware 
business for the past 52 years. 
Mr. Hospital was born on 
Sept. 16, 1873, and entered the 
hardware field in 1889. Of his 
hardware career, Mr. Hospital 
says. “In 1889 I entered the 
retail hardware 
Washington, D. C.. in a store 
operated by J. T. Campbell. 
In 1895 I left the retail busi- 
and became affiliated 

with the wholesale firm of F. 

¢ May & Co. also of Wash- 

ington. Five years later I became a salesman for that 
organization, and in 1908 took a job as salesman with the 
. Shapleigh Hardware Co. of St. Louis, then known as the 

Norvell-Shapleigh Hardware Co. In 1924 I gave up my 

regular territory and took a position as ‘salesman at 

large’ under the direction of the general sales manager. 

In this capacity I spent my time on any territory which 

for one reason or another needed attention. Since the 

company had several hundred territories, I believe I have 
called on more hardware dealers with a general line cata- 
log than any other salesman. Last July the Shapleigh 

Hardware Co. and the Simmons Hardware Co. 

merged and at that time I took up my present job at the 

reception desk. Working with me is James A. Carroll 
also a member of the Harpware Ace Fifty Year Club 

and an employee of the old Simmons company for 58 
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Calling the Co-Ops Names 


Epiror, Harpware AGE: 

Calling co-ops names won’t get anywhere. It’s about 
time you made the small retailer realize that any success will 
be due to his own effort. 

Large chains will always have more finance, selected labor 
and location in their favor. The small dealer will have in- 
dividuality and ability to serve in his favor. 

If your magazines and the hardware organizations can 
make any improvement in these two factors. something will 
But I wonder. 

Some time ago I tried to get a group of 20 together in a 
course on “Window Dressing as Applied to Hardware 
This state through its University Extension Course, 
The only trouble was 20 dealers 
interested could not be found. 


be accomplished. 


Stores.” 


was willing to cooperate. 


Better ability to serve and knowledge of salesmanship will 
do the trick and nothing else. 
Harry YARNER, 
Vayo’s Hardware Co., 
Jamaica Plain, Mass. 
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Sells Light Conditioning— 
Sales Grow 300 Per Cent 


M. Stevenson, owner. Steven- 

e son Hardware and Electric. 
Minneapolis, Minn., became sold on 
the value of light conditioning and 
told his customers about it with 
the result that sales in this depart- 
ment increased more than 300 per 
cent. 

Very important in the merchandis- 
ing of this service is the display of 
light conditioning adapters, shades. 
lamps and other items. all of which 
must be readily accessible if com- 
plete information on the custom- 
ers problem is to be quickly and 
accurately given. 

Mr. Stevenson’s light condition- 
ing unit fits upon a 5-ft. display 
table. Several shelves are attached 
to the rods which support the over- 
head part of this fixture and on 
these shelves the adapters and other 





better lighting accessories are 
shown. Lighting units displayed on 
the overhead section suggest how 
the new equipment can be used to 
modernize present home lighting 
fixtures. All of these fixtures can 
be illuminated to demonstrate the 
effect of the new lighting. Several 
of these units are in operation all 
the time and attract attention to 
the display and other related mer- 
chandise. 

A step-up display fixture is used 
on the top of this table. With this 
the display of merchandise is greatly 
improved and the space is used 
more efficiently. The entire space 
is used to show lamps and a card 
on each bin gives information as 
to the size of the lamp and its price. 
A lamp tester is located at the front 
of the table where it is convenient. 


Stevenson’s light conditioning service department faces the 
front and is located on the center cross aisle, one of the busi- 
est in the store. Every person entering the store passes this 
display and the salespeople suggest lamps on every occasion. 
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Big Demand Now for 
“HIGH SPEED” Blades 


For the hard-to-cut special alloy 
steels, now coming into more gen- 
eral use, your customers are ask- 
ing for “high speed’’ hack saw 
blades . . . (whose higher sale 
price brings you 98°, more profit). 


Display Zooms Sales 
This red, blue, gold and white 
display stops customers, shows 
that you are up-to-the- 
minute, that you are sell- 
ing Capewell’s ‘Tech- 
nite.”’ 

This blade is manufac- 
tured from a special ana- 
lysis, molybdenum high 
speed steel, and heat 
treated by the improved 
Capewell method 
which enables the teeth 
to stay sharp longer. 
Distributed through® 
wholesale hardware 
jobbers; for complete de- 
tails write to <r 
The Capewell Mfg. Co. 
Hartford,Conn.U.S.A. 
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New and Improved Merchandise—Dis play Helps—Sales Literature— 


Flashlight Departments Ohio, are now made of an improved, 
; . non-deteriorating rubber. These skirts 
Featuring two new flashlight and bat 


tery departments, Ray-O-Vac Co., Madi- 
<on, Wisconsin, has announced its 194] 


come in two sizes, the smaller of which, 
illustrated, can also be substituted for 
pork rind on any bait. Ten brilliant 
color combinations are illustrated in 
the 1941 Arbogast bait catalog. Retail 


prices 15 cents and 25 cents. 


“World” Key Duplicator 
Is a complete key department includ- 
ing key blanks, key rack as illustrated, 


motor, belts. pulleys, guard, electric 
cord, switch, semi-automatic key dupli- 





line of cases. Twelve new flashlight cases 
are included, ranging from 45 cents 
to $1.59 retail, with a style for every 
purpose. Particularly interesting is the 
new mahogany plastic M-6 permanent 
department which occupies 12 in. by 
15 in. counter space, displays 11 flash- 
lights of 7 types, together with batteries 
to fit. The complete department of 27 
cases together with the B-1 battery 
assortment of 80 batteries, lists at 
$26.93, dealer's cost $17.97 with the 
department fixture free. 


o 
Improved Bait Skirts 


The hula hula skirts which produce 
the “wiggle” in the “Hawaiian Wig 
gler” baits by Fred Arbogast, Akron, cator mounted on a special base, price 
signs and key identification signs, com- 
pletely assembled with nothing else to 
buy. Has list price of $69.50 f.o.b. 
Cleveland, complete with sufficient 
blanks to take in that amount of busi- 
ness, according to the manufacturer, 
American Merchandise Mfg. Co., 5713 
Euclid Ave., Cleveland, Ohio. 
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“Everhot” Electric Ranges 


The Swartzbaugh Manufacturing 
Company, Toledo, Ohio, is entering the 
major appliance field with a line of 








three large size electric ranges. All 


three models have the same _ basic 
chassis and quality, the difference in 
price being accounted for by the ac- 
cessories provided. Chief “Everhot” 
range features include: large capacity 
oven (17 by 17 by 19 in.); seven heat 
switches built into splasher back for 
extra convenience and safety; large ca- 
pacity warming oven;  splatter-proof, 
smokeless broiler; choice of four sur- 
face burners with separable surface 
cooker or three surface burners with 
built-in deep well cooker; new oven 
vent system that’s easily cleaned—keeps 
oven more humid; and front door ser- 
vicing—any necessary service work done 
entirely from front of range. “Ever- 
hot” range Catalog No. 300 is now 
available on request. 


Golf Catalog 


The Kroydon Co., Maplewood, N. J., 
has issued its 194] catalog of more 
than 30 pages showing and describing 
its 1941 line of golf clubs. 
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for Retail Hardware Stores 


Window Trims—New Packages—New Colors—Catalogs 


. P 
Plastic Juicer 

This Dazey plastic “Super Juicer” is 
streamlined and designed in colors, is 
lighter in weight. Bowl and reamer 





are in pure white. Strainers and han- 
dles come in red, black, green, or yel- 
low. New type reamer has sunken top 
to accommodate fruit core. Oranges, 
lemons, limes, and grapefruit can be 
held closer to reamer. A demonstration 
display is provided free as a special 
introductory offer, with a carton of six 
of the new juicers. Display card is 
large enough to hold one juicer so cus- 
tomers can see how it works. Juicers 
come in one carton in assortment of 
colors, two red, two black, one green, 
and one yellow, all packed with free 
display. Dazey Churn & Mfg. Co., 
Inc., St. Louis, Mo. 


Braided Fiber 
Woodserew Anchor 
A new and improved woodscrew 
anchor fabricated from a_ specially 
treated fiber is now made available by 
The Paine Company, 2963 Carroll Ave., 
Chicago, Ill. Due to its braided con- 
struction, this new fiber anchor is said 
to have greater holding strength and 
to expand uniformly, without tearing, 
under screw pressure and to be equally 
effective in lath and plaster, marble, 
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tile, slate and fragile composition ma 
terials in new installations and in bush- 
ing existing screw holes. A sharp pair 
of pliers will cut this new anchor to 
any desired length without fracturing 
the fiber. In addition, it is chemically 
treated to withstand temperature 
changes and to protect against moisture. 
It is available in 11 different diameters 
to fit woodscrews from No. 5 to % in. 
lag in all popular lengths. 





f 





Glove Package Display 
Consists of a regular “Eezy Wear” 
package containing a pair of gloves 
and a display panel with attractive il 
lustration and descriptive matter. Panel 
is an extension of the rear side of 
package; is of the same size of the 
package, and folds over the front when 
packed for shipping. Opens up book- 
fashion, and stands without support. 
National Glove Co., Columbus, Ohio. 


TOWEL SHELF 


AND GENERAL UTILITY RACK 


For bathroom, kitchen, 


closets. Holds towels, wash 


cloths, linens, etc. Ideal hosiery dryer. Six hook-ends. 
No. 5037 (illus.)—In Lustre Chrome, 9" x 21", square 


metal bars. 


Retails, $1.25* 


No. 2337—In sprayed, baked Dupont “DULUX”" 
white enamel, 73" x 18", round metal bars. 








Retails, 50c* 


Individually packed 
— Order from 
your jobber. 


higher 
ies, due 


tion costs, 


OAKVILLE 
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Hand-in-hand 


Cilia Sales 


ACME CORRUGATED 
FASTENERS 






Just set this 
attractive, conven- 
ient 10c package of 

Acme Tack-Point Corrugated Fasteners on | 
your counter. Then watch how fast those 
exira sales show up. | 


You see, nearly every onc who works 
with wood uses them—home owners—car- 
penters—cabinetmakers, etc. And first sales 
are invariably followed by repeat orders. 

Acme Tack-Point Fasteners assure ade- 
quate strength. They penetrate but do not 
crush the wood fibers. There are two types: 
parallel and divergent. If your jobber can't 
supply you, write us direct. 


Ask About the 100 Ib. Keg 





Acme Tack-Point Corrugated Fasteners are also 
stocked in 100 Ib. kegs — a real profit item for 
bulk sales. There are also standard cartons of 
250, 500 and 1000; boxes of 100 fasteners, 10 
boxes to a carton. Also in boxes containing 50 
fasteners of one size—% x 4, 4 x 5, % x 5. 
Display cartons contain 12 such boxes. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Avenue, Chicago, Il. 
Branches and Sales Offices in Principal Cities 


MAIL THE COUPON FOR 
FREE SAMPLE BOX 








Acme Steel Company, 
2838 Archer Ave., 
Chicago, Il. 


Send me, without charge, a sample box of 
Acme Tack-Point Corrugated Fasteners. 


Name 
Address ewer 
SS 
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Steel Shower Cabinet 


A new enameled steel shower cabi- 
net, knocked down and ready for quick 


installation, is announced by the St. 











Charles Mfg. Co. The cabinet can be 
assembled without screws or bolts, and 
calls for no tools except a wrench to 
make the connection. 
equipped cold 
valves and strainer and drain of pol- 
ished chrome-plated brass, a self-clean- 
ing shower head and arm, chrome- 
plated soap dish, white duck curtains 
and pins, and a non-skid rubber mat. 
A choice of receptors is offered, one 
in baked enamel steel, the other in 
vitreous porcelain enamel on iron. Cabi- 
net comes in three sizes, and all are 
available in either white or green. 


water Comes 


with hot and shower 


Fluorescent House Numbers 


“Lumiglo” — made of a highly pol- 
ished black “Bakelite” surfaced back- 
ground, enclosed in a chromium-plated 
framing strip. On the background are 
composition nu- 


mounted white, clay 








merals which are coated on their front 
surfaces with afterglow fluorescent pig- 
ment. Signs are weather-proofed and 
bear guarantee of replacement if they 
fail during normal usage. Numerals are 
3 in. Elite script up to and including 
four numbers, and 2 in. Kabel if. five 
to seven numerals are used. Sign is 
4 by 12 in. and comes equipped with 
four countersunk holes and chromium- 
plated wood screws. Daytime appear- 
ance of numerals is light pastel sage 
green tint on front surfaces, with white 
sides. Night time appearance is yellow- 
green fluorescence. Said to remain vis- 
ible during entire night. Made to order 
only and to retail for $3.50 each. 
Bransby & Hewitt, 160U Broadway, New 
York City. 


Direct Pressure Angle Wrench 


Provides three-face contact and vise- 
Available with either smooth or 


grip. 





alligator top-jaw. Jaws are of drop- 
forged chrome molybdenum steel. Takes 
up to 14% in. nut. Size of wrench is 
8 in. long. Boos Tool Corp., 1200 Win- 
chester Ave., Kansas City, Mo. 


Hack Saw Blade Display 

For dispensing a new type of all 
flexible blade, “Flexloy,” of a tough 
molybdenum alloy and heat treated by 
a special process. Display is free with 
an assortment of 1 doz. 10 in., 18 tooth; 


cAPE WEL, 


FLEXioy 
HARD THROUGHOUT 


s 
FLOUIBLE 
+ 
WONT BAcAK 
MA FRAME 
. 


2 doz. 10 in., 24 tooth; 1 doz. 10 in. 
32 tooth; 1 doz. 12 in. 18 tooth, and 1 
doz. 12 in. 24 tooth blades. Dealer’s 
cost, $2.84; list price, $5.33. The Cape- 
well Mfg. Co., Hartford, Conn. 
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Myers Pumps And 
Water Systems 


The F. E. Myers & Bro. Co., Ash- 


land, Ohio, is announcing a new line | 
of “Multi-Flow Ejecto” shallow and 


deep well pumps and automatic sys- 
tems. Similar in construction to the 





“Ejecto” deep well pumps, the new line 
is designed with three impellers instead 
of one for the purpose of developing 
higher pressures with improved effi- 
ciency over the single impeller pumps. 
Each impeller operates in a volute in- 
ner case, these cases being joined to- 


gether with crossover passages. Water | 


from the impellers is discharged into 
an outer case which provides a large 
pressure chamber and water seal for 


the inner pumping unit. This new | 


type of pump is said to be adapted to 
every pumping condition. Maker claims 
shallow well pumps will deliver more 
than double the capacity of other 
pumps of equal horse power while deep 
well pumps deliver more than double 
the capacity of single impeller pump: 
of equal horsepower on high lifts. 


Builders’ Hdwe. Catalog 

The Technical Glass Co., Inc., Los 
Angeles, Calif., has issued catalog No. 
241 and wholesalers’ price list on its 
line of “Tegco” builders’ hardware. 
This catalog shows the company’s most 
recent lines of glass, plastic and metal 
builders’ hardware in new styles and 
shapes, and also some completely new 
items. The catalog is of the loose-leaf 
type so that pages may be added 
periodically as the company develops 
new lines. Many of the illustrations 
are shown in full color. 
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~ Ready for You! 


An Amazing New 


LAWN HOS 


with 








Quality, Tremendous 
Sales Appeal! 


Sherman’s new line of 
Lawn Hose Goods is the 
most sensational develop- 
ment in the field! Here are 
new items, new improved 
quality, colorful new fin- 
ishes — and new point-of- 
sale displays that insure 
you more business and 
more profits. 


Get our new catalog that 
shows this line in full color. 
See the unique ‘‘Open 
House” specials. See for 
yourself how you can cash 
in on today’s most colorful 
and salable line. 


Regularly sold through 
hardware jobbers. Write 
us for the name of nearest 
jobber who is prepared to 
supply you. 


_H. B. SHERMAN MEG. CO. 


Battle Creek, Mich. 
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New 
Two Stak Items Tulip Sprinklers 


in 6 Colors 


sre om house 
y est. 


Beautiful unique 
design, with un- 
breakable plastic 
head, in 6 assorted 
colors. Low in price, 
Amazing sales ap- 
peal. Special Open 
House price card. 





ODS 


New Hose 
Nozzle 


Two Stax Items Assortment 


By Sherman-fer 
SPRING OPEN MOUSE 
/$alest— 


A complete line in 
a single, self-sell- 
ing display carton 
Includes 3 each of 
four quality noz- 





zles the best in 
every price class 
Minimur invest 
ment - maximum 
profits, 

GOLD LABEL Nozzles 

in6 
Assorted 
Colors 


Finest nozzle 
ever made. Heavy 
east bronze, with 
leak - proof non- 
rising sleeve. 
Supplied 2 each 
of Gcolorful 
finishes, in hand- 
some new display 
carton 





Diamond Nozzles 
in 3 Colors 


Highest quality 
Wrought Brass 

a real com 
petitive leader 
Supplied 4 each 
of 3 colors in 
new self - selling 


display carton 





New “Doublet” Sprinklers 


in 3 Colors 


A sales leader 
for many years. 
Now equipped 
with goodlooking 
new base, and 
offered in 3 hand 


some colors. 








And Dozens of Other 
Big Selling Items 


Such as Long-Grip Couplings, in 6 
colors; Long Grip Menders in 6 
colors; Battle Creek and Brass King 
Hose Nozzles; and Revolving Sprink- 
lers of many types. 
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From the lightest tack hammer to 
the heaviest sledge, you'll find it 
easier to capitalize on the best 
known name in tools — Stanley, 
The Tool Box of the World. Your 


jobber will supply you. 





‘HEAVY TOOLS - 


STANLEY 
“TOOLS 


TAR 


New Britain, 
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*Penn-Steel”’ Lawn Mower 
This popular-priced mower has an 

unbreakable steel frame and is light in 

weight. It is painted in striking colors 





with chromium hub caps that set off its 
closed-type, rubber-tired wheels. Has 
clincher-type rubber tires; handle ad- 
justable to proper angle regardless of 
height of cut for which roller brackets 
are set; five hardened steel blades; new 
type roller brackets equipped with oil 
cups and are quickly adjusted to pro- 
vide for varying heights of cut from 
one-half in. to 2% in.; one-piece lower 
blade of hardened steel with lipped 
edge; lower blade easily adjusted by 
means of opposed set screws which are 
both located on top for accessibility. 
Mower comes in two sizes, 16 and 18 
in. Pennsylvania Lawn Mower Co., 
Primos, Delaware County, Pa. 


Rock Wool Sealed Blankets 
With Vapor Barrier 

To its line of rock wool insulations 
The Philip Carey Co., Lockland, Cin- 
cinnati, Ohio, has recently added rock 
wool, sealed blankets with approved 
vapor barrier on one side to resist con- 
densation, and crepe kraft on the other 
side, completely enclosing them. The 
blankets are available in three thick- 
nesses, thick, medium and thin to meet 
all requirements. The thick Carey 
blanket (approximately 3 in.) is 15 in. 
wide and 41 1/3 ft. long, packed one 
roll to carton, containing 50 sq. ft. 
Average carton wet. 60 Ibs. The 
medium blanket (¢approximately 2 in. 
thick) is 15 in. wide and 62 ft. long. 
Packed one roll to carton of 75 sq. ft. 
Average carton wgt. 70 lbs. The thin 
blanket (approximately 1 in. thick) is 
15 in. wide and 103'% ft. long. Packed 
one roll to carton of 125 sq. ft. Average 
carton wet. 80 lbs. The blankets are 
applied with the vapor barrier to the 
room side and the crepe surface to the 
sheathing. The thin and medium 
blankets provide two air spaces in side- 
wall construction. 


K-M Grill Stoves 


Knapp-Monarch Co., St. Louis, Mo., 
presents its 1941 electric grill stove in 
five models listing from $19.50 down 
to $4.95. Top of the line is Model 
240-0, a two-element portable stove 
with a hinged cover and splash guard, 
the whole finished in white porcelain 
enamel with black plastic cover handle 
and switches. The two “Dur-A-Life” 
embedded elements, a patented K-M 


development, give any heat up to 1200 
watts, with three controlled heats on 
both elements, low 400, medium 800, 
high 1200. The embedded element will 
never warp, provides full surface con- 
tact with the cooking vessel, and cools 
slowly, retaining heat for 30 minutes 
of simmering, maker states. Electrically 
interlocking switches protect the house 
circuit from overloading. 1600-watt, 
AC only. Lists at $19.50. Double 
grill stove 238-0 is a Deluxe model 
without the element cover. The top is 
finished in white porcelain enamel, 
the body in high-heat kitchen white 
enamel. Elements, heats, and other fea- 
tures are the same as for the top model. 
Lists at $12.95. The moderately priced 
Model 237-0 has two rotary snap 
switches, three heats on left grill, 330 
low, 660 medium, high 990; single heat 
on right grill, 660. Chrome-plated top, 
kitchen enamel body. Lists at $10.95. 
Slightly smaller, and listing at only 
$7.95. is the double grill stove 234-0. 





Snap switches control each element in- 
dependently, with heats the same as 
Model 237-O on the left element, and 
a single 660 heat on the right element. 
Chrome top, enamel body. The single- 
element stove, Model 210-0, has a 
three-way switch, with heats at 330, 
660, and 990. Chrome top, with enamel 
body. Lists at $4.95. 


“Wonder Lock” 


For glass show or display cases. 
Ratchet is 5 in. long for glass % in. to 
5/16 in. thick. Said not to interfere 
with merchandise if close to sliding 
door. Closely notched ratchet bar to 
insure perfect fit for lock position. 
Chrome finish. Also screw adjustable 
ratchets for any thickness of glass or 
Price, $2.50. 


wood frame doors. 
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Kerosene Lantern 


A new kerosene pressure lantern of 
the single-mantle type is announced by 
The Coleman Lamp and Stove Co., 








Wichita, Kan. This is a large, heavy- 
duty lantern with an extra-large mantle, 
which is said to give almost as much 
light as the two-mantle models. It is 
a sturdy lantern for all-purpose use. 
While it was made primarily to use 
kerosene as fuel, it will also burn gaso 
line satisfactorily. It has a genuine 
“Pyrex” glass globe, an exclusive fea- 
ture. It is made to stand hard, knock- 
about use and give safe, dependable 
service under all conditions. The 2- 
pint fount holds enough fuel for 10 to 
12 hours of lighting service. Retails 
for $7.95. 


**Silent-Flow” Pump 


The “Monitor Silent Flow” deep 
well water system announced by the 
Baker Mig. Co., Evansville, Wis., is 
said to be a precision-quiet pump using 
ball and roller bearings throughout. A 
simple new “straight line” design of 
the single herringbone drive gear and 
pitman gives free access to the well 
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casing. Main line of action of pump 
head is offset only 4 in. from the well 
center, yet a full 3-in. plunger can be 
pulled out of the well without remov- 
ing the working head. Complete dis- 
charge unit can be easily removed from 
working head and lowered to any sub- 
frost level with only two lengths of 
pipe and one length of pump rod. Air 
pressure pump is removable without 
dismantling pump. Cylinder sizes pro- 
vided are 1 11/16 in., 2, 2% and 3 in. 
Electric motors are available in 1/3, 42, 
4, and 1 hp. Price of “Monitor Silent 
Flow” with % hp. motor and pressure 
tank, $133.00 f.o.b. distributing point. 


Ingersoll Deal 

To enable dealers to display the 
higher priced, more profitable models 
as well as the cheaper ones, The Inger- 
soll-Waterbury Co., 9 Rockefeller Plaza, 
New York City, offers deal No. 1350 
comprising 8 of its most popular 





watches together with a small attrac- 
tive tray on which each style may be 
displayed. This deal is packed as a 
single unit. 


“Niteair” Attic Fan 

May be installed in attic or basement 
for complete home air circulation. Fea- 
tures new streamlined venturi-type en- 
trance housing to assure maximum 
air delivery with less power required; 





quiet operation; three-blade fan, broad 
and deep pitched producing maximum 
air volume with reduced power con- 
sumption and air turbulence; entire 
assembly statically balanced. Sold as 
either a fan unit for installation in 
basement, or outside attic or storeroom 
wall, or as package unit with vent box 
for installation over ceiling grille or 
attic stairway. Fire prevention acces- 
sories come with package unit. Finish 
is arrow-flint grey. Thirty-inch fan 
capable of delivering 7000 cfm. Prices 
begin at $42.50. The Lau Blower Co., 
Dayton, Ohio. 
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- BORING TOOLS - 


Those who earn their living with 
tools use past performance as 
their guide. You'll find their kits 
contain far more Stanley Tools 
than any others. Isn’t that your 
best buying guide, too? Your 
jobber has them. 














¢ CHISELS - 


STANLEY 
TOOLS 


DIVISION OF THE STANLEY WORKS 


New Britain, Conn. 
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IGH-POWERED executives are 
getting into the public eye these 
days as dollar-a-year government men 
.. . but here’s a hard-hitting go-getter 
that goes them one better. With this 
handsome salesman it’s all work and 
no pay. The Tuf-Flex merchandiser is 
in there punching every minute it’s on 
your counter—stimulating pick-up 
. making it easy to select the 
right sizes . . . reminding the shopper 
of his needs. Intelligently planned and 
strikingly executed in red, yellow, 
and black, it catches the eye . . . tells 
its own sales story. It goes on your earn- 


sales . 


roll and not on your payroll. It’s FREE 
with your order for the assortment 
shown—a dozen each of 10”-18T, 10’- 
24T, 10”-32T, 12”-18T, 12”-24T, and 
12”-32T. Total price of deal—$5.50 
list, subject to your usual discounts. 


ASK YOUR JOBBER OR WRITE 


Goes THE $1-A-YEAR MAN 


moet 


T4004 G25 








TUF-FLEX 
The Most Economical 
General Purpose Hand 
Blade Ever Developed 


Truly amazing performers, 
Tuf-Flex blades are ideal for 
automotive, plumbing, elec- 
trical, steamfitting, and other 
severe work. They’re super- 
tough, super- flexible. Used 
on thinnest sheets or tough 
tool-steel rods, they can’t be 
stripped, can’t be broken, 
can’t be beat. Your jobber 
has details . . . or write 
Millers Falls. 


MILLERS FALLS 
TOOLS 


MILLERS FALLS COMPANY 


Greenfield, Massachusetts, U.S.A. 









Bike Basket Display 


The Washburn Co., Rockford, IIl., 
and Worcester, Mass., offers new “de- 
partmental” display to pack a whole 





bike accessory department in about 2 


sq. ft. space. Standing approximately 
60 in. high, this display not only shows 
from two to four “Androck” bike bas- 
kets of each of four popular sizes, but 
sidewings of the fixture are also de- 
signed to display a sample stock of 
lights, horns, reflectors, mirrors, etc. 
Made of heavy wire, welded construc- 
tion, aluminum finish, with folding 
features, display has a three-color metal 
sign which “suggests sales.” 


Multi-Action Sash Lock 


Locks window when open or closed 
and is also said to stop all rattles. Sash 
lock is easily installed on side of 
window. Comes in three finishes, cad- 
mium, dull brass and chromium, to re- 
tail at 25, 30 and 40 cents respectively. 
Vetalvént Corp., 1333 W. Burleigh St., 
Milwaukee, Wis. 
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Oil Control 


Combining several new principles of 
design and operation, the new Model 
240-U Series safety constant level oil 





control of the Automatic Products Co.., 
Milwaukee, Wis., is said to provide 
absolute regulation of oil flow and 
eliminate danger of burner overflow. 
Most important feature is the tempera 
ture compensation oil metering provided 
by a bimetal located at the top of the 
metering stem. High or low tempera- 
tures, above or below normal room 
levels, change the position of the bi- 
metal and permit metering stem to rise 
or lower enough to compensate for 
changes in oil viscosity. There is also 
a fuel compensation feature and a 
safety trip float. This patented A-P de- 
velopment automatically closes the inlet 
needle valve with a positive force should 
any unusual condition cause the oil 
level to rise more than % in. above 
regular oil level. In addition to the 


Kitchen Cabinets 


This is an all “Hotpoint” kitchen, 
completely equipped with home appli- 
ances and Deluxe steel kitchen cabinets 
of the Edison General Electric Appli- 
ance Co., Inc., 5600 W. Taylor St., 
Chicago, Ill. Each cabinet is designed 
to serve a definite purpose. For ex- 
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large main float, which maintains a safe, 
constant oil level under natural con- 
ditions, this added safety feature is said 
to eliminate all danger of the control 
or burner overflowing. Entire, safety 
mechanism is compactly enclosed in the 
attractive metal case of the control. 
Design provides for quick installation 
of several different types of automatic 
conversion accessories without removing 
or making changes in the control itself. 


Beater Display Rack 


Holds four “Blue Whirl” or “Super 
Whirl” beaters with differently colored 
plastic handles. Metal rack is 17% in. 
high by 15% in. wide and lends itself 
to self-service. Brand name sign is inter- 
changeable. Turner & Seymour Mfg. 
Co., Torrington, Conn. 
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ample, base cabinet to left of range 
has a special cutlery section in top 
drawer. One to right of dishwasher has 
a sliding removable bread board in top 
drawer and a built-in bread and cake 
box in second drawer. Wall cabinet to 





left of refrigerator contains a flour bin 
which slides in and out for easy ac- 
cessibility. 

















Door closing—Flexicoil 
spring compressed, 





2 Spring tension holds 
door securely, 
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for More Tool Mileage 








@ Thete is a sort of fourth 
dimension in the production 
of pliers and wrenches. It is 
a combination of lasting ma- 
_terials— special Alloy Steel— 
with manufacturing experi- 
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“Universal” Cutlery 

Universal’s new Deluxe kitchen cut- 
lery line with matched white “Tenalite” 
handles is shown here in a display case 





containing No. 4150 lunch slicer, No. 
4180 kitchen knife, No. 4140 household 
slicer, No. 4120 cooks’ slicer, and No. 
4170 ham slicer. The “Tenalite” han- 
dles used on this new line of hollow 
ground cutlery are said to be non-in- 
flammable and will not chip, crack or 
become loosened. Extra heavy hollow 
ground blades are made of high carbon 
stainless steel. Landers, Frary & Clark, 
New Britain, Conn. 


*“Heatab Cookit” 


“Heatab Cookit,” unit consists of an 
attractive metal container, metal grill, 
and one tube of “Heatabs.” Made of 
a patented chemical combination in 
round pill form, “Heatabs” are said to 
be non-poisonous and to give off no 
odor or smoke while burning; to ignite 
quickly and easily and burn with a 





completely 


maximum intensity until 
used up. Tests conducted recently with 
the small size pill, according to the 
manufacturer, show that it provides a 
sufficient amount of heat to properly 
prepare an 8-ounce can of soup or 
beans. The metal rack, which has 
been designed to serve as a combination 
“fire pan” and grill is electro-tin plated 
to prevent rusting and insure long 
wear. For additional information on 
this new product, write the J. PW. 
Speaker Corp., Heatab Division, 1655-J, 
N. Water St., Milwaukee, Wis. 


“Snap-Grip” Spring Catch 
The new “Snap-Grip” spring catch in- 
troduced by National Lock Co., Rock- 
ford, Ill., is said to insure a satisfactory 
engagement at all times. “Snap-Grip” 
catches are available in three styles. 
No. 61204 and No. 61204-T are designed 
for application with screws to either 
wood or metal cabinets. They are 


pierced for % in. No. 5 round-head 


screws. No. 61204-T, illustrated, is 
furnished with elongated holes to fa 
cilitate “spotting” its proper location. 
No. 61204-R is supplied without holes 
for application to metal cabinets by 
welding. Strikes for the Snap-Grip 
catch are available in two lengths: No. 
61204-B as shown, and a longer strike 
No. 61214-B. Prongs facilitate appli- 
cation by marking position on door 
where strike is to be fastened. De- 
pending on use, however, strikes can 
be had without these prongs and also 
without holes. A ball-head screw strike 





Catches 


(No. 3424) is also available. 
and strikes are regularly supplied from 
stock in cadmium plated finish, other 


finishes to special order. Samples with 
price and packing information furnished 
upon request. 


*“Mirro Treasure Chest” 


Aluminum Goods Mfg. Co., Manito- 
woc, Wis., with the introduction of the 
“Mirro Treasure Chest,” offers a 15- 
piece set of aluminum ware, with each 
utensil of the very latest design and 
only those utensils needed for efficient 
everyday cookery have been included. 
The box is made of heavy corrugated 
board, attractively printed by silk screen 
process in blue and white. The cover 








opens like a chest and the entire pack- 
age is ideally suited for display pur- 
poses. Chest retails for $24.50 and 
$27.00. 


New “Cory” Catalog 

Among the new merchandising fea 
tures presented in this new catalog are 
free spare glass (retail value $3.30 or 
more) with famous “Cory” assortments; 
also the new glass filter rod-funne! 
holder dollar combination which makes 
these needful accessories available t 
all users of glass coffee makers. Glass 
Coffee Brewer Corp., 325 N. Wells St.. 
Chicago, TIl. 
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“YPS” 4-Drawer Cabinet 

The Youngstown Pressed Steel Divi- 
sion, Mullins Mfg. Corp., Warren, Ohio, 
have added a new base cabinet to the 





YPS line of kitchen equipment. This 
new cabinet is 18 in. wide, 36 in. high, 
and 24 in. deep. It has four drawers of 
varying depths. For the lower drawer 
there is a ventilated metal container 
for bread, cake, or vegetables, as extra 
equipment. The cabinet is all steel with 
a “Hi-bake” enamel finish. 


McKay “Silent Chain 
Salesman” 


In this display the chain is dispensed 
from standard 50 and 100 ft. cartons. 
Cartons are compactly stored in the 
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cabinet in the rear, the ends of the 
chain are then brought up through the 
holes in the top and down into the 
slot at the bottom. Some of the ad- 
vantages claimed are: chain so attrac- 
tively displayed will increase sales; 
price moulding for marking selling 
price; jobbers can fill replacement or- 
ders from regular shelf stock without 
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ordering special reels, and low first 
cost for assortment and display. Manu- 
factured by The McKay Co., Pittsburgh, 
Pa. 


Utility Rack and Hook 


Two new items, the “Peerless” utility 


hook and the utility rack, have a dur- 
able, cadmium-plated rust-proof finish 
and are attractive and strong. The 
utility hook can easily be adapted to 
use in the bathroom, in a cloak room, 
in the kitchen and in numerous other 
places. Can be quickly attached on 





the back of a door or fastened to the 
wall. List No. 840. The utility rack, 
approximately 81% in. in length, is an 
accessory for the clothes closet or for 
the kitchen. Can be used to advantage 





in the garage and also will serve as a 
tie rack. Easily and securely attached 
with screws. Peerless Novelty Co.., 
Grand Haven, Mich. 


Low Price Household Scale 


A full-size 25 Ib. household scale, 
with deluxe features such as covered 
dial, to retail at $1.75, is announced by 
the Hanson Scale Co., 525 N. Ada St., 





Chicago. On the new No. 5070 the 
dial covering is formed of a transparent 
plastic material. It is said to be un- 
breakable, impervious to the acids and 
minerals contained in foods and _ is 
easily wiped clean with a wet cloth. 


The spring is said to retain its ac- 


curacy indefinitely, since overloading 
cannot stretch it beyond its elastic 
limit. All interior parts are accurately 
machined and carefully hand assembled. 
An adjusting screw resets the pointer 
at zero when a scoop or bowl is used 
on the scale. Scale is finished in white. 
with platform in either black or red. 
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t Everhot’s 
) - eye-appeal and 
features stop shop- 


pers, make sales. 1941 mod- 

els with timer-clock cabinets and 
automatic cover lifter enthuse sales- 
people and prospects alike. Model 
shown above—No. 840 roaster, No. 


845 cabinet. 


THE “ELECTRIC RANGE” FOR LIGHT HOUSEKEEPERS 


toasts, 





1100-watt burn- 
ers. Very fast. 
Interlocking 
switches pre- 
vent overload- 
ing. Broils, 
fries. 
List $19.95. 


Order from your Distributor today. 
THE SWARTZBAUGH MFG. CO. 


TOLEDO, OHIO 








The Heart of the Constitution 


That is how “The Bill of Rights” 
is generally known. It’s worth 
studying in these troubled times 


By SAUNDERS NORVELL 


lL, these stormy, war- 


torn days we hear a lot about 
democratic versus totalitarian 
states. We hear about the Constitu- 
tion of the United States, the Dec- 
laration of Independence, the Bill 
of Rights. 

I find there is a lot of political 
talk by almost everybody, even by 
government and political leaders 
and many of them evidently don’t 
know just what they are talking 
about. 

I have asked questions of busi- 
ness men, graduates of colleges 
and boys and girls out of high 
schools and their information 
about “The Bill of Rights” is cer- 
tainly, in most cases, very hazy. 
They never knew or they have for- 
gotten. 

In this country, there are mil- 
lions of persons of foreign origin 
who do not know actually “what 
it is all about.” Ellis Island should 
supply each refugee with “The Bill 
of Rights.” 

I myself have been fairly well 
educated, but when I asked my- 
self some pointed questions about 
the history and meaning of the 
early stages in the formation of 
this government I found I did not 
know definitely, or I had forgot- 
ten, if this part of United States 
history was even taught me in my 
school days. 

My criticism of modern teach- 
ing is that the very important and 
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the less important fields of knowl- 
edge are not sufficiently differenti- 
ated. Some things we can forget 
without much loss, but there are 
other things that should be so 
drilled into students so that they 
will never forget. The old-fash- 
ioned plan of making scholars 
“memorize” was not so bad. Not 
only did the actual facts stick in 
the mind but the system helped 
develop the memory. 

Years ago I committed to mem- 
ory Lincoln’s Gettysburg Address. 
All these years it has been an in- 
spiration, at odd moments, to re- 
call the words of this immortal 
address. 


“T he Bill of Rights” 


So I asked HarpwareE AGE to 
allow me to write an article about 
the much discussed but poorly 
understood and almost unknown 
“Bill of Rights.” 

First—if you do feel ignorant 
on this subject—let me beg of you 
to write for two small pamphlets 
on this subject. The Constitution 
of our United States, also the Dec- 
laration of Independence, The Bill 
of Rights and Lincoln’s Gettys- 
burg Address. It’s all in one copy, 
published by Rand McNally & 
Company, Chicago, Ill., in pocket 
size with stiff covers. It contains 
several interesting _ illustrations 
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and numerous pictures of leading 
Americans of Colonial times. The 
price is 10 cents. 

This booklet should be in every 
family. Every American who 
claims to be fairly well educated 
should read it. Every traveling 
salesman should carry this book 
in his pocket to read while “wait- 
ing.” Every patriotic young Amer- 
can should know its contents. If 
he doesn’t, all his talk and read- 
ing about the country’s present 
days problems is just wasted time 
and effort. You must get back to 
fundamentals. This booklet is 
worth many times its cost. 

Another pamphlet very briefly 
and simply printed is mailed on 
request free of charge. It is an 
explanation of the Bill of Rights. 
“Heart of the Constitution of the 
United States” and is issued by 
the Service Corporation of the Na- 
tional Association of Credit Men, 
23 Temple St., New Haven, Conn. 
Just send them a one-cent postal 
card. Then at your first spare 
moment read carefully. The Rand 
& McNally book is more compre- 
hensive, well bound and _ better 
printed. If you actually study 
either of these you will be im- 
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Special “Open House’”’ Bargain! 


Low-cost Deal on P R O -T E » 4 PA D b) for Quick Profit 





The two sizes are illustrated bere: 
7” round in the attractive Coffee Cup 
pattern, and 14”x17” in the unique 
two-color Dutch Tulip pattern. Plain pattern 
(not illustrated) also comes in these sizes. 











PRO-TEX Pads are selling to 
American housewives at the 
rate of more than 3,000,000 
a year. Get your share of this 
profitable business. Ask your 
jobber for details and prices. 


Get the 
full story 
from your 
Jobber! 


BALL CONTACT 4 
THE SCHATZ MANUFACTURING Co. 
20) $e). 1.434-.-11 a, ee 


BALLONOFF 


Two New Assortments 
Get Big Response from 
Jobbers and Dealers 


These Open House “specials” are big news! They are 
stocked by jobbers in all parts of the country, and al- 
ready have been ordered by hundreds of dealers. 

Our Open House promotion was planned for the 
dealer. We took our two most popular sizes (14”x17” 
and 7” round). We packed them in assorted patterns 
and colors. Then we reduced the price so you can 
beat all competition on this type of merchandise and 
still make a big. quick profit on a minimum invest- 
ment. 

PRO-TEX Pads are money-makers every month for 
thousands of stores. At the reduced prices for Open 
House, they are a “must” item for special promotion! 


METAL PRODUCTS CO. 


5800 Kinsman Rd. Cleveland, O. 





HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


Ct 
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cme 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The exclu- 
sive ball bearing feature 
makes “Acme” the out- 
standing caster of the trade. 















Detroit Office: 2640 Book Tower @ Chicago Office: 902 S. Wabash Ave 


Cleveland Office: 402 Swetiand Building 
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YOUR SALES TODAY OF THIS 


VICHEK 


BOX WRENCH SET 


BRING {ore TOMORROW 


Wa 


% Six wrenches made of special 
analysis steel in a red metal band 
container. Improved design— flat, 
slender bars, thin walls, unusual 
heel clearance. In a wide range 
of sizes to meet all your cus- 
tomers’ needs. A repeat item. 


Ask for catalog and prices. 








pressed with the fact that the 
founders of this country were first 
wise men, patriots, courageous 
and well educated, intelligent men 
of broad culture. They knew what 
they wanted and they knew also 
how to put their ideas into the 
proper words. Anyone can under- 
stand what they wrote. 

Into these written instruments, 
upon which were based the new 
government, were crystallized into 
simple language ideas that had 
cost the hopes, the labors, the 
liberty, and the life blood of cen- 
turies of down trodden men and 
women. 


Here’s the Difference 


Now for just a few comments. 
What in a few words is the dif- 
ference between democratic and 
totalitarian states. 

The theory of a democratic 
state is that the right to govern 
resides in the people. They only 
delegate their rights, by vote to 
government officials. The state 
officials are servants of the people. 
The State belongs to the people. 

The theory of the totalitarian 
state is that all power is in the 
State. The right to govern is in 
the State. The people belong to the 
State. Louis XIV of France was 
one of the world’s dictators. He 
said—“/] am the State.” 

One of our recent best sellers is 
“Oliver Wiswell,” a long novel by 
Kenneth Roberts. It is full of in- 
teresting facts about the Revolu- 
tion of the Colpnies. It tells the 
Tory side of the story. Oliver 
Wiswell was loyal to England. The 
book is not complimentary to the 
mass of Americans of that day. 
But it clearly outlines the stupidity 
of the English and especially of the 
English king. I read the book 
carefully as | wanted to know the 
“other side” but when I finally 
finished I was disappointed. There 
was no great thrill in the book. 
I couldn't see anything “to die 
for” on the part of the Royalists. 
I certainly would not feel like giv- 
ing up my life for a king like 
George III nor for the incom- 
petent generals like Clinton, Corn- 
wallis, Howe, etc. the English sent 
over here to put down the Amer- 
ican rebellion. 

When you read this book it does 


emphasize the “rawness” of the 
Colonists and the country of that 
day. There were few good roads. 
Travel was slow, tedious, and un- 
comfortable. The upper classes. 
the few, were often well educated 
and cultured but the mass of the 
people, struggling for a precarious 
existence were ignorant, but im- 
bued with a love of liberty and 
a deep consciousness of their 


wrongs. 


Weeks of Waiting 


When the rains came the roads 
were impassable and _ legislative 
bodies often waited weeks because 
there were no quorums. 

When the Colonies finally found 
themselves free their government 
was in a state of disorder and 
confusion. 

First there was the Declaration 
of Independence. It, of course. 
reads gloriously but the govern- 
ment was weak and split with state 
and personal jealousies. 

For six years the Second Con 
tinental Congress held the States 
loosely together. In March 1871 
the “Articles of Confederation and 
Perpetual Union” went into effect. 

All through this period there 
was grave danger of national dis- 
solution. The patriots of the time 
labored to strengthen the totter- 
ing government. A convention was 
called for May 14, 1787, at Inde- 
pendence Hall, Philadelphia. It 
was May 25 before enough dele- 
gates arrived to make a quorum. 
There was then one grand orator- 
ical battle between different gov- 
ernmental idealogies. 


Elected for Life 


Alexander Hamilton believed in 
a centralized government. He ad- 
vocated that state governors and 
even the President of the United 
States should be elected for life!! 
Jefferson opposed all such ideas. 
He believed in a people’s govern- 
ment elections and changes in of- 
fice. But out of this chaos came 
the original constitution and on 
March 3, 1789, the old Confed 
eracy was dead. 

On April 30 George Washington 
was inaugurated as the first Presi- 
dent of the United States under 
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the new Constitution. This first 
Constitution was not satisfactory. 
It was decided to amend it. 

The first 10 amendments to the 
Constitution were adopted by the 
first Congress and called “A Bill 
of Rights.” That was March 4. 
1789. On Dec. 15, 1791, having 
been ratified by the various states 
these amendments were made the 
“heart” of the Constitution. 


The Amendments 


Here are these amendments. 
They are the Magna Charta of our 
American Liberties. These amend- 
ments better than any other docu- 
ments tell us what “Democracy” 
means. 


AMENDMENT I 


Freedom of Religion, Speech, and the 
Press; Right of Assembly and Petition 


Congress shall make no law respect- 
ing an establishment of religion, or 
prohibiting the free exercise thereof; or 
abridging the freedom of speech, or of 
the press, or the right of the people 
peaceable to assemble, and to petition 
the government for a redress of griev- 
ances. 


AMENDMENT II 
Right to Keep and Bear Arms 


\ well regulated militia, being neces 
sary to the security of a free state, the 
right of the people to keep and bear 
arms shall not be infringed. 


AMENDMENT III 


Quartering of Soldiers 


No soldier shall in time of peace be 
quartered in any house without the con 
sent of the owner, nor in time of war. 
but in a manner to be prescribed by 
law. 


AMENDMENT IV 
Regulation of Right of Search and 
Seizure 


The right of the people to be secure 
in their persons, houses, papers, and 
effects, against unreasonable searches 
and seizures, shall not be violated, and 
no warrants shall issue but upon prob- 
able cause, supported by oath or affirma 
tion, and particularly describing the 
place to be searched and the persons ot 
things to be seized. 


AMENDMENT V 


Protection for Persons and Their 
Property 


No person shall be held to answer 
for a capital or otherwise infamous 
crime, unless on a presentment or indict- 
ment of a grand jury, except in cases 
arising in the land or naval forces, or 
in the militia, when in actual service in 
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time of war or public danger: nor shall 
any person be subject for the same 
offense to be twice put in jeopardy of 
life or limb; nor shall be compelled in 
any criminal case to he a_ witness 
against himself, nor be deprived of life, 
liberty, or property, without due process 
of law; nor shall private property be 
taken for public use, without just com- 
pensation. 


AMENDMENT VI 


Rights of Persons Accused of Crime 


In all criminal prosecutions, the ac- 
cused shall enjoy the right to a speedy 
and public trial by an impartial jury 
of the State and district wherein the 
crime shall have been committed, which 
district shall have been previously ascer- 
tained by law, and to be informed of 
the nature and cause of the accusation: 
to be confronted with the witnesses 
against him; to have compulsory process 
for obtaining witnesses in his favor, and 
to have the assistance of counsel for his 
defense. 

AMENDMENT VII 
Right of Trial by Jury in Suits at 
Common Lau 

In suits at common law, where the 
value in controversy shall exceed twenty 
dollars, the right of trial by jury shall 
be preserved, and no fact tried by a 
jury shall be otherwise re-examined in 
any court of the United States, than 
according to the rules of the common 
law. 

AMENDMENT VIII 
Protection Against Excessive Bail and 
Punishments 

Excessive bail shall not be required, 
nor excessive fines imposed, nor cruel 
and unusual punishments inflicted. 


AMENDMENT IX 
Constitution Does Not List All 
Individual Rights 
The enumeration in the Constitution 
of certain rights shall not be construed 
to deny or disparage others retained by 

the people. 
AMENDMENT X 
Powers Reserved to the States and the 
People 

The powers not delegated to the 
United States by the Constitution, nor 
prohibited by it to the States, are re- 
served to the States respectively, or to 


the people. 


A National Habit 


We have a national habit of 
being satisfied with catch words 
or slogans. If you asked the aver- 
age “doughboy” of the World War 
what he was fighting for he might 
answer “To make the world safe 
for Democracy.” The chances are 
if vou asked just what democracy 
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meant he would have been 
stumped for an answer. 
| think the answer is best given 


in Lincoln’s Gettysburg Address. 
Here’s a copy. It really is a part 


and parcel of the “Bill of Rights.” 


Lincoln’s Gettysburg Address 


Ie OUR score and seven years ago our 
fathers brought forth upon this con- 
tinent, a new nation, conceived in 
Liberty, and dedicated to the proposi- 
tion that all men are created equal 
Now we are engaged in a great civil 
war, testing whether that nation, or 
any nation so conceived, and so dedi 
cated, can long endure. We are met on 
a great battlefield of that war. We have 
come to dedicate a portion of that field, 
as a final resting place for those who 
here gave their lives, that that nation 
might live. It is altogether fitting and 
proper that we should do this. But, in 
a larger sense, we cannot dedicate——-we 
cannot consecrate—we cannot hallow 
this ground. The brave men, living and 
dead, who struggled here, have conse 
erated it, far above our poor power to 


Our Government has a great 
printing establishment—-I mod- 
estly suggest that every official of 
the Government, every man in the 
Navy. every soldier, every boy 
“inducted” into the Army be given 
a copy of a pamphlet like Rand 
& MeNally’s so they will know why 
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add or detract. The world will little 
note, nor long remember, what we say 
here, but it can never forget what they 
did here. It is for us, the living, rather, 
to be dedicated here to the unfinished 
work which they who fought here, have, 
thus far, so nobly advanced. It is rather 
for us to be here dedicated to the great 
task remaining before us—that from 
these honored dead we take increased 
devotion to that cause for which they 
here gave the last full measure of devo- 
tion—that we here highly resolve that 
these dead shall not have died in vain 
that this nation, under God, shall have 
a new birth of freedom—and that, gov- 
ernment of the people, by the people, 
for the people, shall not perish from 
the earth. 


they are called upon to make sac- 
rifices even to death itself. 

“That this nation, under God, 
shall have a new birth of freedom 

and that, Government of the 
people, by the people, for the 
people, shall not perish from the 
earth.” 





Showing the pads in place 
beneath the paint mixer. 


Rubber Pads Hold 
Paint Mixer in Place 


rEIXYWO rubber kneeling pads 

placed beneath the 400-lb. con- 
crete block to which the paint 
mixer is attached, absorbs all the 
vibration and_ eliminates noise 
for Guttman Hardware Co., Perth 
Amboy, N. J. 

Prior to this the concrete block 
would creep, due to the vibration 
of the mixer, and this caused con- 
siderable noise making it very hard 
to carry on a_ conversation with 
customers. Now the rubber pads 
hold the block in place by absorb- 
ing the vibration. The mixer need 
not be fastened to the floor so it 
can be moved to fit into any ar- 
rangement of fixtures in the depart- 
ment. The cement block has a top 
12 in. square, base 16 in. square, 
and is approximately 18 in. high. 


Debtors’ Exemptions 
oe credit and collection pur- 
poses, a debtor’s assets equal 
what he has above the exemption 
allowed by the law of his State, and 











if there’s one thing the courts pro- 
pusBtic appreciation of the value of properly in- — a ne Ret heh Wy. Sees ; 
. exemptions, Ne! 
sulated houses has reached the point where “over- Th ccmnesion: sadine: tip Bre 
” ° ws Br 
the-counter” rock wool sales are developing real adopted as a humane policy to pre- wy 
volume. vent families from becoming desti- ane 
Don’t let this profitable business get away. Sell CAREY tute as the result of misfortune ra 
insulating wool — the rock wool backed by a pioneer name in through common debts which gen- bu 
the insulation industry. Supplied in loose wool, granulated erally = _remarked the La 
wool, bats and sealed roll blankets. —s yoy of New Mexico re- ton 
: rently. “A like se ts this o 
Phone or write the nearest Carey Branch Office for details. a “phono ee sr : 
character of legislation everywhere. tet 
The courts simply will not allow a 





debtor’s exempted goods to be sold 
to pay his debts. His exemption is v 
sacred in the law. 


THE PHILIP CAREY COMPANY - Lockland, Cincinnati, Ohio 


Dependable Products Since 1873 
N CANADA: THE PHILIP CAREY COMPANY, LTD. Office and Factory: LENNOXVILLE, P.Q 











112 HARDWARE AGE AP] 








AN 
ALL-AMERICAN 
LEADER 


© STYLE 

© QUALITY 

® PERFORMANCE 
® PRICE 





No. 6-61 EZ SERVE JUG 


Lithographed patterns exclusive on 


ALL-AMERICAN 


Added Sales appeal in this and other im- 
provements found only in this line. 


CATALOG ON REQUEST 


METAL INDUSTRIES, INC. 


Indianapolis, Ind. 

















AGNE 


PROFIT MAKERS 
FOR HARDWARE STORES 


FOLDING ALL-METAL 
SAW HORSE LEGS! 





Sell on sight to con- 
tractors, carpenters, 
painters, plasterers, 
schools, churches, in- 
dustries . . . make 
excellent barricades. 
Airplane plants are 
using thousands of 
them. Two sizes 24” 
and 30”, Get them in 
stock, 















New Scaffold 
Brackets, Roof 
Brackets, 
Ladder 


WAGNER 


Brackets, pro- WAGNER 
vide added 

safety and FOLDING 
speed up 

building. SCAFFOLD 
Large demand 

—profitable to BRACKET 
handle. Write 

today for SAVES TIME 
prices and . 

folders, SAVES SPACE 


HA-441 


WAGNER MFG. CO., cepar Fats, iowa 
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[ Don’ Overlook The Larger Sizes 


While the 18” McGuire’s Bamboo Lawn Rake best 
serves the average home owner’s uses, most house- 
holders also need the 24” size for heavy duty, such as 
raking leaves, rubbish, etc. Suggest this larger size to 
them, it will usually sell another rake for you. 








And don’t t 
overlook the 
big 30” size 
for profes- 
sional gar- 
deners on 
large estates, 
Parks, 
grounds of 






























public build- 
ings, etc. 


| FLEXIBILITY 


STRENGTHS>—> 


Variety of 
Sizes 


McGuire’s Bamboo 
Lawn Rakes come in 3 
sizes: 18’, 24” and 30” 
—a size for every re- 
quirement. Constructed 
in America by skilled Amer- 
ican workmen. Light, strong 
and extremely durable. Ask 
your Jobber. If he is not 
supplied, write to us. 


THE GEO. W. McGUIRE CO. 


WHITESTONE, LONG ISLAND, N. Y. 





















A HEAD 


For cutting smooth- walled, flat- bottomed holes, for scalloping, 
scroll and veneer work, pattern making, for boring at angles, 
through knots and twisted grain recommend FORSTNER AUGER 
BITS to your customers. Note how a circular rim, instead of 
a center spur, guides the bit— permits operation in any direct- 
ion with the entire cutting surface at work all the time. Forstner 
Bits are made from fine tool steel, tempered to hold a keen cut- 


ting edge. They operate freely 
and will not clog with chips. In- 
clude these handy, all-purpose 
boring tools in your line for pro- 
fitable selling. Order through 
your jobber. 


Forstner Auger Bits are available in the 
following sizes: For machine boring, 
4" to 114” by sixteenths; 1142" to 3” 
by eighths. For hand boring, %4” to 
119” by sixteenths. Sold singly or in 
sets of 9, 11 or 17 bits each. 


CRAND. 
PROGRESSIVE MFG. CO 


TORRINGTON 
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NEW 1941 SPARTON 


STING-RAY 


Electric Fence Controllers 


Now fully tested and approved by 
Underwriters’ Laboratory, Inc.* 


Models for every purpose and type of current, operatin istri . 
on 110-V, AC or battery current. Fully sunenved by the ee 
Wisconsin Industrial Commission and Oregon Department 
of Labor. Model SR-C-1, illustrated, is combination oper- 
ating from either “high line” or batteries. Retail prices 
starting at $6.95. * Battery-Operated Models. 


THE SPARKS-WITHINGTON COMPANY, Jackson, Michigan 


Only $10 Difference 





ships and Dealer- 

ships Still Open. 

Write Today for 
Details. 


























Here’s a $10 sale that’s just waiting for the asking. 
Every home-owner or builder has seen plenty of these 
horrible examples of poorly equipped garage doors. If you 


want a quick, profitable sale, show them that for only $10 


ur extensive line of ready te nail Horse, Mule, “ : J Se : 
| Bronce shoes is erewing in popularity. They [ho more they can have Stanley “Slide-Up” Hardware which 
fit the average horse without alteration — per- : ¢ 
feetly balanced and shaped. No turning heels or [fh ” works like a charm on any pair of stock doors. 
welding calks. Nall holes are clean, correct: aS: 4 ; - 
tapered, and spaced. Tough, strong, long wearing. [f= ~ i Stanley “Slide-Up” Hardware comes to you in one 
— Write for information. — F 


easy-to-handle package ready for the job. Send for full 
details. The Stanley Works, New Britain, Connecticut. 


[STANLEY] 


TRADE MARK 








| HARDWARE FOR CAREFREE DOORS 








THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


\ Mills — Chatt hee, Ga. NUCORD 
SILVER LAKE CO. i “ania 99 cui Wi deine BENGAL 
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An Answer to the Edwards Report 


(Continued from page 48) 


distributor of identified goods, but 

is injurious to the general public 

as well. The evidence to that ef- 
fect is voluminous.” 

Mention has been made herein 
of the omission by Mr. Edwards of 
any mention of the Capper-Kelly 
Bill. This bill was under active 
consideration in both Houses of 
Congress for ten years prior to 
1931. It was supported by a very 
large number of independent in- 
dustries of this country. Opposi- 
tion to it was led by a closely 
organized group composed of 
price-cutters, possessing powerful 
financial resources. The efforts of 
this group, truly a “pressure- 
group’, proved successful and in 
1931 the Capper-Kelly Bill met 
with defeat in Congress. 

Doubtless due to this defeat of 
the effort to curb price-cutting, 
California, in 1933, was the first 
state to enact anti-price-cutting 
legislation. Its example was fol- 
lowed by 43 other states. As has 
been stated, this legislation was 
unanimously approved by the 
Supreme Court in 1936. These im- 
portant historical facts find no 
mention in Mr. Edwards’ report. 

In addition to the outstanding 
fact that 44 states have enacted 
this legislation, stands the further 
significant fact that the Miller- 
Tydings Law was enacted by Con- 
gress by large majorities in each 
House; and the further fact that 
the Robinson-Patman Law, ex- 
pressly designed to deprive chain- 
stores of the advantages there- 
tofore possessed by them and 
resulting in price-cutting, was ap- 
proved by both Houses with very 
substantial majorities. 

It would seem that some men- 
tion ought to have been made by 
Mr. Edwards of this strong array 
of supporters of this legislation, 
with some proper answer thereto; 
instead of seeming to adopt the 
widely publicized contentions of 
department stores, chain-stores 
and mail-order houses, in asserting 
the benefit of savings offered to 
consumers by price-cutters, but 
omitting the important fact that 
whatever advantage is thus af- 
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forded to the families of this coun- 
try, it is offset and destroyed by 
the incalculable damage done to 
the hundreds of thousands of 
small, independent merchants as 
the immediate and inevitable re- 
sult of price-cutting practices. It 
is true that Mrs. Jones saves 
money by buying price-cut goods: 
but there are myriads of examples 
where Mr. Jones either loses his 
job, or is driven into bankruptcy. 
if he is employed by or owns an 
independent store. 


Is it not fair to say that the 
legislation enacted by 44 states of 
the Union and the legislation en- 
acted by Congress constitute high 
proof that the spirit of the Amer- 
ican people is in strong opposition 
to price-culting ? 

In a spirit of fairness, it is sub- 
mitted that Mr. Edwards ought to 
supplement his report by exhibit- 
ing the other side of the question. 


Is a Check Payment? 


BUSINESS accepts a customer’s 

check in payment of an over- 
due account. The check goes bad 
and the business man then sues the 
customer for the account. The cus- 
tomer then says that the business 
man accepted the check in “pay- 
ment”; that, in effect. when he took 
the check he relinquished whatever 
claim he had on the account. 

It can happen that way if the busi- 
ness man takes the check in “abso- 
lute payment” and it is so understood 
and agreed by both sides. But un- 
less there is such an understanding 
at the time the check is turned over. 
the check is only “conditional” pay- 
ment, the condition being that the 
check will be honored when pre- 
sented at the bank on which it is 
drawn. 

“A check,” says the Supreme 
Court of Oklahoma in a recent case, 
“without regard to whether it is the 
check of the debtor or that of a third 
person, does not constitute payment 
unless it is agreed that it shall be 
taken as an absolute payment.” 

If nothing is said when the check 
is received, the payment is condi- 
tional subject to the check’s being 
good. A check is never absolute 
payment unless it is so agreed at 
the time it is taken. 
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DIETZ 


STREAMLINE 


LANTERNS 
GIVE 


LONG 
STEADY 


LIGHT 


DIETZ LANTERNS give 
long dependable light with- 
out diminishment. Wind, 
rain or murky weather can- 
not down the powerful, 
steady beam of an ever reli- 
able DIETZ. They are very 
economical too, one pint 
of kerosene burns three 
nights. 
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LANTERNS 












R.E. DIETZ COMPANY | 
NEW YORK [aitad 


Output Distributed Through the 
Jobbing Trade Exclusively 





1840~ 











Changes in America’s Business Trend 


(Continued from page 43) 


store's compet tion today? = Is it 
the other hardware stores in the 
same community? We all know 
that this is not the answer. In 
our own community, a city of 13.- 
000 with a trading area of 33,000 
population, we have a_ situation 
which I believe is ty pie al of this 
country. There are four hardware 
stores, three limited price variety 
stores, one large mail order con- 
cern, six drug stores, five furni- 
ture firms, three automotive stores, 
two grocery chain stores, two lum- 
ber yards, one cooperative store, 
four cigar stores. two stationery 
stores and three paint and wall- 
paper stores. Each of these 36 
stores sells hardware and _ allied 
line merchandise. If the annual 
hardware volume of these stores 
could be computed we could see 
how much business fails to reach 
the hardware cash registers. 

In our community you can pur- 
chase your paint requirements 
from 19 different sources; large 


and small electrical appliances 
from 24 stores; kitchen ware from 
17 firms, and ammunition for 13 
different places. Such conditions 
are getting pretty general through- 
out the country and prove to be 
the most serious problem confront- 
ing the hardware merchant. 


The Battle Cry 


The old adage, “fight fire with 
fire.” should be the hardware deal- 
ers battle cry. Every dealer, 
to maintain the volume of business 
to which he is entitled, should 
make a complete analys's of his 
selling market to determine what 
new stock should be added to his 
inventory to increase his volume. 

About six years ago, our store 
realized that our annual volume 
on many items had been materially 
reduced. We made a list in the 
back of our order book of all 
articles called for but not stocked. 
At the end of three months, we 








“SON, YOU CAN BET 
THERE’S A DIFFERENCE!” 


“Any two tools may look alike, young 
fellow. It’s the way they perform on the 
job that makes the difference.” 

Old timers in production know — and 
apprentices soon learn —that all the differ- 
ence between profit and loss may depend 
on the efficiency of the tool at the work- 
head. Morse Tools are made to keep pace 





newest and finest machine tools. 


MORSEs 


NEW YORK STORE: 130 LAFAYETTE ST. - - CHICAGO STORE: 570 WEST RANDOLPH ST. | 
— eae -——esidl 
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with the productive capacities of the | 
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TWIST DRILL AND 
MACHINE COMPANY | 


NEW BEDFORD, MASS., U.S. A. | 


were surprised at the great number 
and we gradually added to our 
stock the items not previously han- 
dled although there was good de- 
mand for them. Among the items 
added were milk bottle caps, cot- 
ton filters, electric cow clippers. 
radio sets, air-conditioning equip- 
ment, bicycles, materials and 
equipment for constructing walk-in 
refrigerated coolers, round and flat 
irons, suburban-meter gas _ for 
country homes, shoe skate outfits, 
pin-up lamps, bathroom scales, 
electric shavers, kitchen cabinet 
sinks, power tools, bathroom 
equ'pment, soil pipe and fittings 
and other small items too numer- 
ous to mention. 

If we wish to retain our share 
of the hardware business we must 
go with the gradual trend. We 
must diversify our stock as the 
other stores have done. We must 
make our plans in advance. We 
must discuss with our store person- 
nel what new merchandise can be 
stocked and sold with a satisfac- 
tory margin of profit and proper 
turnover, and ask all traveling rep- 
resentatives to show or explain to 
us the new, fast-selling articles 
that should be added to our pres- 
ent stocks. Last, but not least, 
we should form the habit of shop- 
ping periodically all of our vari- 
ous types of competitors in order 
to know our competition and their 
sales methods and to build within 
ourselves a stronger determination 
to regain the business we have lost. 


Unusual Lines Increase 


Store Traffic 


(Continued from page 45) 
popular priced lamps. Retail 
prices are 79 cents, $1.19, $1.59, 
and $2.69. Shade prices are 29, 
39, and 49 cents. A shade for 
candles is also stocked and this 
sells for 10 cents. All of these 
prices are competitive. 

Lamps are excellent gift items 
and women customers are always 
interested in suggestions of this 
type. Some of the types of lamps 
carried are stand, pin-up, boudoir. 
coffee*table and reading lamps. 
Shades for lamps are replaced now 
and then in the home and this also 
accounts for considerable ~store 
traffic. 
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Household 


Falund ~: 


KNIFE SHARPENER 





A FAST ONE 
for 
OPEN HOUSE 

May 1-10 





OUTSTANDING 50¢ VALUE 


Your regular margin at this Open House price. 
Sells at sight. 





39c 


Double-Money-Back Guarantee on every car- 
ton. Counter display included with every 
dozen. Ask your Jobber. 


EDLUND CO., BURLINGTON, VT. 














in Mo enate? 
yore? 
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In Cleveland 
HOTEL HOLLENDEN 


So Gadhes 
THE NEIL HOUSE 
Inu Akron 
THE MAYFLOWER 


In yp aw wy 6. 
HOTEL LANCASTER 


In Corning, N.Y. 
BARON STEUBEN HOTEL 


THEO. DeWITT 
President 


R. F. MARSH 











THE HOTELS THAT CHECK WITH EVERY TRAVEL mene 





APRIL 3, 1941 








| 
| 
| 








pem=SASH CORDS =m 


SAMSON SPOT—Known to dealers, architects, 
builders, and home owners, for nearly half a century, 
as the most durable material for hanging windows. 
Made for longest possible wear in running over pul- 
leys or in any use requiring smooth, strong, solid 
braided cotton cord. Guaranteed free from imperfec- 
tions. Samson Spot Cord is marked with a succession 
of colored spots (any color), which with the words 
“Spot Cord” are both trademarks (Reg. U. S. Pat. Off.) 


PHOENIX—Next best value to Samson Spot Cord, 
and known to the trade for nearly as long. An excel- 
lent cord for use where the best is not needed. 
Uniform, strong and durable. Good for clothes line 
and general use as well as for hanging windows. 


AETNA—The best cord at a low price. All yarn 
throughout, with no loading to increase weight and 
decrease durability. Smooth, firm and tough. 


To obtain perfectly and permanently balanced windows 
use good sash cord and suitable weights and pulleys. 


SAMSON 
CORDAGE WORKS 
BOSTON, MASS, 





















~ HERE’S 
WHY! 


HERE'S WHY mechanics, pattern makers, skilled hobbyists and other users 
of good tools d d the g Russell Jennings Auger Bits. For profit's 
sake, carry a wide range of types and sizes. Your jobber can supply you. 











@ The 
RUSSELL JENNINGS 


AUGER 


MFG. CO., 


BITS 
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Chester, Conn. 








SEND US YOUR 


Cngecees 


FOR FENCE AND 
METAL SPECIALTIES 
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Stewart [ron Picket Fences and Entranc: 
(iates and Stewart Chain Link Wire 


Fences, are available in a wide range of 
designs and types to meet all requirements 
Stewart Metal Specialties 
omprise Iron and Wire ae 
Window Guards to fit any 
size or shape of opening, a 
Wire Partitions, Sliding and a 
_ 








Folding Gates, Settees, Steel 
Folding Chairs, Ornamental 
tron Bracket and Pier Lan 
terns, Railings, Flag Poles, 
and scores of other products 


























—— 
Many dealers are making money by sending their 
nquiries to Stewart. Let us tell you about this 
plan, You make no investment whatever. Send 
for literature mentioning products in which you 
are interested. No obligation, of course. 


THE STEWART IRON WORKS CO., INC. 
837 Stewart Block. Cincinnati, Ohio 


Fence Builders to America Since 1886 














It Sells Itself! 


Just display them and see the 
customers roll them ouf. 


THE MASTERS 


“HANDI-CART”’ 


**Successor to the Wheelbarrow" 

It sells on sight because customers in- 
stantly see that it serves a need here- 
tofore unfilled. Front edge tips down 
to take Id&ves, grass, rubbish, ete. 
Scoops up s&nd, gravel, rocks. Ends 
stooping, shoveling and backache. 
Sturdy, yet light and easy to handle. 
Sheet metal body; all-steel axle; rub- 
ber tires. Guaranteed to satisfy Our 
national advertising is creating de- 
mand from coast to 
coast Get your share 
of its benefits 













Two Sizes . . Retail Prices, 
F.0.B. Chicago 


$475 $675 


3¥2 cu. ft. 


WANTED 


Live Jobbers 
and Dealers 


Pat. 
Pend, 





2 cu. ft. 


Write or wire 
for details 
and discounts. 


Get your Orders 
In Early 


Be Ready for the Spring Rush 


MASTERS PLANTER CO. 


4029 West Lake Street, Chicago, Ill. 
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General view of the Supplee-Biddle Hardware Co. Merchandise 





WM. GEO. STELTZ 
President 


Supplee-Biddle 


rWYRAINS, buses, and car caravans 

brought several thousand mer- 
chants to the Broadwood Hotel, 
Philadelphia, Pa., March 3-6, 1941, 
the scene of the seventh annual 
Merchandise Fair of the Supplee- 
Biddle Hardware Co.. of that city. 
Wm. Geo. Steltz. president of the 
company, presented a_ spectacular 
display of merchandise and mer- 
chandising ideas in an unusually 
colorful show. 

The entire show was dominated 
by the color scheme of red, white. 
and blue with an added touch of 
gold. The fact that this was the 
company’s seventh consecutive fair 





Canada Welcomes U.S. Tourists 


E are asking the Government 
to send you half a dozen cop- 
ies of Ontario road maps, and other 
information and should any of your 
friends wish to make a trip to Can- 
ada, of course we will be glad to 
have them and these road maps may 
be of some assistance to them. 
There is no difficulty in U. S. citi- 
zens visiting Canada. There are no 
formalities excepting that, should 
they wish to fish or hunt, they re- 
quire a license for it which only costs 
a very nominal sum. No passport 
is required and we will be glad to 
have any who care to visit us. 
This is a good time for any one 
from the United States to come here, 


because the exchange value on your 
money is about 10 per cent and we 
will give you $10.00 worth of goods 
for practically $9.00 of your money. 
The price of our gasoline per gal- 
lon, of course, is higher than yours. 
but 4 gallons of our gasoline equals 
5 gallons of yours in quantity. 

The Government provides cards 
which are exhibited all over the 
country requiring our merchants to 
pay the exchange to U. S. tourists 
and there is a penalty for any one 
not giving exchange. 

James Mac Grecor, 
Mac Gregor & Co., 
Caledonia, Ont., 
Canada. 
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Fair at the Broadwood Hotel, Philadelphia, Pa., March 3-6. 


Merchandise Fair 


made possible many “good luck” 
features, and in the face of rising 
costs, many special prices were 
available for the duration of the 
show in the “7-11 Room.” 

Beautiful girls, pulchritude con- 
test winners from different parts of 
the country, seemed to pop out from 
everywhere. The spectacular pageant 
on the special constructed stages in 
the balcony consisted of beautiful 
girls dressed in ingenious costumes, 
symbolizing trade marks prominent 
in the hardware business. 

In the sporting goods exhibit, 
Robinson and Lorane, the world’s 
championship dart team, gave exhib- 


its of trick dart shooting and demon- 
strated the art of blowing darts with 
the greatest of accuracy. One of 
the hits of the show was the presen- 
tation of “The Greatest Living Re- 
tail Dealer in the World.” This 
attraction was on the main stage and 
caused considerable comment. Two 
trained deer were features of the toy 
exhibit where the “Billy and Ruth” 
promotion was dramatized. 

The “Promotion Bar” attracted 
many and the only delicacies served 
were advertising and sales promo- 
tional ideas. namely Supplee-Biddle’s 
11 major promotions. 





sON 


LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Strueturals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Ine., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 


St. Louis, Philadelphia, Jersey City. 








NEW PAINE 
Braided Fiber 
ma Woodscrew 


Anchor 








“‘Perfect BETTER 
Shipping 
Month” 


PRIL has again been designated 
“Perfect Shipping Month” by 
the shippers of the United States. 
This campaign, desighed to lessen 
the economic waste involved in dam- 
age to goods and merchandise in 
transit, is being sponsored by the 
13 shippers’ advisory boards of the 
country. In this endeavor, the ship- 
per groups will have the active as- 
sistance of the Association of Amer- 
ican Railroads, Railway Express 
Agency and other mediums. 
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One of the objectives of the drive 
is to center the attention of the ship- 
ping public in general and the large 
users of transportation particular 
upon present methods of preparing 
goods for shipment. By study and 
further experimentation, the ship- 
pers boards believe that the causes 
of damage, found due to inadequate 
containers, faulty “interior pack” or 
unscientific methods of loading 
freight in cars, can be eliminated by 
substituting improved designs of 
packing boxes and more careful 
stowing and handling practices. Dur- 
ing the next six weeks, several hun- 
dred Perfect Shipping meetings will 
be held in cities and towns through- 
out the country. 








Does A Better 
Fastening Job 
In 
Fragile Material 


Because: 


1. The braided construction 
assures greater holding 
strength and uniform expan- 
sion under screw pressure 
without tearing. 


2. It's chemically treated to 
withstand temperature 


40 


Different changes and to protect 
Sizes against moisture. 

from %"" 3. It can be cut to the exact 

to 32"" size needed with a pair of 

in Length pliers without fracturing the 


material. 

4. It's easily and quickly in- 
stalled without a setting tool. 
5. It's equally effective in lath and plaster, mar- 
ble, tile, slate and fragile composition materials 
in new installations and in bushing existing screw 
holes. 

Fragile walls are easily damaged and costly to 
repair. Protect your customers against this risk by 
recommending PAINE Braided Fiber Woodscrew 
Anchors. Ask your Jobber TODAY or write for 
Free sample and circular in colors. 


THE PAINE CO. 


2963 CARROLL AVE. CHICAGO, ILL. 
NEW YORK WAREHOUSE & SALES: 48 Warren St. 
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NEW MODELS 





FOR BIGGER PROFITS 


@ These new IDEAL medicine cabinets are 
designed to harmonize with the most modern 
styles. Their mirrors add depth and beauty 
to any bathroom. There is a style and size 
to fit any size home. Let us show you how 
the IDEAL line will give you bigger profits. 


Ideal CABINETS $f" 70 


SIZES AND PRICES LIST 
START FROM: 
WRITE FOR 1941 CATALOGUE 


IDEAL CABINET CORP. 


8841 CENTRAL AVE., DETROIT, MICHIGAN 


fetter FLUE STOP! 


MEAI N bigger SA SALES 
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And +3 Gems are Sali 


@ Because of outstanding appearance 
— attractive pictures lithographed 
on metal. 

@ Because picture is permanently 
locked to the blank. 

@ Because of the famous Gem folding 
wire fasteners—secured to the blank 
by sockets raised from the metal of 
the blank itself; no assembling oper- 
ations or loose parts involved. 


Ask your Wholesaler for #3 Gems, 
or write us for reference. 


J. L. CLARK MANUFACTURING CO 


ROCKFORD. ILLINOIS 
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The present-day home of the Beck & Gregg Hardware Co. 


Beck & Gregg Builds 


Successful 75-Year 


Business History 


NEVENTY-FIVE years ago the 
Beck & Gregg Hardware Co., 


Atlanta, Ga.. began business in its 
first home built among the ruins and 
literally on the ashes of a destroyed 
Atlanta. There was no money, no 
commerce, little food, and poverty 
was universal, yet Vincent R. Tom- 
mey, Joseph S. Stewart and Gus- 
tavus J. Orram with a total capital 
of $2.500 began their hardware busi- 
ness in a store and basement with a 
small warehouse in the rear, and en- 
gaged to pay the first year’s rental 
of $6,000. , 

Mr. Tommey was the financier and 
buyer, Mr. Stewart the floor man and 
salesman, Mr. Orr the bookeeper 
and Lewis H. Beck. the general util- 
ity boy and only ouolapan. The diffi- 
culty of doing business at all was 
very great but shortly afterward the 
city began to recover and several 
changes and adjustments were made 
in the new business. Mr. Orr with- 
drew in September, 1866.. The name 
of the firm was changed to Tommey 
& Stewart and Mr. Beck became 
bookkeeper as well as general util- 
ity man. On the meagre capital of 
2.500 plus such sums of money as 
could be borrowed, sales for the first 
year amounted to $40,000. 

A short time later Mr. Beck be- 
came the first traveling salesman for 
the firm and was one of the first in 
the South. In 1869 William A. Gregg 
was employed as a bookkeeper and 


two years later was made a member 
of the firm, the name of which be- 
came Tommey. Stewart and Beck. 
The capital. also, was augmented by 
his investment of only $50 in cash, 
the only outside capital ever admit- 
ted to the firm. 

During that year the growth of 
the business was such that more 
space was needed and a new struc- 
ture was erected and occupied in 
1872 at the time of Atlanta’s first 
serious financial panic. In 1878, 
when growth began again, Mr. Tom- 
mey and Mr. Stewart retired from 
the business, selling their interests 
in the business to Gregg and Beck, 
the firm becoming for the first time 





W. A. PARKER 
President 
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*“-MEAN PROFITS 


to you— 
Mr. Hardware Dealer 
THERE’S a STEADY DEMAND—12 MONTHS in the YEAR FOR 


Ro OTO IN va The plant Hormone Powder that 


Reg. U S. Pat OF hastens the rooting of cuttings and 
the germination of seeds. 


FRANSPLARTIONE pms 


+ reduces loss from 
transplanting, increases the root growth on plants and 
produces better flowers, finer foliage and bigger plants. 


These are THE standard garden accessories— 

A good display in your store will cash in on this profit opportunity. 

You can sell both ROOTONE and TRANSPLANTONE to every garden lover 
in your neighborhood all during the Summer for every kind of garden—then 
also during the Fall and Winter months for house Plants. 

Write today for window cards and display material. Order an ample stock 
from your jobber. Be ready to get your share of the Spring business in these 


garden helps. 
PRICES 


VY oz. pkt. of ROOTONE 25¢ 1 oz. can TRANSPLANTONE (list) 50¢ 
(48 in display carton) (12 in display carton) 


2 oz. jar (list) $1.00 3 oz. can (list) : .-. $1.00 
(12 in display carton) (12 in display carton) 
1 Ib. can $5.00 | Ib. can $4.00 


Write to your jobber or Horticulture Division 801 


AMERICAN CHEMICAL PAINT COMPANY |] 
Ambler, Pa. 


All standard sizes and lengths including Hollow 
Cable, Reinforced Hollow Cable, 6-Strand Twisted, 
4-Strand Twisted and Solid. Wright Wire Clothes 
Lines (Strand) for many purposes. Copper bearing 


steel exclusively. 


0 ee 
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BOMMER 


SPRING 


HINCES 


EBEST 


The most useful and 
satisfactory spring 
hinges for general 
use. The location of 
the two springs of 
each hinge on oppo- 
site sides of the door 
reduces oscillation 
when closing. 








tm 2 
Double Actien Standard 
Type No. 29 Button Tips 





They permit the door 
to be opened all the 
way back to the wall if suitably hung. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Co. — Brookiyn,N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 











HERES THE BICCEST 
STORE EQUIPMENT 


VALUE EVER OFFERED 


hl % 


2 Gow 





LOOK WHAT HELLER 
EQUIPMENT WILL DO 
FOR YOU— 


@ Increase Sales 

@ Beautify Your Store 

@ Attract Trade 

@ Properly Display Mer- 
chandise 

Free Store Plans—lIllustrated Literature—Catalogs. You owe it 

to yourself to find out how little Heller Store Equipment costs and 

how much good it will do you. It’s the best investment you can 

make. Heller Hardware Store Fixtures are the results of 50 years 

of consistent designing and manufacturing. Stores all over the 

world bespeak their quality and low prices. Write today for 

complete details. 


W..C. HELLER & COMPANY 


441 Bryant St. 330 Hudson St. 
Montpelier, Ohio New York City 
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A FINE BARR RUBBER TOY FOR EVERY CANINE TASTE 

PERFECT MERCHANDISE TO SUPPLEMENT SPORTS AND TOY DEPARTMENTS 


i—Indestructible Dog Bone, 2—Musical Dumb-Bell, 3—Whistle Rat, 4—Whistie Scottie Head, 5—Bell 
Ball, 6—Floating Indestructible Ball, 7—Indestructible Ring. 7 - ' 
Each of these fine toys is chocolate scented, and colored with attractive, non-poisonous pigments. Enduring 
beauty, usefulness, and toughness may be credited to the best of ingredients and workmanship. : 
BARR Dog Toys produce steady year around sales of surprising volume. Your inquiry will bring detailed 6 
information. Write Dept. L-4 today. 
BRANCH OFFICES: 
NEW YORK—ROOM 507, FIFTH AVE. BLDG. 
CHICAGO — 14111 MERCHANDISE MART 


SANDUSKY 
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SPRING HINGES ) CP 
° ° ~~ / Hand Decorated 
Silent Action 


Architects and Builders’ 
Hardware Engineers realize 
the importance of silence in 
a residence, hospital or 
school. 


The Relax Double Act- 
ing Spring Pivot-Hinge op- 
erates quietly, slowly and 


















@ All you need to do to 





a with few oscillations. It is sell Carlton Pantry Ware 

Type 6001 economical in the cost appli- is to display it prominently. 

Spri Pi ; Its gay lustrous colors at- 
pring vot-Hinge . ° ; 

cation and maintenance. tract women instantly, 

, . : prompt them to buy. Supe- 

The “spring action release” permits the door rior features of Carlton 

° oa: Cake Savers are patented 

to be placed open at any desired position. The dos ihe cost ohtth Benen 

door will not stand open unless the spring foods clean and fresh, and 

2 ‘ “ P ‘ - pi locki handl 

action is purposely disengaged. This avoids the +g pen "Order pogo 


annoyance of doors unintentionally left open. your jobber for greater 
spring sales. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK = The Carrollton Metal Products Co. 





U.S.A. CARROLLTON, OHIO 























We address and mail your sales promotion material to Hardware Jobbers and Hardware Retailers, 
whose names and addresses are right up to the minute in correctness. 


Consequently we lay the foundation for a successful Direct Mail Sales Promotion Campaign for you. 


Also. we save you considerable sums for postage and promotion material by eliminating dead names, 
incorrect addresses and duplications. 


Likewise, your campaigns are assured 100% effectiveness by reaching verified hardware jobbers and _ 
hardware retailers—not a collection of unverified miscellaneous names. 












Write for details 
HARDWARE AGE DIRECT MAIL ADDRESSING DEPT., 100 East 42nd Street, New York, N. Y. eal 


CATALOGS - BROADSIDES - CIRCULARS - LETTERS x 
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Beck and Gregg. That firm contin- 
ued for 31 days and then Mr. Tom- 
mey came back into the business 
with the firm becoming Tommey, 
Gregg & Beck. Since Mr. Tommey 
was engaged in the banking business 
at that time. he took no active part 
except to guide its finances. 

By that time, too, the firm had 
agents all over the state and in near- 
ly every city of the Carolinas, Flor- 





PALMER J. SMITH 
Vice-President and 
Treasurer 


ida and Alabama. The force had 
been increased from one to 20. In 
1879, W. A. Parker, who was des- 
tined to become the company’s third 
president. was employed. first as an 
office boy and later as bookkeeper. 
By November of that year, Mr. Tom- 
mey again sold his interest in the 
business to Gregg and Beck and in 
1880. William Crumley was admitted 
to the firm which then became Beck, 
Gregg & Co. 

In 1883. the firm, then 17 years 
old, published its first catalog and 
startled Atlanta by forming itself 
into that then unknown type of or- 
ganization. a mercantile corporation. 
lis charter was granted in May of 
that year and a permanent organ- 
ization was formed the following 
month. During the same _ year, 
Raphael T. Semmes, who had been 
employed in 1879, was admitted as 
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First home of 
Beck & Gregg, 
then Tommey, 
Stewart & Orr. 
Drawn from 
description. 


a stockholder. In 1855.-the mill sup- 
ply firm of Davenport. Johnson & 
Co. went into bankruptcy and Beck 
& Gregg took over the store and as- 
sets which became their mill supply 
department. 

Eighteen eighty-nine was another 
big year. By that time the company 
had 19 traveling representatives 
throughout Georgia, Florida, the 


Carolinas, Alabama and Tennessee 


and moved into a larger building. 
W. A. Parker also became a stock- 
holder. 

In 1894, Mr. Gregg’s failing health 
caused him to sell his entire interest 
in the company to Crumley and 
Parker. A year later he died and 
W. A. Parker was elected secretary- 
treasurer to fill his place. Next Mr. 
Semmes sold his stock to Beck, 
Crumley & Parker, moved to Savan- 
nah where he founded the Semmes 
Hardware Co., and the remaining 
stockholders continued the business 
with no further changes until the end 
of their corporate period of 20 years. 
Then a still larger building was 
erected. In 1903, when it became 
necessary to renew the charter, Beck, 
Crumley and Parker remained as 
officers and constituted the board of 
directors under the new charter. 
Eight of the older employees of the 
company were admitted as_ stock- 





Tommey, Stewart & Beck building 
in 1872. 




















THE MODERN 
PIED PIPERS 


are the 


BETTER BRAND 


MOUSE and RAT 


TRAPS 


WRITE US FOR FOLDER OF COMPLETE LINE 
AND NAME OF JOBBER—ASK YOUR JOB- 
BER TO SHOW YOU OUR NEW STEEL 
MOUSE TRAP—RETAILS FOR FIVE CENTS 


McGILL METAL PRODUCTS CO. 
DEPT. 151 


MARENGO, ILLINOIS 








RIGHT IN SEASON 
FOR OPEN HOUSE 





GARDEN INSECTS and Open House 
come right at the same time. So give a 
choice display space to Red Arrow Garden 
Spray—nationally advertised in more mag- 
azines to more millions of home gardeners 
than any other garden insecticide. Ask your 
jobber for posters, leaflets and other selling 
helps. Or write now to: 

THE McCORMICK SALES CO. 

403 Light St. . Baltimore, Md. 
McCormick & Co. (Canada) Ltd., Toronto 


RED ARROW 


GARDEN SPRAY 
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86 /ExtraProfit 


ING Adapted LAWN SEED / 


SELL 
Added Profit Program 
introduces: — 

1. The first 

Guide" 
a | a Displays / 
— Promotion Ideas | 
and expands: — 
3. Woodruft's 
an tor adapt 


Waltelit = 
ing lawn 
Mixtur 





The Lawn Guide 


A unique new device 
to answer, in your 
store, customer's 
questions about rais- 
ing better lawns. 
Write for details, 


H. CONN 2 


RUFF 





















The Socket Wrench 
with the DRIVELOCK! 


Have you tested the ARMSTRONG 
Vanadium Super Quality Socket 
Wrenches featuring the patented 
ARMSTRONG DRIVELOCK? 
This exclusive Armstrong feature 
locks socket to driver, driver to 
extension, extension to handle 

heads positively will not knock off 
These are the only safe wrenches 
to use around moving machinery. 
Parts are quickly and easily de- 
tachable 


If you 
haven't " 

a copy of the ARMSTRONG 
Wrench Catalog handy write 
today for C-39 Manual showing 
complete ARMSTRONG Line 
these are guaranteed quality tools 
the finest manufactured. You can't 
miss sales with ARMSTRONG J 
QUALITY. 


















ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 


Eastern Warehouse and Sales 
199 Lafayet St New York 
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CHARLES N. BANDY 
Secretary 


holders; among them W. C. Holley- 
man, later vice-president and W. D. 
Paden, later secretary. 

At the close of business in 1904, 
annual sales passed the one-million 
mark. The next year Palmer J. 
Smith, who later became vice-presi- 
dent was admitted as a stockholder. 
Additions were made to the Atlanta 
building, a warehouse was erected in 
Savannah and W. D. Paden and J. 
H. Franklin became members of the 
board. In 1910, Mr. Crumley and 
Mr. Franklin withdrew selling their 
holdings to Mr. Beck, Mr. Parker 
and others in the company. Mr. 
Beck also became less active in the 
business and W. A. Parker was 
elected vice-president and general 
manager. W. D. Paden became sec- 
retary and P. J. Smith a director and 
treasurer. 

The celebration of the company’s 
50th anniversary in 1916 was held 
amid war-time prosperity. In fact. 
during the next yearvsales passed the 
two million mark. In 1917, Mr. 
Paden retired and C. J. Aldred suc- 
ceeded him as secretary. The follow- 
ing year, R. L. Hardeman, whose 
brother later became governor, was 
admitted as a stockholder and C. W. 
Bandy, later to become secretary. 
was ee as a bookkeeper. In 
1919, W. A. Parker, later to become 
the company’s fouth president, be- 
gan work in the company’s ware- 
houses. 

With the retirement of L. H. Beck 
in 1920 after 54 years of service, Mr. 
Parker became president; C. W. 
Holleyman, vice-president; C. J. Al- 
dred, secretary; P. J. Smith, secre- 
tary and B. W. Brannon and J. R. 
Almand were admitted as_ stock- 
holders. In 1922, President W. A. 
Parker died after a brief illness and 
Mr. Beck resumed the presidency. 
W. A. Parker. Jr.. at that time was 


elected a director and second vice- 
president, and president in 1925 
when Mr. Beck was made_ board 
chairman. 

After 52 years of continuous ser- 
vice. Mr. Holleyman retired as vice- 
president in 1936 and P. J. Smith 
became vice-president and treasurer. 
In 1937, B. W. Brannon, W. M. 
Huie. P. B. Strickland and C. W. 
Bandy were elected to the board. In 
1940, C. J. Aldred retired as secre- 
tary and Mr. Bandy succeeded him. 
J. M. Cook was named assistant trea- 
surer. 

In the 75 years of its history, the 
Beck & Gregg Hardware Co. has 
passed through nine depressions and 
nine recoveries and now there is an- 
other cycle of war, rearmament. 
increasing prices, ete. 

Today the company regularly 
serves all of Georgia and South 
Carolina, nearly all of Florida, the 
eastern half of Alabama, and a large 
portion of North Carolina. Current 
annual volume approaches the three 
million mark, a sizeable increase 
over the first year’s volume of 
$40.000. Instead of the few hundred 
items listed in the first catalog in 
1883, the new 1941 catalog now 
being published will contain over 
25,000 items. A fleet of 11 trucks 
has replaced the original horse- 
drawn dray which for years was the 
sole delivery system. From a force 
of four people who conducted the 
business in 1886, the organization 
has grown steadily until there are 
now a total of 165. Without excep- 
tion the officers, department heads. 
and other responsible officials of the 


company have grown up in the busi- 
ness. With the exception of $50 in- 
vested by Mr. Beck in 1871, no other 
outside capital has ever come into 
the firm and today, as heretofore, its 
capital shares are held by those ac- 
tively employed in it. 





ATLANTA, GHONGTIA. 
, DISBTON& BKOP’SCIRCULAR SAN 


rk Bet hae 
An early advertisement of Beck, 
Gregg & Co. 
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Sells FLUORESCENTS like hotcakes ! 








FLUORESCENT 
HE LIGHTING 








New Miniature “Store” of FLUORESCENT UNITS 
(Quick Change, Adapter Type) for HOMES, OFFICES, STORES 














These are today’s new “must” lights—with their 2500 
hours flawless operation, perfect glareless light, brilliant 
illumination, and 50% reduction in electricity. No re- 
wiring necessary—installed almost as easy as changing 
a bulb. Your community is 9» gold mine of sales—and 


the Diamond F Miniature “Store’’ makes it easy to 
ring up these steady, fast growing profits. Assortment 
consists of 16 fixtures of 6 modern designs, in distinctive 
finishes, together with 
sales - making Display. 





16 Fixtures Retail 


All quick-selling numbers don’t 

delay showing them. Order from at 135.00 

your jobber. Cost Dealer 74.50 
Write for New F41 Catalo - 

featuring complete line of diamond F _ PROFIT 60.50 


cent Units. Write today. 


THE FRANKELITE CoO. 


2623 East 51st St. orices and samslc Cleveland, Ohio 





x 'S 





prices and sample 
display. 
all 


CAN OPENER 
COMBINATION 









Order No. 160-BC. 
COMBINATION ... BOTTLE OPENER. 


Vaughan’s Improved CAN OPENER 
.. CORK SCREW 
... AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 


SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 





VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 





APRIL 3, 1941 





CORY 







for all 
owners of 
glass coffee 
makers... 











ORY s ROD. 


and FUNNEL HOLDER COMBINATION .. . 
..+ featured in CORY National Advertising 


Both oti > COR‘ COFFEE 





eS 
FAK 


BREWER 

patented Insures ‘perfect’ cof- 
accessories Mf metal, and com 
FREE with all 4 ance plete convenience. 
y Write for New 
CORY BREWERS CORY Catalog 


m GLASS COFFEE BREWER CORP. 
325 No. Wells Street, Chicago, Illinois 


Double Your 
Axe Handle 
Profits 
NO EXTRA COST 


@ Put our new axe handle dis- 
play carton at work in your 
store. It doesn’t cost you a 
cent—yet it is a powerful store 
merchandiser—ultra attractive 
in appearance—with space for 
a display of 6 handles and 
stock-keeping space for 24 
more handles in the back. It 
will increase your volume and 
profits. 

Furnished complete with 30 
Turnerday quality axe handles 
assorted in grades and pat- 
terns as required by your trade. 
Order from your jobber when 
you place your Spring axe business. 

No finer handle special for National Hardware Open 
House Week can be devised. For descriptive catalog sheet, 
write us— 

















TURNER, DAY & WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS — WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 
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STEARNS 





LOW COST FAUCETS 


Be sure to stock Stearns Faucets. It is a 
profit-making line. Low in price but high 
in dependable quality. Leak-proof. Guar- 
anteed to hold all petroleum products 
and other non-corrosive liquids. Made of 


close-grained grey iron—cadmium-plated. 
’ 


3) hd ’ 
Self-Closing 
Faucet No. 60 
%™” U. S. Std. Pipe 
Thread. %” Flow 
Special impregnated, 
No. 60 permanent leather 
valve facing. Tapered 


thread sealing plug to permit cleaning valve. 


>) oe 
Lock-Lever 
Faucet No. 50 
%” U. S. Std. Pipe 
Thread. %” Flow 
Plug ground to each 
barrel. Spring wash- 
er holds tight joint 


OIL AND MOLASSES GATES 


A full range of sizes and styles—for im- 
mediate de- 
livery Lock- 
fast and Perfec- 
tion patterns 
Sizes %” to 6”. 
Pipe thread, 
wood thread, 
flanged and por- 
celain lined. 


Write for circular, price list 
and discounts. 
E. C. STEARNS & CO. 
Estab Syracuse, N. Y. 1864 














Fairbanks Trucks 
are 
Easier to Sell 


You don’t have to 
waste time to con- 
vince customers of 
the superiority of 
Fairbanks Hand 
Trucks. 

They can easily see that they are de- 
signed to wear longer. There are steel 
straps on both the front and back of the 
well-seasoned wood frame. The steel 
crossbars are bolted flush into the top 
of frame instead of into weakening mor- 
tises. There is practically no part sub- 
ject to much wear that cannot be 
inexpensively and quickly replaced. 


There is a Fairbanks Hand and Plat- 
form Truck for practically every service. 


Write today for our big catalog No. 


51 and distributors’ prices. 


THE FAIRBANKS COMPANY 


400 LAFAYETTE ST NEW YORK, N. Y. 
Boston, Mass., Pittsburgh, Pa 
Distributors in Principal Cities 

Factories: Binghamton, N. Y., Rome, Ga. 


Fairbanks 
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(Courtesy duPont Company) 


Color photographs of various rcoms, printed on cellulose film with 

transparent wall areas, feature the new duPont Color Selector. When 

placed over color sheets, transparent parts of photo show how room 
will appear in various shades or color combinations. 


DuPont Introduces New 
“Color Selector” 


Mort than 1200 different in- 
side color combinations and 
over 340 different outside color ar- 
rangements are possible in the new 
“color selector” of the E. I. duPont 
de Nemours & Co., Wilmington, Del. 
This book designed to eliminate 
guesswork in choosing appropriate 
shades for home decoration was in- 
troduced by the company at a 
luncheon, March 18, 1941, at the 
Waldorf-Astoria Hotel, in New York. 
nN. ¥. 

By providing large sheets of color 
and printed transparent sheets, 
duPont enables dealers to show col- 
ors in a lifelike environment which 
simplifies selection and reduces dis- 
appointment. A loose leaf arrange- 
ment allows the sheets to be with- 
drawn for matching against draper- 
ies or furnishings. 

Twelve interior transparencies 
living rooms, dining rooms, bed- 
rooms, kitchens, and bathrooms- 
and, four exterior transparencies, il- 
lustrating American Colonial, En- 
glish, Cape Cod Cottage and Med- 


iterranean styles, are contained in 
the selector. 

Dr. Clifford F. Rassweiler, duPont 
Co. paint expert, told the group that 
future design requirements are di- 
recting research toward the develop- 
ment of many new colors and new 
paint pigments that will be more 
decorative and give more satisfaction. 
Charles P. Culp, merchandising man- 
ager, Finishes Division, explained 
the use of the “color selector.” 


Thrift Books 

Some merchants get the newly 
married couple business by selling 
them Thrift Savings Books where- 
by the couple pays down 10 per 
cent. and makes the other pay- 
ments on a weekly or monthly pay- 
ment basis. At the end of the 
stipulated period the store pays in- 
terest on the savings, provided the 
couple spends the money in the 
store. This has been very suc- 
cessful. 
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KILLS APHIS 


“Black Leaf 40” sprayed according to direc- 
tions controls aphis, leafhopper, lace bug, 
mealy bug, most thrips. young sucking bugs, 
leaf miners and similar insects. Used by gar- 
deners and flower growers. 


KILLS POULTRY LICE AND FEATHER MITES 


Economical and easy to use—Our “Cap Brush” 
saves money for you! One in every package. 


Sell “Black Leaf 40" and Make 
More Money 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
INCORPORATED — LOUISVILLE, KENTUCKY 














YOU'LL GET MORE 
CUSTOMERS INTO 
YOUR STORE! 


Wits the \DEAL LAWNMOWER SHARPENER 
YOU CANDO Both/ . . 


Make more money. You can if you offer your customers a fast, accurate, 
better lawnmower sharpening service. You profit on the sharpening job 
and bring more customers to your store. Thus you increase your service 
and make more sales on all hardware items. Get an IDEAL LAWN- 
MOWER SHARPENER. Inexpensive, modern, effi- 
cient. Grinds mowers in 20 to 30 minutes. Usual 
charge $1.00 to $1.50. Easy to operate—a clerk 
can run it in his spare time—plugs into light 
socket. Grinds scythes, sickles, grass, hedge shears, 
etc. Write for free catalog and complete plans 
for establishing a lawnmower sharpening service. 


THE FATE-ROOT-HEATH CO. 
702 BELL ST. @ PLYMOUTH. OHIO 
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Maze Metal Roofing Nails combine excellent 
lead heads with shanks of great holding 
power. They will not pull out readily even 
under most severe conditions. The soft lead 
head caps and plugs the nail hole perfectly. 
Plain Barber Lead Heads and Flat Head 


Screws complete the line described below: 


ZINCLAD CALK SCREWS: One piece construc- 
tion; hole capping, self-calking head; pull proof 
screw shank; zinc-coated; rustproof. 





A MAZE ANCHOR 
LEAD HEAD 
Note sharp point; bull- 
dog grip of anchor 
rings; 
of large, soft lead head. 


See Your Jobber or Write Direct for Samples and Prices. 


ANCHOR LEAD HEADS: Non-rotating; maximum 
holding power; soft, hole-capping head; needle 
point; anchored shank. 






j | ; if j Hf ///, 
LOL LE ey 
Maze Lead Heads Cannot Work Out! 
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ROLLER 
BEARING 
HANGER 


OROP 
STRAP 
INSIDE 





Here’s another top quality hardware item . . . it's typical of the 
whole FRANTZ line in customer appeal and satisfaction. 

The Frantz “Glide” Track, you know, combines both tread and 
watershed in one piece ... is absolutely bird proof and water- 
proof ... has telescopic joints providing a smooth continuous 
track for easy operation. “Glide” is quickly installed without 
track brackets. Write for catalog and prices on the Frantz line. 


FRANTZ 
Geararedced BUILDWARE 


FRANTZ MANUFACTURING CO., Sterling, 
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FOOT Tseas ‘t00 
An Open House Leader 





An Outstanding Value 
Regular Price $1.25 
Open House 22 89c 


ORDER THRU YOUR JOBBER 
made by 


Ontario Knife Company 





Franklinville, N. Y. 











HAMMOND 
INSECTICIDES 


AND 


FUNGICIDES 


Popular Since 1875 


Steady Sales that mean 
quick profits result from 
stocking and pushing 
HAMMOND PROD- 
UCTS, known to three 
generations of farmers, 
florists and home gar- 
deners 


Mark-Ups that are all 
that could be asked for, 
permitting generous 
profits. We do not en- 
courage price cutting 

A Real Advertising 
Campaign that includes 
Farm Papers, Florist 
Trade Journals, Garden 
Magazines and Newspa- 
pers reaching 15,000,000 
readers. 

Dealer Helps for use 
“at point of sale.” 


Write for Prices, Sales 
literature and_ electro 
sheet. Do it today 


HAMMOND 


PAINT & CHEM. CO. 
46 Ferry St. Beacon, N. Y. 











Kessell 63 Years With Tunstead 


ONGRATULATIONS are due 
Marshall W. Kessell for out- 


standing performance in hardware. 
Mr. Kessell has been with the Tun 
stead Hardware, Oxford, Mich.. for 
over 63 years, 50 of which he was 
buyer and manager. “Marsh” is an 
expert salesman and his friends are 
legion in his community. 

Along with his activities in busi- 
ness he has filled important offices 
in connection with the city’s adminis- 
tration. He is prominent in lodge 
work and also in social organiza- 
tions. The honor he prizes most 
highly is his membership in the 
“Hardware Age Fifty Year Club.” 

Mr. Kessell has always taken ac- 
tive interest in all sports. He is an 
inveterate fisherman and holds the 
grand prize for landing the largest 
pike taken from Stone Lake, a near- 
by fishing resort. 

“Marsh” celebrated his 81st birth- 
day Feb. 24, 1941. He has been mar- 





MARSHALL W. KESSELL 


ried 54 years and is blessed with a 
delightful wife and a charming 
daughter and grandchildren, all liv- 
ing happily together in a fine home. 





Reprinted from the Buhl Business 
Booster, published by Buhls Sons Co., 
Detroit, Mich. 


Chain Display Saves Space— 
Makes Sales 


FENHAT chain can be effectively 
displayed in a minimum of 
space is proven by the Thomas Con- 


ron Hdwe. Co., Danville, Ill. This 





Courtesy American Chain & Cable Co., Inc 


Effective way of displaying chain. 


display shows how the firm reminds 
its customers that it carries a good 
assortment of popular items for the 
rack can be used for such items as 
utility chains, cow ties, towing 
chains, dog chains, handy chains 
and anti-cow kickers. The display 
rack consists of uprights of 34-in. 
galvanized pipe, fastened to the floor 
with 34-in. flanges and fastened to 
the counter with 34-in. pipe straps. 
The cross bar is connected to the 
uprights by 34-in. tees. The sign is 
made of tin, painted black with 
orange letters. It is nailed to short 
pieces of broom handle resting in 
the opening in the tees. 


Scare Advertising 


NE of the objectives of the Re- 

tailers’ Advisory Committee is 
prevention of scare advertising. In 
order that hardware dealers may be 
familiar with the definition of such 
advertising as developed by the 
board the following definition is 
given. 

. “that which tends, through 
fear of price increases or shortages, 
to induce the consumer to make 
speculative advance purchases.” 

The National Defense Advisory 
Commission discourages any adver- 
tising that fits the pattern of this 
definition. 
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RUBBER TIRED 


WHEELS 


is following the 
Business Curve 


up UP UP 


You'll find a wealth of pros- 
pects for rubber tired wheels 
for Wheelbarrows, Trucks, 
Carts, etc., in your territory. 
The increasing tempo of pro- 


This new Cushion Type (zero 
pressure) Puneture-Proof Wheel- 
barrow Wheel is catching on. 
No inflation problems. 









duction is placing a premium 
on the Safer—Faster—Quieter 
operation of French & Hecht 
Rubber Tired Wheels. Our 
line meets the demands of 
every buyer. Take the first 
HEAVY DUTY WHEELS st ep toward added selling 
with 4.00 x 8” Tire with profit by investigating French 
cause See. te Sor oy & Hecht Rubber Tired Wheels 


with Plain = Bear- TODAY. 


Write TODAY for New CATALOG and PRICE LIST. 


FRENCH & HECHT, INC. 


WHEEL BUILDERS SINCE 1888 
601 EAST THIRD ST. DAVENPORT, IOWA 








AIR-TIRED WHEELBARROW WHEELS 























POWER TOOLS 


At Compelling Prices 


If you are not selling these high 
quality power tools at popular 
prices, you’re missing a real profit- 
making opportunity. 


Arcade Tools are nationally adver- 
tised . . . scientifically designed 
for accurate workmanship and long 
service ...and priced to give quick 
turnovers. 

The tools illustrated here represent 
only a small portion of the Arcade 
line. Send for a free catalog of all 
Bench Tools, Model Makers and Ac- 


cessories 


ARCADE MFG. CO. 
1201 Shawnee St., Freeport, Ill. 


Order from your Jobber 


RETAIL PRICES 


Bench Saw 
6” blade .....$11.00 
B 
y Bench Saw 
a 8” blade .... 22.50 
Band Saw 10”... 18.00 
Drill Press 


34>” bigh ... 22.50 


9g ey x 8 drums 8.00 
ARCADE 





HARDWARE & TOOLS 
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FOR TROUBLE-FREE PROFITS 
YEAR-IN AND YEAR-OUT 


Look to 





eee ind 
FLOOR 
SANDERS 


Choose the machines 
that’ll stand the gaff! 
Floor sanding is no 
sissies’ game—it calls 
for guts and stamina 
in both men and ma- 
chines. You'll find 
both built right into 
the Holt Line! 








Our popular Standard Con- 
trol Streamline Whirlwind 
8 Dustless, silent, port- 
able, chatterless. Highly 
polished aluminum and 
chrome finish. 


Holt machines operate from any base plug; cut 200 to 300 
sq. ft. per hour, right up to mouldings. Easily carried by 
one person. Easily emptied dust-bag; self-aligning; self- 
adjusting. Use less sand-paper; power cost only 4¢ per 
hour. Sure-grip paper clamps; total weight 130 Ibs. All 
parts guaranteed for entire life of machine . . . 3 profitable 
models. $195.00 to $250.00. 


HOLT SALES COMPANY 
228 JELLIFF AVE.. NEWARK, N. J. 


BRANCH ey & FACTORY: Holt Manufacturing Company, 
5 12th Street, Oakland, California 




















CHORE GIRL 


The ideal abrasive cleaner for 
kitchen and farm utensils. 


Advertised consistently in na- 
tional and farm magazines. 


2-dozen pack comes in attractive 
4-color counter display carton. 
Order from your jobber today. 


METAL TEXTILE CORPORATION 


Orange, N. J. 
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Hardware Catalogs 


Buyers sive preferred place 
to Hardware Catalogs com- 
piled by NORAMPRESS. That's 
hecause they're easy to refer 
to and use. Get the benefit of 
NORAMPRESS methods when 
planning your next catalog. 


Dhe 
NORTH AMERICAN 


728 N. Seventh Sf. 
Milwaukee, Wis. Press 


Full facta and specimen 


cataloga upon request 
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GARDENE LAWN 
AND “iS TOOLS 
Cultivator 


Mulcher 
Weeder 






10-N 


Here's the popular No. 


“NORCROSS” GARDEN GROWER 


that sells on sight when properly dis- 
played. Handsome, sturdy, highest qual- 
ity construction . . it saves the back- 
breaking drudgery of home gardening .. . 
reasonably priced. 


MOST COMPLETE LINE 


Hand Cultivators, Lawn Weeders and 
Dandelion Pullers... full range of sizes 
styled and priced to SELL 


ASK YOUR INDEPENDENT JOBBER 


C. S. Norcross & Sons 


Bushnell IMinois U.S. A. 




















“Quality Garden Tools Since 1891”’ 
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i KELCEY and 


Howard Dunning, partners in the 
retail hardware firm of Kelcey & 
Dunning, have put in a long, hard 
day and are getting ready to close 
up the store and go home to din- 
ner. As they look about to see 
what has been forgotten, they hear 
signs of life in the rear of the 
store. Walking back to the cash 
register they see George Kramer, 
their youngest clerk, standing by 
the cash register with his back 
turned to them. As they watch 
he puts his hand in his pocket, 
takes out an egg beater and ex- 
tends it to an imaginary customer. 

KRAMER: This would be a 
handy gadget to take along home, 
wouldn’t it? 

KELCEY: That’s the spirit, 
George. I like to see that sort of 
thing. Practicing up on “Sizzle- 
manship,” weren’t you? 

KRAMER: Yes, Mr. Kelcey, 
that’s just what I was doing. You 
see I read the first article on that 
series by Elmer Wheeler in the 
March 20 issue of HaRpwARE AGE 
and it interested me so much that 
I’ve been trying to put more life 
in my selling arguments all day. 

KELCEY: Well, keep right at 
it, that’s the sort of interest and 
spirit that makes better salesmen 
and helps everybody right on 
down the line. But you’d better 
zo home and have dinner now. 





Practice some more on the cus- 
tomers tomorrow. 

KRAMER: Thanks, Mr. Kel- 
cey. Guess I will go home. Good 
night. 

DUNNING: What in thunder 
was he up to and what is “Sizzle- 
manship” ? 

KELCEY: Well, I can see that 
you haven't read that issue of 
HarpwareE AGE yet. “Sizzleman- 
ship” is the title of a series of 
six articles that have just started. 
They began with that issue. They 
are by Elmer Wheeler, who is 
president of Tested Selling Insti- 
tute and an authority on sales- 
manship. “Sizzlemanship” is a 
form of superior selling; it puts 
a “sizzle” into salesmanship and 
that makes “Sizzlemanship.” Read 
that article. Believe me, it’s hot 
and it will give any one pointers 
on selling. And when you've fin- 
ished that just turn over a couple 
of pages and study that two-page 
spread on “Suggested Selling as 
Applied to Plant Food.” There’s 
something worth while! A_pic- 
torial study of how to make the 
second sale to the customer. And 
it even puts the selling ideas in 
the salesman’s mouth. Read that 
and you'll know how to sell plant 
food the way it should be sold. 

DUNNING: You sound en- 
thusiastic about that issue. I 
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A TRIAL ORDER 


will prove why we say . 


5 


M. S. BROOKS & SONS + Box * CHESTER, CONN. 


Get this NEW DISPLAY 


New, prac- 
tical sales help, 
featuring a B.W.H. 
40 year old success. 
6 gleaming Boston 
Nozzles stand at atten- 
tion in modern setting, 
while 6 more nestle in 
storage bin at back. 








Enjoy... 


the Bellevue, its famous 
food, its genuineness and 


gracious hospitality. 


Moderate rates, always. 


BELLEVUE-STRATFORD 


PHILADELPHIA 


CLAUDE H. BENNETT, General Manager 
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BIGGER ) The Streamlined Lincoln 


BETTER > SPEED-O-LITE Great 
FASTER ) Draws More Rental PROFITS! 





% Today—the rush for new construction and modernization is 
ready to spring up to an all-year high. And, Lincoln is ready to 
equip you with the new streamlined Lincoln SPEED-O-LITE 
Great 8”! BIGGER SANDER RENTAL MONEY plus“HEAVY 
SALES of sandpaper, paint, wax, varnish, : 

brushes, tools and other finishing supplies 

are ready for YOU with this bigger, better, Available in “Both 
faster machine. the 7" and 8" sizes. 










Watch Your Paint and Finishing Supply 
Sales Go Sky-High Practically Overnight! 


You can take in up to $5 per day in sander rental 
money alone, then add sales—Sales—-SALES of finish 
ing supplies to a long line of homeowners, handymen 
carpenters, contractors, who come from miles around In 
response to Lincoln's FREE ADVERTISING MATERIAL 
siven with every installation 


Speed-O-Lite Has Been PROVED! 


Make no mistake—decide right—choose 
Speed-O-Lite—offered in the 8-inch or 
7-inch size—proved by more than NINE 
YEARS of low cost performance by many 
thousands of dealers 


EASY TERMS! Four convenient de 


More than 


ferred payment plans 
let you select the p'an that fits your he oetets 
situation. No matter how you buy it, you and on aes 
own it only out of a part of the EXTRA Machine i 
MONEY you take in. Write today e 5 a 
ine 


| Representatives In All Principal Cities 


LINCOLN-SCHLUETER 
sa ieee piaaia vane . ee caved 











~ 


Two models 
fit all mow- 
ing conditions 
—Model “‘D"’ 
$110, Model 
**s’* illus- 
Created .ccce 


$79.50 


tu sell be- 





Easy 
cause handiest to oper- 
ate—one hand controls 
starting, stopping, 
steering. Cuts 18” 
awaths; quiet, easy- 
starting 4-cycle motor; 
speed selector; adjust- 
able cutting heights; 
rubber tires. Tenth suc- 
cessful year, Write for 
dealer proposition. 


EVINRUDE MOTORS 


1812 W. Hope Ave., Milwaukee, Wis. 

















THE STYLE 
SENSATION of 1941 





—the culmination of over 64 years 
experience in the building of fine 
bicycles. 

Write today for details of Ameri- 
ca’s most popular, fastest selling 
line of bicycles. 

THE WESTFIELD 
MANUFACTURING COMPANY 
Westfield, Mass., U. S. A. 
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Michigan 









Dayton 
Beveled 


Ding THEIR SHARE 


First on balance, steel, temper, cutting 





ability, straight eye, Collins Axes are 
doing their share to 
make profitable sales for 
hardware stores. If your 


dtcivimus 
Since 1826 this 
trade mark has 
been the guide 
to the best 
im axes. 


jobber can’t supply you, 
The Collins 


Co., Collinsville, Conn. 


write us. 











recent 





| 


When a customer says, 


“9 want to 
U-Botts !”’ 


Will you make a profitable sale 
or lose one? 


buy some | 


haven't read it yet. What more 
is there in it? 

KELCEY: Well, there’s another 
article on that “How to Merchan- 


dise” series. This one tells how 


to merchandise bicycles. And 
does it tell “em! Sixteen, sure- 
fire selling suggestions that'll 


move bicycles out of the store un- 
der their own power. And if you 
don’t believe me read it yourself. 
Then there’s another story on a 
firm in New Jersey that sells gar- 
den seeds on a 12-month basis. 
Seeds move out of that store the 
year ’round—more than 350 vari- 
eties of them. One smart stunt 
they have is to give the youngsters 
It helps sales and it 
makes future customers. Then 
there’s another short story 
using an outside display to sell 
pails. This firm is in a dairying 
section, but the idea can be used 
to advantage in any section. 

DUNNING: You seem to have 
all the answers. 

KELCEY: Well, if you want to 
answers read the “Question 
and Answer Forum” in that issue. 
It was one of the features at the 
Western 


free seeds. 


on 


see 


convention and 


| it’s reproduced practically verba- 


tim. Read that and you'll find the 


| answers to a good many questions 


you have asked from time to time. 
I know 
answers to my own problems. 

DUNNING: about 
National Hardware Open House in 
that issue? 


KELCEY: Certainly, three pages 


[ found a good many 


Anything 


| of what the manufactirers are go- 


No doubt, you have had many calls 
for Steel U-Bolts which you haven’t 
been able to cash in on. 

Now, they are available in more than 
thirty sizes, which will take care of all 
ordinary requirements. 

Here is an item which you should 
have on your shelves. A suitable stock 
does not require a large outlay but will 
show a nice profit and build up in 
volume. 





Order Daniel U-Bolts from your jobber. 
if he cannot supply them, write to us 
direct. Ask for our Bulletin 529. 


ing to offer. Read up, Howard, 
read up! And while you're at it 
don’t miss the article by Luther 
R. Stein of Belknap Hardware & 
Mfg. Co. on guarantees. Read that 
article and apply it and you and 


| | will save money. And then there’s 


another article on competing with 
merchandising groups that 
sponsored and financed by the 
Government. There’s a double- 
barrelled article. It shows a 
wholesaler’s views and the views 
of a retailer and when you've fin- 


| ished both sides of the argument 
| you will know something about 


| the new R. E. A. policies and what 


EDWARD W. DANIEL CO. | 
4063 St. Clair Cleveland Ohio 


( 


Ave., 
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they may do to us. But let’s call it 
a day and go home—it’s late. 


—G.MS. 


are 











A DISPLAY “NATURAL” 
FOR OPEN HOUSE 





FEATURE IRON GLUE—Nationally ad- 
vertised to millions in Life, Collier’s and 
Saturday Evening Post every month—and 
ready to give you real help in making a 
profitable tie-up with this advertising for 
National Hardware Open House. Iron 
Glue’s catchy, colorful cans top the field 
in eye-appeal. And Iron Glue has the hold- 
ing strength that every customer wants. 
Ask your jobber about Iron Glue’s display 
helps for Open House—or write today to: 
THE McCORMICK SALES CO. 

420 Light St., Baltimore, Md. 

in Canada address: 


McCormick & Co. (Canada) Ltd. 
Toronto, Ontario 







4 ‘ 
AN ELEPHANT FOR STR 


ENGTH 








You Need— 


BOOT CHAINS 


For Wading Fishermen 
Promote SAFE Fishing 


Send for 
Fishing Accessory Circulars 


O. A. Norlund Co., Williamsport, Pa. 

















15 days- 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 











HARDWARE AGE 

















IMPROVES stove performance, ignit- 
ing quickly. 

BETTER combustion economizes on 
fuel. 

WIRE-CORED yarn preserves burning 
edge. 

EXTINGUISHES quickly, eliminating 
odor. 

CARBON deposit readily wiped off. 
ECONOMICAL because longer-last- 
ing. 

FAST seller because of its novelty. 


» 


Order from your jobber. 





INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA NORTH CHARLESTON SC 


fill NEW 


»» except the 


price tog SPD ic. 
DETROIT 


@ This newly improved gee No. 100 Ventilator 
comes complete for quick and easy installation 
Comes mounted on enameled panel with toggle 
bolts, lead-out ducts, rust proof outside flapper 
opening and & ft. of electric cord and plug. 





@ Mr. Dealer: Here's a profit item you can't afford 
to overlook—it is priced right and designed right 
to sell the small home owner. It is silent in opera 
tion (because it has rubber mounted motor and 
twin blowers) and delivers 150 c.f.m.'s, Its chrome 
strip plus five different color combinations to choose 
from make it easy to sell to the women who want 
to match the color scheme in their kitchens or 
recreation rooms. 

Don’t fail to send for a unit today 
discounts will interest you 


SKUTTLE SALES CO. 


Dept. B 
999 Franklin St., Detroit, Michigan 


The dealer 
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The Ten Little Chiselers 


EN little chiselers, cuttin’ all 

the time; 

One cut a little more, then there 
were only nine. 

Nine little chiselers, feeling kinda 
great; 

One forgot overhead, then there 
were only eight. 

Eight little chiselers, looking up to 
heaven; 


only seven. 

Seven little chiselers, thought they 
couldn’t mix; 

One quit the association, now it 
leaves six. 

Six little chiselers, all still alive; 

One cut the price again, now we 
have only five. 

Five little chiselers. cryin’ for more; 

One couldn’t pay his bills, now we 
have only four. 

Four little chiselers, all full of glee; 

One forgot the pattern, so we have 
only three. 

Three little chislers. don’t know 
what to do; 

One met a low price. now they’re 
only two. 

Two little chiselers, a cuttin’ by 
gum; 

One cut the other’s throat, now we 
have only one. 

One little chiseler. left without a 
penny; 

|He can’t cut no more, so now we 

haven’t any. 

{nonymous in 


The Brown-Camp Tie-Up. 





| Range Sales Opportunities 


homes in the U. S. A. shows an 
increase of more than 5,000,000 in 





; McCall Corp.. New York. N. Y.. 
|said in a talk before the Tappan 
| Stove Co. convention held Jan. 29, 
1941, in Mansfield, Ohio. 

As a result the household gas 
range business faces today its great- 
est market opportunity in history. 
Today there are approximately 35,- 
000.000 family units in the nation. 
Of this total. more families cook with 
gas than with any other fuel. Coal 


ber used, then kerosene ranges, elec- 
tric ranges, and last or smallest in 
number are the homes with ranges 
equipped with kitchen range oil 
burners. 

Most recent figures show that 3.8 
gas ranges are sold to each electric 
range sold and this ratio has 
| changed but little. 





One took a credit risk, now there’s 


and wood ranges are next in num- | 








HE number of family units or | 


the last ten years or since 1930. | 
Arthur Hirose, director of research. | 


| 
| 
| 
| 
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SHE BUYS 
) HARDWARE 
TOO! 


AND BEAUTIFUL GKS 
DECORATIVE METALCRAFT 


like the graceful Plant 
Stand with the patented 
“EASY - GRO” Pots 
shown here. That’s 
why it will pay you 
to consider the GKS 
line. Priced Right... 
Styled Right...GKS 
Metalcraft pays its 
way in your store 
with steady turnover 
and a_ good profit. 
Use the coupon be- 
low for our latest 
catalog. 












i 
=a 








8 Ge tlemen Please sence 
‘ detailn ‘_—_ cules GKS , Ld 
® Metalcraft for Hardware s 
i Merchandisers ‘ 
7 ' 
' t 
8 Nan s 
' ' 
H Address : 
' ' 
g City BOGS. S6.0.6 00's - § 
H ‘ 
' 
4H GEORGE KOCH SONS, Inc. # 
J EVANSVILLE, INDIANA + 
s s 
RS 
ED IO eee: 


Here’s a Real Profit Deal 
For National Hardware Open House 


ADUSE AUWBERS 





Da- N- Ite House Numbers 


Sharp and legible by day —clear 
and visible at night under slightest 
reflected light. Use in frames any- 
where. Complete assortment of six 
frames, three pairs posts, 60 as- 
sorted numbers—and actual product 
display as shown, all for $8.10—a 
profit of $4.05. Ask your jobber. 


Frem ax Fhoducts 


DIV. CHISHOLM-RYDERCO.,. INC. 
4101 Highland Ave., Niagara Falls, N. Y. 
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Sweeps 
Cultivator Shovels 
Garden Plows 
and 
Cultivators 
Ask Your Jobber 


THE EMPIRE PLOW CO. 


Cleveland, Ohio 


| EMPIRE” 





100 Years’ Reputation in the Trade 


SUNSHI 











cHAMG 


ASK YOUR JGB888R 
POR GUAR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP ff 
HAVERHILL MASS 


PERFORATED RUBBER, 
AUTO TIRE & LINK MATS 


BURTON MAT Co., BROOKLYN, N. Y. 













Positively Write 
the best for 
Prices 





te MORGAN 
FURNITURE | 


COMPANY 














Makers of a complete line of 
CHISELS @ STAR DRILLS @ ETC 
Every small forged tool item in every 
size—Send for our Catalogue 

Guaranteed TWO for ONE 

G. G. Campbell, Pres. 
OXFORD TOOL COMPANY 
1633 N. 2nd St., Phila., Pa. 


TROY—BEST| 


File Handles 














Rigid 
|} Metal to 
Metal 
Geipe,. 
(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years. 


TROY FILE WORKS 


Troy, Est. 1831. N. Y. 


BIGGER PROFIT — °".°::”! 


Automatic water-saving shutoff. 
haad 





















Order from 


vour jobber now. 
CARTER PRODUCTS CORP. 
802 Front Ave., Cleveland, 0. 
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The Paint and Color Style Guide is made of hundreds of color-photos 

of attractive homes and is designed to show the decorating tricks pos- 

sible with new paint colors. The Guide should be loaned by Sherwin- 
Williams paint dealers to home-owners at no cost. 


Second Volume of Paint and Color 
Style Guide Now Available 


HE second volume of the Paint 
and Color Style Guide compiled 
by the Decorative Studios of the 
Sherwin-Williams Co., Cleveland. 
Ohio, has been recently published. 
This volume is an extension of the 
volume put in paint dealers’ hands 
last year. Together they offer al- 
most 500 actual color photographs 
of living rooms, dining rooms, bed- 
rooms, bathrooms, recreation rooms, 
kitchens, and other color schemes 
that can be used m various rooms. 
Each color photo of a room or 
home is enlarged to a particularly 
large size in order to give the exact 


“ve Been Gypped!”’ 
HEN a business man has been 
tricked by fraud into a con- 

tract, what can he do about it after 
he discovers the fraud? Ordinarily, 
he can disaffiirm the contract and re- 
fuse to proceed under it; but he 
must do that promptly upon dis- 
covery of the fraud and he must re- 
turn any money or other benefits he 
has received under the contract. If 
he finds out about the fraud and con- 
tinues to perform or accept benefits 
under the contract, then he is bound 
by the contract regardless of the 
fraud. 

“When one has been induced by 

fraud to enter into a contract,” said 


optical effect of standing in the 
threshhold of the actual room or on 
the sidewalk in front of the house. 
Samples of draper materials, car- 
pets, linoleum, shower-curtains, etc., 
are photographed in actual size 
alongside each room photo. 

The Guide tells how each color 
scheme can be duplicated with 
ready-mixed paints and also com- 
pletely eliminates trying to imagine 
the over-all effect of a painted room 
from a color chip. These Guides are 
intended to be loaned by the Sher- 
win-Williams paint dealers to their 
customers at no cost. 


a Federal court recently, “he must 
ordinarily on discovery of the fraud 
promptly elect whether he will affirm 
or disaffirm the contract, and if the 
latter return what he received if of 
any value. Otherwise he will at law 
and in equity be held to have ratified 
and confirmed it.” 

In some circumstances it may be 
better for the business man to stay 
“gypped” than to upset the whole 
deal. But once he discovers the 
fraud, keeps what he has already 
received in the deal and continues 
to act under the contract or to ac- 
cept the other fellow’s performance 
under it, he cannot thereafter raise 
the cry of fraud. 
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gC Me Se lcrlaMilm@arlia mesdalatiay CARPENTERS’ WOOD 


SAND’S LEVELS “rr 


TILE SETTERS’ WOOD 
SURFACE AND LINE veh ee Wee AND ALUMINUM 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. ening 


“FACTORY —— —— 5 — WRITE 


SAND'S-STEVENS 








BUILT-IN ACCURACY” | : — Ve) eV \hele: 


IT HAS EVERYTHING! 

























Every sprinkling need is com- 
bined in the Allen PARKSIDE, 


of striking modernistic design. 


HOLD-E-ZEE scxeworsvexs 


Even if a man owns a dozen Hold-E-Zeo feature—you get 
ordinary screwdrivers . . extra business in either case! 
he'll buy a Hold-E-Zee on 

sight. He knows he needs the Chrome vanadium blades; 
Gripper! If he’s buying his many models have transparent, 
first screwdriver, he'll natu- insulating, unbreakable han- 
rally choose the one that has dies (illustr.), Order Thru 
everything PLUS the great Your Jobber. 


UPSON BROS., Inc., 64 Exchange St ,Rochester,N.Y . 





It revolves or can be locked for 
stationary sprinkling. Each nozzle 
ean be directed and adjusted for 


SPRAY—MIST—STREAM. 





Ask your JOBBER to show you the Allen Sprinkler Line 


AVAR? 
108 W. D. MANUFACTURING CO. 


28- 
in- 666 W. Lake St., Chicago, Ill. 28 Warren St., New York City, N. Y. 


| | |\TATE 


Wire Assortment 
This attractive silent 
counter salesman keeps 
the TATE 10 Cent Wire As- 


sortments moving. Dis- 






4 COLOR 
COUNTER DISPLAYS 
SELL THE EXTRA VALUE 
SCREWDRIVERS AND MAKE 


MeEXTRA PROFITS! 














Quickly, safely, reduces to a fine ash 
all burnable trash from house or gar- 
den—paper, leaves, rags, garbage. No 
mess, no sparks. Endorsed by thvou- 
sands of users and Fire Prevention 
Bureaus from coast to coast. Lights 
at top, burns down. No extra fuel 
required. Made of weather-proof por- 




























on plays the most wanted celain enameled iron 
se. sizes of Galvanized and Write for descriptive circular 
ar- Copper Wire in handy — ia ee ee -— gee . 
-_s ‘ —— * | 0. 1—1'/p bushels, weight Ibs., $25.00 

tc., length coils. Also Picture No. 3—3 bushels, weight 100 Ibs., $34.50 
tae Hangers and Picture Cord No. 6—6 bushels, weight 150 tbs., $54.00 

a", — for a Liberal discounts to the TRADE. 
* a oo oes || J. W. Fiske Iron Works 
_ o | Established 1858 
ith E. H. TATE CO., Boston, Mass., U. S. A. 78 Park Place, Dept. 5, New York 
ym- & Sales Offices also in: £ | 
ine CHICAGO NEW YORK LOS ANGELES 

4a 

om FOR SPRING 
ire 


wil Changing Your Address? OPEN HOUSE WEEK 


If you are, please send your new address UNION 
to the CIRCULATION DEPARTMENT 1947 = 
ust at least 3 weeks before you move. 





rm 

e 
the New stove—new carrying case— 
of new dealer helps. The only out- 


- HARDWARE AGE hip agit locteen eoflig alow on 




























ied as N York. N.Y PAN-LESS $1. Write for details. 
100 East 42nd Street New York. N. Y. 

P COOKING UNION STEEL PRODUCTS CO. 
be 124 No. Berrien Street, Albion, Mich. 
lay 
ole m " " 
the Good Window Displays « « « « « «© «© «& «© «© «@ @ @ @ami@ie 
dy Do you realize that no one factor will draw people to your store And many dealers who require their own copy of Hardware Age 
1es like attractive window displays of seasonable merchandise? on it highly profitable to subscribe to extra copies for their sales 

orce. 
ac- Hardware Age is continually reproducing such window displays- The cost, $1.00 per year, is returned over and over in better 
ce its representatives are always on the lookout for new ideas. windows and increased trade. 
ise HARDWARE AGE, 100 East 42nd Street, New York City 
APRIL 3, 1941 135 














Here's a Fast Selling House- 
“ hold Item from the Complete 
' Grand Line 

© GRAND « 

Micky Door Holders sell on 
sight Put this attractive 
colorful Counter Display Card 
(holds 12 Mickys) on your 
counter for fast. easy sales. It's 
a popular priced household 
necessity that every one of 
your customers will want 

Seld thru jobbers every- 

where or write direet. 


* 
GRAND SPECIALTIES CO 
3106 West Grand Ave. 
Chicago, U.S.A. 











STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 


Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 





2x10" 
a7” deep 


Ne. 102 P 
Brick 








@ @ CLEVELAND,OHIO @ e@ 
Gibson Good Tools 

Gripper C —— 

ible = steel nickel 

plated. Small size 


hold kitchen uten- 
sils, tools, golf 
clubs, canes, ete. 
Large size brooms, 
mops. garden tools, 
etc. Retail 10¢ ea. 
on beautiful disp 





cards Also Robert 
son "Horseshoe 
Magnet’ Hammers. 


* GIBSON GOOD TOOLS, INC. * 
Box 268 Orange, Mass., U.S.A. 


















1 IDDIS 
CLIP RITE 












NEW STREAMLINE 
New member of Gem 10° 
file, cleaner. Heavily 
THE H. C. COOK CO. 
Door Hangers 


COOK'S 
SUPER VALUE 
NAIL CLIPPER 
Nall Clipper family. 
Hardened jaws, nail 
nickeled. Doz. on colorful card 
at jobbers’. Send for details 
27 Beaver St.. Ansonia. Conn. 
COBURN 

Built strong and 

sturdy for a lifetime 

of service. 


COBURN TROLLEY TRACK CO. 
414 Harding St., Holyoke, Mass. 








10c 
Cards 
25¢ 
Boxes 
or Bulk 





WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


The eutstanding fastener for amies. repairing 
ete. 


soreens, garden furniture, frames, 
Ask Your Jobber 


SUPERIOR FASTENER CORPORATION 
$224 WN. Clark St. Chicago, ii. 
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Alabama, Retail Hardware Associa- 
tion of, May 14-16, 1941, at Montgom- 
ery. Headquarters, Gay Teague Hotel. 
Exhibit at Auditorium. Secretary, J. H. 
41 N., 21st St., Birmingham. 


Crowe, 


American Hardware Manufactur- 
ers’ Assn. meeting jointly with the 
Southern Hardware Jobbers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 
association, and T. W. McAllister, 1020 
Grant Bldg., Atlanta, Ga., is secretary of 


the jobbers’ association. 


Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 


at the George Vanderbilt Hotel. Sec- 
retary, C. B. Gladden, 407-11 Com- 


mercial Bank Bldg., Charlotte, N. C. 


Central States Hdwe. Club, Chi- 
cago, Ill, fourth annual golf party, Fri- 
day, July 18, 1941, at the Tam O’Shan- 
ter Country Club, Chicago. Committee: 
Frank J. Koch, chairman; George H. 
Beaudin, A. J. Eggleston, Ben Leve, 
3630 S. Iron St., Chicago, secretary. 


Eastern Hardware Golf Associa- 
tournament, May 22-24, 
Buckwood Inn, Shawnee- 
Gillian, 9 


tion, annual 
1941, at the 
on-the-Delaware, Pa. H. L. 


Rockefeller Plaza, New York City, is 
secretary. 
Home Modernization Show — 


“Modernizing the ‘Home Exposition,” 
April 22-27, 1941, at the Grand Central 
Palace, New York City. 


Housewares Show, July 13-18, 
i941, at the Atlantic City, N. J., Audi- 
torium. Sponsored by the New York 
Housewares Mfrs. Association. Secre- 
tary, Mrs. Flo English, Hotel Pennsyl- 
vania, New York City. 


National Retail Hardware Asso- 


ciation, 42nd annual congress, July 
14-17, 1941, at the Roosevelt Hotel, New 


Rivers Peterson, 333 N. 
Indianapolis, Ind., is 


Orleans, La. 
Pennsylvania St., 
managing director. 


Southern Hardware Jobbers 
Assn., meeting jointly with the Ameri- 
can Hardware Manufacturers’ Associa 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. T. W. MeAllis 
ter, 1020 Grant Bldg., Atlanta, Ga., is 
secretary of the jobbers’ association, and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary of the 
manufacturers’ association. 


Coming Conventions 
and Events 


Corrected each issue 


according to latest data 


Texas Wholesale Hardware Associa- 
tion and Texas Hardware Boosters Club, 
June 18-21, 1941, at Galveston, Tex. 
The Boosters will also hold their third 
annual golf tournament on the Galves- 
ton Municipal Golf Course, in con- 
junction with the meeting. 


Triple Mill Supply Convention, 
May 5-7, 1941, at the Palmer House, 
Chicago, Tll., comprising the Southern 
Supply & Machinery Distributors’ Assn., 
secretary, Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va.; National 
Supply & Machinery Distributors’ Assn., 
secretary, H. R. Rhinehart, 505 Arch 
St., Philadelphia, Pa., and the American 
Supply & Machinery Manufacturers’ 
Assn., secretary, R. Kennedy Hanson, 
1108 Clark Bldg., Pittsburgh, Pa. The 
convention may possibly be carried over 
an extra day. 


Fraud by Mistake? 


RAUD is ordinarily based upon 

some intentional misrepresenta- 
tion on which the other party acts to 
his sorrow. A Federal court recently 
pointed out that there is such a 
thing as fraud by mistake. 

“Fraud,” explains the court, “in- 
cludes the mistaken statements of 
material facts which induce action 
by the other party, where the truth 
of such facts is within the special 
means of knowledge of the one mak- 
ing the statements. It is not neces- 
sary, to constitute a fraud, that a 
man who makes a false statement 
should know precisely that it is false. 
If he made it recklessly or without 
reasonable ground for believing it to 
be true, and he made it deliberately 
and in such a way as to give the 
person to whom it is made reason- 
able ground for supposing it was 
meant to be acted upon and has been 
acted upon by him accordingly, he 
may be guilty of fraud.” 

Safest rule is not to make any 
“representations” in a proposition 
unless and until the facts have been 
carefully checked. A business man 
who makes a representation which 
he thinks is true but which he has 
not checked on, may find himself 
involved in a charge of fraud if his 
statement turns out to be false. 
Fraud by mistake may be just as 
uncomfortable as fraud by intent. 
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Popular Mitre Kits' 
Selling Like “Hot Cakes”! 


You'd be surprised how fast these low priced, quality Mitre Kits 
are moving off hardware counters. Home craftsmen examine them, one 
observe that they can easily and accurately cut any angle with the 
This self-demonstration sells 
them. Try a dozen Mitre Kits. Display a couple and you're sure 
Write us for wholesale prices 


adjustable, locking angle index. 


to move them in a few days’ time. 


THE BAKER McMILLEN CO., 135 E. Miller Ave., Akron, Ohio 


sells 


sight 





















THERE ARE A 
LOT OF CATTLE IN 
YOURNEIGHBORHOOD 


Red Dew Contributes 








for Cows, Calves 
ARE ALWAYS 
IN DEMAND. 

v Write for complete 


details and Free 
Catalog. 


F. D. KEES MANUFACTURING COMPANY 


Box K-40 {Established 1874) Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 


That's the reason KEES WEANERS 


, and Yearlings 








FREE Sets of 


Colorful Sales BUTTONS for SPRING 
HARDWARE OPEN HOUSE... 


In every Open - House 
Kit are 6 four-color but- 
tons contributed by the 
makers of RED DEVIL 
glass cutters, painters, 
woodworkers and gla- 
ziers tools. No advertis- 
ing of any k:nd appears 
on face (see left). 

Any hardware dealer who has 
not purchased a kit, but wishes 
to participate in Open House, 
is invited to write on his firm 
letterhead toLandonP.Smith, 
Inc., Irvington, N. J., (men- 
tioning this publication) to re- 
ceive a FREE set of buttons 
without slightest obligation. 








Sereen ae. ok Aa 
Door Slandard, a 
Closer 





HAYING TOOLS 











£-X-T-R-A B-I-G NEW IMPROVED MODELS! 
Close screen, storm and light interior doors Quickly, 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 





Established 1879 








Quietly, Positively. Extra large cylinder insures extra 


satisfactory operation. Exclusive by- 
door to open easily—close gently but 


drying out of cup leathers, practically avoids service 
calls. Model H, illustrated, list $2. Model 77, slightly 
smaller, with concealed spring, list $1. 

Order From Your Jobber—Or Write 


FRANK ROSE MFG. CO. (Dept. H-4), Hastings, Neb. 













pass valve allows 
firmly! Prevents 











atso BARN EQUIPMENT anp 


*‘Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 














1 stay SHARP! 


THE ACME SHEAR CO. 





SHEARS THAT STAY SHARP 





BRIDGEPORT, CONN. 


No. 2748 
ASSORTMENT 


EVENLY HARD 
CUTTING EDGES 
ASSURING LONG 
LIFE SHARP- 
NESS 


We are offering 
the trade this 
new and striking 
display of extra 
value 50¢ Shears 
—highly finished 
and handsomely 
displayed to help 
your Dealer make 
quick and steady 
sales. 


ORDER FROM 
YOUR JOBBER 


1940 HICKS ST. 














Imperial provides 


cow weaners in any size, in any style 


responsible source with the leading 
maker’s name behind them. Hundreds 


effective calf and 


and at prices that please customers. of leading dealers everywhere, do 


You'll find it most economical to buy 
all of your weaners from a single, 


Humane 


Imperial Bit 
Halter 


Specify Imperial weaners on orders 
to your jobber. They cost no more. 


and Snap Company . Racine, Wisconsin 
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WOOO 


MOORE PUSH-PIN COMPANY 


113-25 BERKLEY STREET, PHILADELPHIA, PENNA 


Pronged 
Thistle 

















Chansithied Opportumitien Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents. Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| _Chamriied Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


—— FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10% off. 

Due to the special rate, these discounts do 

not apply on Position Wamed Advertise- 
ments. 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 2 
Each additional word......... 08 REMITTANCE MUST ACCOMPANY ORDER 


Positions Wanted 


Send check or money order, 
a an set solid, maximum, 


not currency or stamps. 





Each GORGE WEI. ccscccscccces .05 s 

(Ilo Seren Worda for Keyed Address or Y our Address yom en = a 
BOXED DISPLAY RATES box number advertisers unless accom- 

GE ntanherhosrcvasdbsccteeed $6.00 panied by sufficient postage for remail- 
Each additional inch......... 4.00 ing 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

—-e- 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 




















[Positions Wanted HL Positions Wanted | 





HARDWARE EXECUTIVE AVAILABLE 


Interested in association with either distributor or manufacturer, age 47 years. Active 
and not afraid of hard work or long hours. A good organizer. Capable and willing 
to assume and carry responsibilities. 20 years’ experience covering finance, credits, 
office management, buying, sales promotion, advertising and sales management. Have 
had years of specialized and creative sales work. Can cultivate friendships with 
the ability to sell merchandise and ideas against stiff competition and to train and 
direct salesmen to do the same thing. Best of reasons for desiring to make new 
connection. Services available immediately. References gladly exchanged. All in- 
formation treated in strict confidence. Address Box E-327, care of HARDWARE 
AGE, 100 East 42nd St., New York City. 


al 














HARDWARE PERSONNEL, OUR FILES , STORE OR DEPARTMENT MANAGER— 
CONTAIN applications of several hundred experi- | THOROUGHLY experienced hardware, mill sup- 
enced clerks, managers, counter men, bookkeepers | Plies, power tools, electrical and plumbing sup- 
and stenographers for New York hardware re- | Plies, builders’ hardware and building materials. 
tailers and wholesalers. No charge to employers. | [rained in modern chain store merchandising and 
Just phone Wisconsin 7-1802 or write to Asso- | Sales promotion methods, buying control, store 
ciated Placement Bureau. 152 West 42nd Street, | 2*™angement and display. Age 38, married, loca- 
New York City tion no object. Address Box E-331, care ot 
Harpware Ace, 109 E. 42nd St., N. Ye City. 


BUILDERS’ HARDWARE SAL ESMAN 
" . WITH 10 YEARS’ experiénce desires to repre- 
SALES EXECUTIVE sent a major line in Illinois and Wisconsin, 
Availabl fter March 15th. 22 y ’ either on salary and commission or commission 
Avatiable alter March lot I. 22 years only. TI have 10 years’ experience calling on job- 
experience in sales . . . United States, bers, large retailers and a few chains. Address 
Canada and foreign fields, with lead- Box e 332 care of Harbware Ace, 100 E. 42nd 
, ds mm, 1 ’. City 
ing manufacturers of electrical prod- ee oe 
ucts , , , Sales, Merchandising, MAN, 31, MARRIED, 10 YEARS’ EXPERI- 
Advertising, Credits and Service .. . ENCE with large retail hardware and implement 
company. Can sell and install anything gas or 
electric. Can handle McCormick-Deering repair 











Past four years Sales-Manager for 


SCHICK SHAVER, Ltd... . Age 45, parts department. Seeks position with reliable 
American, married, Catholic. Inter ae where hard work is appreciated and rewarded. 
hos : : ‘ wos *refers a farming district with good churches 
ested only in responsible position with and schoo!s Excellent references. Good educa- 


reputable company Prepared to tion. Will go anvwhere. Write—Chester H. 
reside anywhere. Weathers, 301 Second Ave., Oswego, Kansas. 


Address Box E-326, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 


beens can I || Sales Representatives Wanted | | : 


WANTED SALES POSITION BY THOR 
OUGHLY experienced salesman, middle age, ac 

















WANTED SALESMAN: NOW CALLING 


quainted with hardware and builders’ supply tract (ON hardware stores and lumber yards for a 
Southern territory Own car Good references de line of paints Area within 25 miles of New 
Address Box F 7. car f Harpware Ace, 106 York City Adare Box E-329, care of Harp 
E. 42nd St., St.. N. Y. Cit ware Ace, 100 E. 42nd St., N. Y. City 





WANTED: SALES PROMOTIONAL POSI- | SALESMEN WANTED: FOR EXCEP. 
TION, either traveling or office, with large manu- | TIONAL POPULAR-PRICED SPORTING 
facturer or distributor. Experienced calling on | Goons line such as footballs, boxing gloves, 
both jebbing and retail hardware trade, Virginia | basket balls, baseballs, baseball gloves, etc. Several 
to Texas; also some Southwestern territory. Spe- | choice territories now open. Attractive proposition 
cialist on sales featuring goods representing new | to salesmen well acquainted among sporting goods, 
accounts; also widely known as merchandiser and | hardware and department store trade. Can be 
layout advisor. Prepared in establishing good- | carried with allied lines. a Box E-330, 
will with executives. Address Box F-342, care of | care of Harpwarr Acer, 100 42nd St.. N. Y¥ 
Harpware Acr, 199 FE. 42nd St N. Y. City City 
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} jobbers and a strict jobbing policy. 





LARGE PHILADELPHIA PAINT MANU- 
FACTURER HAS a few protected territories 
open for sales representatives, brokers or manu- 
facturing agents calling on hardware, paint, lum 
ber dealers, contractors, industrial plants, etc., 
preferably selling kindred lines. We have one 
of the most modern paint manufacturing plants 
in the Country, have really attractive labels un 
popular lines of quality paints, varnishes, enamels 
and shellac. No investment, no stock. Sales kits 
furnished gratis to high-grade men who can 
qualify. Commission basis. Give full information 
about yourself, whom you represent at present, 
section covered, frequency, ete., in confidence. 
Address Box E-335, care of Harpware AGeE, 
100 E. 42nd St., N. Y. City. 


BUILDERS’ HARDWARE SALESMAN 
NOW CALLING on lumber, millwork, and hard- 
ware trade in Connecticut, Western Massachusetts, 
and Vermont, wanted to handle on a strictly com- 
mission basis a large line of lock sets and shelf 
hardware; also other nationally advertised spe- 
cialty lines. Prefer man now handling butts, 
garage hardware, or cabinet hardware. Address 
Box E-340, care of Harpware Acer, 100 E. 42nd 
Se.. N. ¥.. Ciep. 





OLD RELIABLE CORPORATION OFFERS 
WONDERFUL opportunity to sideline or ful) 
time salesmen. Selling Furniture, hardware, de- 
partment stores. Fast patented sellers. Small 
light sample case. Positively world’s finest. Call 
on only best concerns. Best selling season now. 
Address—Dustmaster Corporation, 524 Produce 
Exchange Building, Minneapolis, Minnesota. 














| ~—s Arccounts Wanted | 








TOOL LINE WANTED FOR ILLINOIS, 
Indiana, Ohio, Michigan, on commission basis. 
I want a quality line with a set- os for hardware 

ave warehouse 
facilities and do missionary work constantly. Have 
a good following among both jobbers and dealers. 
Well established—well financed. Young and in 
good health. Carry 3 fast moving lines now— 
will never have more than four. Address Box 
E-288, care of Harvware Ace, 100 FE. 42nd St., 
N. ¥. City. 


ATTENTION MANUFACTURERS BUILD- 
ING SUPPLIES! Are you interested estab- 
lishing office and distributing warehouse in At- 
lanta, Georgia. Salesman twenty years’ experi- 
ence, six years contacting contractors, architects, 
dealers in Atlanta area interested in making con- 
nection. Emp!oyed but anxious to establish sales 
ugency for himself. Prefer lines used in build- 


| ing construction. Address Box E-334, care of 


Harpware Ace, 100 E. 42nd St., N. Y. City. 
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| — Accounts Wanted 4 Basiness Opportunities ||| Business Opportunities | 





ATTENTION MANUFACTURERS! IF YOU 
ARE about to enter the manufacture of new lines 


of hardware, mil! supplies or plumbing supplies, | 


and are seeking factory representation to hard 
ware jobbers. mill supply jobbers and plumbing 
supply jobbers, I can place your lines with the 
leading jobbers on an exclusive territory arrange- 
ment, on a commission basis. I have extensive 
connections with jobbers, have covered the fol- 
lowing states for the past 30 years: 
Wisconsin, Minnesota, Iowa, Nebraska, Kansas, 
Missouri, Illinois, Indiana, Ohio, Kentucky, and 
Tennessee. All business is handled 
with jobbers. Address Box 
Harpware Acer, 100 E. 42nd St., N. Y. 


exclusive 


City. 











| Bariness Opportunitier 1 


RETAIL HARDWARE, PAINT, AND 
ELECTRICAL APPLIANCE ‘store located in 

lorida town of 8,090 in heart of Indian River 
citrus area. Surrounding territory 20,000 acres 
citrus land and 60,000 acres cattle range. Deep 
water harbor, ocean shipping connections with 
East. Business established 1887. Owner wishes 
to retire. Address Box E-333, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 


Y=! Popular makes prices at $50 to $99. 


E-339, care of | 


| MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 

| Epstein, 815 Central St., Kansas City, Mo. 





USED AND _ FAC- 
One year factory guarantee. 
Free dem- 
onstration and monthly payment terms. Address— 
The Hilger Company, 3303 Cooper Avenue, St. 
Cloud, Minnesota. 


FLOOR SANDERS 
TORY REBUILT. 





AN OLD ESTABLISHED HARDWARE, 
in the fastest growing city in the State of Wash- 
ington. Population of 20,000. Well stocked. 
Modern equipment. Doirg large volume of busi- 
ness. Opportunity unlimited. Will pay you to 
investigate. Address Box E-336, care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 





WELL ESTABLISHED GENERAL HARD. 
WARE STORE for past 29 years in a town 
over 5,000 and outside drawing 13,000 with va- 
rious manufacturers, and in a wonderful farming 
country. Good clean stock. General hardware, 
housefurnishings, paints, stoves, etc. Reason for 
selling—poor health. Located in Central Penn- 
sylvania. Address Box E-325, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 





FOR SALE: HARDWARE - HOUSEFUR 
| NISHING STORE located on the west side 
midtown Manhattan. 34 years same _ location 


| Bldg., Boston, Mass. 


Stock and fixtures $7,000. Address Box E-341, 
care of Harpware Ace, 100 E. 42nd St., N. Y 


City. 





STATE DISTRIBUTORS. AMAZING PAT 
ENTED SCREW-HOLDING SCREW DRIV 
ERS! Removes, holds, inserts screws instantly 
inaccessible places. Jobbers, retailers buy quan 
tities; large profits, big repeats. Investment met 
chandise only. Free trial! Mfg’r., 6033 Journal 








FOR SALE: GROWING, ~ PROFITABLE, 


| GENERAL HARDWARE business in best re 
PLUMBING AND ELECTRIC business located | 


sort city in Florida, Population 25,000 and grow- 
ing Only ore other hardware store here 
Unlimited possibilities Inventory about $15,000 
Cash only. No trades or terms considered. Ad 
dress Box E-338, care of Harpware Acer, 100 E 
42nd St., N. Y. City. 

HARDWARE MAN WANTED AS PART 
NER, store location Newark, New Jersey; active 
spot; factory, transient trade, unlimited amount 
expansion possibilities; investment $4,000 up 
wards; also consider merging with a_ reliable 
source where an all around exceptionally good 
hardware man plus daily services and stock 1s 
needed; references exchanged; replies strictly con 
fidental. Address Box E-343, care of Harpwart 
Act, 100 E. 42nd St., N. Y. City. 





























He ADVERTISED IN THE RIGHT MEDIUM 
This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 
A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 
HARDWARE AGE is noted for quick results — 
try it—send your ad to— 
HARDWARE AGE 
Classified Opportunities Dept. 
100 E. 42nd Street New York, N. Y. 
APRIL 3, 1941 139 
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PRAYS, dips or brushes 

to a satin smooth fin- 
ish. For exterior or interior 
use on wood, metal or 
brick. Will not lose its 
brilliance regardless of 
how long it stands on shelf 
% pt. to 5 gal. cans. 


& 


At America's Lowest 
Price for Such Quality! 


And 22 Other Sheffield Fast 





Sellers 3g 





SHEFFIELD BRONZE POWDER & STENCIL CO. 


Order from your jobber. Jobbers—write for details. 


CLEVELAND, OHIO 














display stand 


FREE 


gust buy 8 dozen 
ab Cross TACKS 
from your jobber 


CROSS 


EAST JAFFREY,N.H. 
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4 «6 SOMETHING NEW for YOU 


Your glass cutter is always ready for instant 
use when you carry it in the new plastic vest 
pocket holder furnished by FLETCHER. Carry 
it like your fountain pen or pencil. An oll pad 
keeps the cutting wheel properly lubricated. 

ONE GIVEN WITH EVERY DOZEN CUTTERS 
For a limited time we will include one of 
these vest pocket holders with every dozen 
FLETCHER ‘Gold Tip’ Glass Cutters at the 
regular price You will want one for your own 
use and your customers will appreciate them, 
too. Get them through your jobber. 


THE FLETCHER, TERRY CO., Forestville, Conn. 











Gene" TOMES & SILENCE 


SLIDE SILENTLY- 


SOFTLY - SMOOTHLY 
ET SAVE FURNITURE 


NL & FLOORS-CREATE QUIET 


Cushion 


If he is 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl 


not 





supplied 


Glides 


write to 


St., N.Y. C. 
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D. P. HARRIS HDW. & MFG. COMPANY, IN 
YORK, N.Y 


ROLLFAST BUILDING + NEW 





MOLDED RUBBER GOODS secciatres 


Plain and Mushroom Bumpers — Suction Rubbers 
Rubber Head Nails 
Chair Tips 


S & 


Toilet Seat Bumpers 
Crutch Tips 


7 


THE ELASTIC TIP CO. 


370 ATLANTIC AVE. 
BOSTON, MASS. 


SEND FOR CATALOG 
OF COMPLETE LINE 





LOADING CARTRIDGE 





NEW TYPE QUICK 


i 
CALBAR 


-0- 
WITH CARTRIDGE EJECTOR GUN 
Use Caulk-O-Seal in the new Vulco Fibre Cart- 
ridge lined with cellophane. Special construction 
of Calbar High Pressure Gun and Cartridge elimi- 
nates all backfiring and leakage. Quick action. 
No waste. ‘Always clean. Caulk-O-Seal is super- 
plastic, weatherproof. Holds fast. Easy to apply. 
Comes in Tubes. Cans, Drums, CARTRIDGES. 
Black and 12 Colors. “Send for Color Chart. 
YOUR JOBBER CAN SUPPLY YOU. 


CALBAR Paint & Varnish Co. 
Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 
PHILADELPHIA, PA. 



















a: 
a 
MANES’. i 


World's Largest Level Plant of its kind 


Since 1896 


Best by Test 


MFG. CQ 


MAYES BROS. TOOL Port Austin, Mich 
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ALCOR. 


Rain-@eldadiil:e Mm <¢ 1) dul 
helps you get more business, by providing 
features that give you something to talk 
about besides price . . . Milcor quality helps 
your sheet metal shop to win a reputation 
for better jobs and better looking jobs . . . 











Order now to meet the big 
demand that’s coming! 


* Illustrated 
is Milcor 
Strate-Edge Gutter 





The Complete Line 


of popular Milcor Rain-Carrying Equipment 
— carried in ready-to-ship stocks at nearby 


nena 


MiLCOR:, STEEL COMPANY 





quick-delivery points — is illustrated and 
, , p P MILWAUKEE, WISCONSIN oF .¥, ae), Me). ble) 
described in free, helpful buying guide — 
CHICAGO, ILL. © KANSAS CITY, MO. * LA CROSSE, WIS. © NEW YORK, N. Y. 
Milcor Catalog No. 40-C. Write for it today! ROCHESTER, N. Y. © BALTIMORE, MD. 


G70 Sales offices in principal cities 
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RED DEVIL 
for Quality 


. 


 } er 


BRA AE ES LIA: 





Let la Show You 


PAINTERS & GLAZIERS 
peele) S) 


Leaders Suman (B12 


To left are illustrated 
some of the outstanding 
leaders of the famous 
RED DEVIL line of hand 
tools. Order by num- 
ber from your Jobber. 


“4 


BUY RED DEVIL—YOU DON’T PAY MORE FOR THE BEST 


EACH 


EACH EACH 
LIST PRICE TOOL No. LIST PRICE TOOL No. LIST PRICE 


: —* 
12 Blade ‘ i +s po 
22 Blade - é . Driver 


10 Wedge 


Order From Your Jobber 
LANDON P. SMITH, Inc., IRVINGTON, N. J. 
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Exclusive New 


Westinghouse ct 


-ROAGTER-OVEN 


Westinghouse—since 1937 America’s largest selling electric roaster—again sets the 
pace with distinctive new styling, new improvements, new sales appeal. But more Fi, Vs D , Vy FREE! 
important still, Westinghouse gives you TWO BIG PLUS VALUES. (1) The only ‘7, CO, Oo 1S ay . 
exclusive roaster national advertising program in the industry! : : With your initial order for the De luxe Roaster-Oven, you , 
(2) A complete roaster line and price range for logical step-up > get this 5-piece window or counter display free. Full color 
selling. Your Westinghouse distributor representative is on the way ” - food illustration lends appetite appeal. Flexible—can be 
with a complete, sales-building promotion plan. Be sure to see it! used on small table or for complete roaster window, 
Tie In With Industry's Most Powerful Advertising 


Color reprint of The Saturday Evening 


, : _ Post announcement ad included in display. 
\ : , —Actual tests prove the sales-building 
\ J value of this tie-up. 
— A 4 " 
, — j — 





Exclusive Hall Ovenware 
Dishes in “Betsy Ross“ 
Blue 


THE RIGHT ROASTER AT THE RIGHT PRICE FOR EVERY NEED 


“ 
Y | : 
“ ae ta! . 4 
—_ ‘\ ~ vie 
Standard 16-Quart Economy 18-Quart De luxe 18-Quart Roaster-Oven Cabi- 
Electric Roaster Roaster-Oven The Roaster-Oven New net and Automatic 


Complete with heat biggest bargain in elec styling, new beauty, Timer .. . Welded 

proof glass dish tric cooking. Deluxe fea- steel tables and cabi- 

set. Priced at 51695 Heat-proof glass 57995 tures as shown 59495 nets from $2.95 to 

emily . «2 « « dishes included. above .... $7.95. Electric Timer 
Clock, $6.95. 


EVERY WOMAN WILL GO FOR THIS 
Smooth-Fitting 


SENSATIONAL jx: COMBINATION OFFER pg 


Patented Koro- 
Sunlite Silver Seal Ironing Pad, with patented KOROSEAL* heat reflector de Heat 
saves one hour’s time out of every five-hour ironing (guaranteed by ¥ 
manufacturer). Fewer strokes needed—pad never gets soggy—no bunching to <— 
cause wrinkles—iron glides more easily. Offer it with the famous Westinghouse 
Streamline Iron at this sensational moneysaving price. Order now from 
your distributor. 


$1.98 Sunlite Silver Seal Ironing Pad and \ $10.93 RETAIL VALUE 5795 


$8.95 Westinghouse Streamline Iron .. . BOTH FOR 


*Trade-mark of B. F. Goodrich Co. 
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Westinghouse Appliances 








SE cone neeee, 


-Oven, you 
. Full color 








